Read the Fourth Installment of the Hardware Age System of Accounting— in This Issue 


TWO DOLLARS A YEAR FEBRUARY 17TH. 1917 
TEN CENTS THE COPY ae VOLUME 99: NUMBER 7 


a ee ee 


REx Clean Your Plugs 
O ! Opark Plug o 
peed | Sreved in This Easy Way 


Fill the tube half full of gasoline — screw the 
plug into the bushing at the end—then shake. 


That’s all you have to do to clean your plugs 
when you use the 


How Needles 
Pick away 


Carbon In a minute or two you can clean a whole set. 
Think what an improvement over the dirty, grimy task 
it used to be! 
You don’t even have to take the plugs apart. 


(Gasoline The needles in the tube pick the carbon off the porce 


lain and the gasoline dissolves the oil. 











The Champion ‘‘Minute’’ Cleaner saves a whole lot of 
time, temper and trouble. 





It’s a worry-less, work-less way of cleaning your plugs. 


You want a Champion ‘Minute’ Cleaner. Get one 


HH Needles now. 


| It comes packed in a wooden carrying case. 











wi 7 For sale by your jobber or dealer. If not, please writ« 


( ‘ I yf j tes to us. 
' = 7 5 Cc Champion Spark Plug Company 
— ) 1100 Upton Avenue Toledo, Ohio 


Patent Pendi 
mat. OF Manufacturers of Champion Toledo Spark Plugs 


Reg. U.S, Pat. Office. 
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Be sure of the most important part of your car—brake lining! 


Your life depends on it. In traffic, on hills, in an emergency, it will 
act quickly, surely. 


Be sure your brakes are O. K. 

Before you leave the garage, ask the expert there. 

Ten to one you need new brake lining. Ordinary woven lining slips, 
grabs, wears out. . 

Reline your brakes at once with the brake lining that can’t slip or grab, 
and that outwears any other lining—Thermoid. 


yr 


Thermoid has three exclusive features: ride with you by driving in a car whose brake 
lining is defective. 
1. It has 50% more material than any 
woven lining. Make it a point today to go to your automobile 
man and have him test your brakes. If they 
are not O.K. have him reline them with 
Thermoid Brake Lining. Specify Thermoid. 


2. It is grapnalized. (This makes it 
impervious to all moisture, dust, etc.) 


3. It is hydraulic compressed. 


Every inch is sold with this guarantee— 
Don’t risk your life and the lives of those who “Thermoid will make good or WE WILL” 


Thermoid Rubber Co., Trenton, N. J. 
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Today is the tomorrow 
you worried about 


yesterday 


— best way to avoid worrying about your 
merchandise is to be rather fussy as to 
whose goods you place on your shelves. 


You owe it to your customers to sell them only such 


products as you can personally guarantee, from your own 
knowledge of the manufacturer’s standard ot responsibility. 
g P y 


If a manufacturer is willing to put his brand on a poorly 
constructed commodity, made of inferior material by 
underpaid workmen, have a care about putting it on your 
shelves. Why should you forfeit the confidence of your 


customers by pushing a line lacking real merit? 


Dealers who have built up a strong following of sportsmen 
have found the reliability and evenness of WINCHESTER 
Arms and Ammunition of invaluable help in turning tran- 
sient customers into permanent friends. 


The sale of six million guns during the past halt century 
is abundant proof that the general buying public all over 
the world appreciate the trustworthiness represented by 
the name ot 


WINCHESTER 
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The Genuine Walworth Stillson Wrench 


The Walworth Parmelee Wrench 
The Walco Adjustable Hex Wrench 


HAVE MADE AND ARE MAKING HISTORY 


NEW YORK BOSTON CHICAGO 


i842 1917 


Copyright, 
Walworth Mfg. Ce. 


Greeting 


O Those customers who have given us their loyal 
support through these seventy-five years of service, 
we express our deep appreciation. To those who 
have joined the ranks from year to year and have 
stood stanchly by us, we extend our grateful thanks. 


To them all we make our pledge of continued 
effort to give fair play and sound product. We 
assure them of our sincere desire to stand for all 
that is best in industrial life. 


As an evidence of our purpose we are dedicating 
to them in this our seventy-fifth year The Wal- 
worth Craftsman. His cleanness, strength and 
earnestness embody the ideals for which we are 
striving. 


WALWORTH MFG. CO. 
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Write Your Jobber 


SANNA 


Coes Wrench Co. 


J.C. McCarty & Co., 29 Murray Street, New York 
John H. Graham, 113 Chambers Street, New York 
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When you have examined the cut 
above of the etched wrench head made 
for a Coes Wrench, write to your job- 
ber, telling him that you appreciate 
tool-quality when you see it and that 
in this picture of a Coes Wrench you 
recognize the ability of such a tool to 
resist unwonted strains. 


Tell him that you, as a progressive 
hardware man, would like to know 
more about Coes Wrenches and that 
you are always interested in a manu- 
facturing organization which not only 
makes high grade goods but which 
gives the dealers in those goods profits 
in proportion to the effort expended. 


Jobbers are just as glad to sell you 
Coes Wrenches as you in turn will be 
to hand them across the counter to a 
satisfied and profitable lot of cus- 
tomers. 


‘ 

Every progressive hardware man 
always sells Coes Wrenches in the 
end. You had better line up with the 
rest now. 


Worcester, Mass. 
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Screw Cutting Tools, Gages 
and Reamers, including 


“Acorn” Dies for Machines 

Burring Reamers 

Dies, Adjustable and Solid 

Die Holders 

Gages, Thread and Cylindrical 
“Green River” Dies and Screw Plates 
“Gun” Taps 

“Lightning” Dies and Screw Plates 
“Little Giant” Dies and Screw Plates 
Pipe Stocks and Dies 

Ratchet Die Stocks for Pipe 
Reamers for every purpose 

Screw Plates, for every purpose 
Taps of all kinds 

Tapping Attachments 

Tap Chucks, Friction 

Tap Wrenches, Adjustable 
Threading Machines 

Wells Self-Opening Dies 


February 17, 1917 


In This New Catalog 


are shown all the lines now manufactured by 
the Greenfield Tap and Die Corporation and 
which have heretofore been shown separately 
in the catalogs of the Divisions: 


Wells Brothers Co. Div. No. 34 
Wiley & Russell Mfg. Co. Div. No. 36 


A. J. Smart Mfg. Co. Div. No. 3 
and include the following famous brands: 


Vattle Giant 
LIGHTING 
GREENRIVER 


Every need of the user of screw cutting 
tools will be found in this new book. 


Every tool is backed by our guarantee and 
45 years’ manufacturing experience. 


Greenfield Tap & Die Corporation 
GREENFIELD, MASS. 


Chicago: 13 So. Clinton St. 


New York: 28 Warren St. 


Philadelphia: 38 N. 6th St. 
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_A Very Practical Outfit 
for the car owner and garage 






Stewart Handy Worker 











It includes: 


A powerful steel-faced vise opening to 43 inches. 
A steel pipe vise up to 14-inch pipe. 

A good sturdy anvil. 

A cutting hardie. 

A corundum grinding wheel. 

A two-speed drill press. 


Weighs, boxed, 90 pounds. List, $12.50. 


A good seller with a substantial profit to you on every 
sale. From your jobber or direct. Liberal supply of 
show cards with your shipment. 


CHICAGO FLEXIBLE SHAFT CO. 
606 N. La Salle St. “ - - CHICAGO 


NEW YORK BRANCH: 16 and 18 Reade Street 
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more sales—larger profit—less effort 


Here’s the way Plymouth Rope is now sold by the foot 
in hundreds of progressive stores. 


The buyer enters and inquires the price of the length of 
rope he wants. 


The dealer turns to his price-by-the-foot schedule card 
and at once quotes the exact cost. No weighing of rope 
as in the old days. 


The figure quoted is less than that demanded elsewhere 
for cheap ropes sold by the pound. (Plymouth’s greater 
yardage is the reason.) The buyer says “all right.” 


The dealer measures the rope, cuts off the proper length 
and the buyer departs with his purchase—satisfied. 


The dealer is satisfied too. He has made an easier and 
more profitable sale than he would have under the old 
price-per-pound plan. And he makes more Plymouth 
sales than formerly. , 


Are you profiting by this new plan? 


Plymouth Rope 


Sell it by the foot 


PLYMOUTH CORDAGE COMPANY 
NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 


Distributors in All Principal Cities 
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For Exacting Tests 
Brown & Sharpe Tools Are Chosen 


The reliance placed in Brown & Sharpe Tools when limits for errors are 
closely drawn is the result of the dependable accuracy of these tools which 
has won for them and the organization that produces them an enviable, world- 
wide reputation. 


What this company has done for precision work in machine shop practice is 
history. In sixty-six years this line has grown from the first reliable steel rules 
ever put on the market to over a thousand different handy, reliable, accurate 
machinists’ tools. 


What are you doing to gain the trade of the many machinists in your vicinity 
who insist on Brown & Sharpe Tools? Have you our Catalog No. 27? 


A stock of our tools is carried at the Chicago Office, 626-630 Washington Blud., Chicago, Ill. 


BROWN & SHARPE MFG. CO. 


PROVIDENCE, R. I., U.S. A. 
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HONOR—QUALITY 
STRENGTH—SERVICE 
LL of these have been found 
in NICHOLSON-FILES for 
more than half a century. 


For their keen cutting qualities, 
long life and general dependability 
they are unequalled. 


Through sheer merit Nicholson 
Files have become the standard 
and are demanded by careful file 
users and buyers. | 


Their shape and cut, quality and 
temper of steel are guaranteed. 


Have you seen our catalog and 
booklet “File Filosophy”? They 
are both decidedly interesting. 


NICHOLSON FILE CO. 


PROVIDENCE, R. I., U.S. A. 


February 17, 


1917 
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ALWAYS AHEAD! 


Keep your eye open for the Spring Buying 
Number of Hardware Age. Two full 
pages bear a message to you. Note some 
articles that you should be selling to develop 
your service to your trade. 


If you are not already a SILVER STEEL 
BOOSTER, now is the time to afhliate. 


Enjoy the merchandising of this quality 
line and the increased profits it will return. 
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Write for our Dealer Cooperative Plan and 
our complete Catalog of Saws, Saw Tools, Etc. 


-E. C ATKINS & CO. Inc. 


Established 1857 
The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. Canadian Factory—Hamilton, Ont. 
Branches carrying complete stocks in all large distributing centers, as follows: 


Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 
Chicago New Orleans San Francisco Sydney, N. S. W. 
Memphis New York City Seattle Paris, France 


Messrs. John Shaw & Sons, Wolverhampton, England, Agents for Great Britain. 
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WHEN ORDERING 


STILLSON WRENCHES 


Demand TRIMO With the 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
TRIMO is 
the Best 





Send for Catalog No. 133 


MADE BY 


TRIMONT MFG. CO. 


55-71 Amory Street Roxbury (Boston), Mass. 
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DISSTON 


Pruning 


AEG U. @ PAT. Cee, 


Don’t wait until the Spring demand is on 

to size up your stock; make your prepara- 

tions now. The Disston line of Pruning 

Saws comprises styles and sizes for every 

requirement, all backed by a reputation for 

highest quality and satisfactory service. 
Our Pruning Saw Catalog 


will help in your selection. 
Write today for a copy. 


HENRY DISSTON © 
SONS, Inc. 


PHILADELPHIA - - U. 
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It does just as well. 








Help Wanted 


ip-ré ia airways = good =-ce 


CLASSIFIED... 


know 
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Original letters of reference should 
not be inclosed with replies to 
advértisements appearing in these 
columns, as they are frequently mis. 

and lo. 
ence will s 


HELP WANTED 


in touch with 
the hardware t 
on commissio 
what territory 
ences. Address 
ware Acz, Ne 


integrity, en- 
in the hard- 





Miin the Middle and 


WANTEv—suime Zevu 
specialties for. Chicago and 
territory, Can carry stock. 
buy or handle on commission, 

are HARDWARE 





OF EXPERIENCE 

position with manu- 
Eleven years’ experience 
outhwest calling 
on wholesale and retailétrade. Best 
of references; age 38, and well ac- 
uainted. Address “B. R.,” care 
Arpware Ace, New York. 


facturer. 





HERE IS THE PLACE FOR 
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Business Opportunities 





-s MAN who, because 
ibility and experience, will 
capable manager, sales di- 
r salesman for a concetn re¢- 

‘{ a man of breadth and ca 
This man is thoroughly. trained in 
Hardware, Sporting Goods, Ammu- 


FOR SALE 


adjust himself to systems and prin- 

ciples already proven. He has 

health, a copeesty for work and 

is absolutely reliable. 

The man tn question is now em- 

ployed, but wishes to make a change, 
career is offered. d- 





FOR SALE—Stock of berdiiae 
and plumbing material; located ip 
Eastern New York; will sell or 
the building with dwelli ing. Only 
hardware in town located in a large 
dairy section, nearest business of 
the kind is ten miles. Have been 
here fifteen years; poor health rea- 
; change. An excellent o 

© take up a well establ 
ill, inventory $5,000. Ad. 
7” care Harpwane Acz, 





ood clean hardware 
~m, 12,000 inhabitants, 
nisville. Best lo- 


SO 
. ddress 


fg. Co., 


NY 
120 
catio 
count: 
Best rei 
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business. Give ag 
experience. Addre 

Harpware Acz, 


SITUATIONS 
WANTED 


a) ~STEABY POSITION 
and steam fitter. Cap- 

ring from and pa I 
wt will 
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it BUSINESS 
| OPPORTUNITIES 


intis . 

in every “section, of the United 
States. Address “R. %, 
Harpware Ace, New York. 











EASTERN JOBBING AND DIS. 
TRIBUTING HOUSE, with live| ¥ 
sales organization, desires to repre- 
sent in New England a few more 
manufacturers of, hardware and spe- 
cialties. Address “C. R.,” care Harp- 
ware Acz, New York. 


OGUE 

Wall lines 
open for 
'@ences. Write 
. K.,”” care 


light hard 

tory excep 
and New 
acter and 
references 
ence will Bb 
“G. B.,” car 
York. 


ware in a count: 

in Central Illinois. 
lished 25 years and 
ough investi on. 


Advertise it in the Classified 


Columns of Hardware Age 


Advertising on this page brings results. 

Hardware Age is the world’s greatest hardware paper. Its circulation of 
17,000 copies weekly represents an interested reading list of over 50,000 
hardwaremen. 











WANTED—E 
ware store in 
Southwest, a 
and experie 


If you want a new position, 

If you want a new salesman, 

If you want to sell your present business, 
If you want to buy a new one, 


e have facilities 
aducing and dis 
or staple articies 
ove trades. Ad- 
Harpware Ace, 
WANTED 
take charge 0: m ; Pa 
twenty miles fro There is no place in the world like the Business Exchange and the 
Employment Exchange of Hardware Age for reaching established 


hardwaremen. 


n stock of hard- 
ints, brick store 
two stories, in 
er of one of the 
icts in C enfral 
Hl invoice about 
22,000 last year. 
ill health. Ad- 
Davison, Mich. 


Ace, New York. 





Rates are at the top of the classified page. Get your advertisement in now. 


YOU HAVE OF 
NEWSPAPERS 


ADE MAN 
paved streets, electric lights, good; LOOKING FOR A POSITION 
schools, etc.; $10,000 stock of hard-|OR aoe IT IMPOSSIBLE 
ware, paints, stoves, furniture |TO GO HIGHER UP WHERE 
Vateruiena business combined. Did; HE 1S. WISHING TO MAKE A 

5,000 business last year. Must be| CHANGE, WILL FIND THIS 
poe deal. Address “B. F.,” care}|SECTION THE PLACE TO 
Harpware Ace, New York. TELL HIS STORY. 


facture of cutlery and 4 years in 
buying and selling same for job 
bing house, wishes position as de. 
partment manager or in responsible 
position in large retail or wholesale 
house. Address “G. T.,” care Harp 
ware Ace, New York 


IF YOU WANT TO GO AFTER 
iT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 
COST YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WOPTH WHILE “BERTH ” 























February 17, 1917 HARDWARE AGE 15 


“SAY it ! ! |! " THERE ‘ui thidyt UU UU OO Hy 
' } EPP Pee } 


3 | 
4 | 2p) 4. a} 5 ; 9 he) . 11 12 13 
7 SIDES 17 “4°8°% G\Si0ts 18-7, 9 SIDES 16%-6% 


7 8) 3 10 


SARGENT 


STEEL SQUARES 


Carpenters, as a rule, are not “born mathematicians.” When 
they buy a framing or rafter square they naturally favor one that 
contains complete tables of measurements and will thus save 
the time and trouble of mental calculation—a square that any- 
body, however inexperienced, can use with speed and upon 
which he can depend for accuracy. 

Sargent framing squares are just such squares. 

They contain complete and final information—accurate grad- 
uations and correct tables for common, hip, valley, jack and crip- 
ple rafters; no figuring is required, the result being shown by 
the tables. 


Sargent squares are standard, they come in several finishes— 
polished, nickel-plated, blued with white markings, blued with 
yellow markings, galvanized, galvanized with red markings, elec- 
tro copper-plated, electro copper-plated oxidized and royal cop- 
per, you can select from these the finishes preferred by your trade. 


SARGENT & COMPANY 


NEW HAVEN, CONN. 
BOSTON NEW YORK CHICAGO 


SARGENT 
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PUSH 


WITH THE MILLERS 


Make tools an important part ot your spring drive. They 
mean a good profit in themselves and lead to big busi- 
ness on other things. The man who buys tools of you 





The general fixture at the 
top showing hack - saws, 
braces and drills is ted 


good for the center of a win- 
dow display. 

The brace fixture at the bot- 
tom is not only effective for 
window use but can often be 
used for inside store display 
on a shelf on top of a cab- 
inet. Other fixtures not 
shown are a life-like metal 
hand that will hold any sin- 
gle tool and fixtures for lines 
of hand drills and bench 
drills 


is going to buy builder’s hardware, 
paint, farm equipment, mill supplies 
and other kinds of hardware that run 
into money. 


Use tools as spring leaders and get the big business 
that goes with them. 


Let us help you push tools with our selling service 
and we will help your whole business grow and 
grow fast. 


We furnish co-operating dealers with handsome window 
display fixturts that are as handsome as any that can be 
bought—with window suggestions that apply to your 
whole business—with advertising matter that features 
your whole store and with merchandise selling suggestions 
that are worth thousands of dollars to any live dealer who 
takes advantage of them. 


Send for book describing our Dealer Service and we will 
include with it our handbook “How to Sell Tools” and 
sample copies of our monthly dealer paper, the “Star,” 
that is jammed full of selling ideas and suggestions. 


MILLERS 


“Tool Maker to the 
MILLERS FALLS, 
New York Office: 





MILLERS FALLS 
LS 
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TOOLS 


FALLS DEALER SERVICE 


For over half a century the Millers Falls brand has 
been recognized as the standard of excelience in bit 
braces, drills and all kinds of boring tools—in hack 
saws and blades, in mitre boxes and 






































many kindred tools, 


The fact that most of these universally-used tools 
and their improvements were Millers Falls inven- 
tions is striking proof of the inventive ability 
which has enabled Millers Falls to lead the way in 
meeting these mechanical needs. 


i is I i cca it lig a ah chs bg ‘ 





Mechanics themselves: who judge tools by using them— 
and dealers who reflect the judgment of their mechanic 
customers are strong in their appreciation of the superior 
quality of the Millers Falls line. 


Millers Falls Tools have a reputation that makes them a 
great line to sell even without our Selling Service. To- 
gether they make a combination that means a big tool 
selling success. 


Whether you sell few tools or many—buy direct or 
through a jobber—you ought to know about the Millers 
Falls Service proposition to dealers. Write us today. 


FA The Hand Drill 980 
te shown at the top is a big 


seller because t# takes 





drills up to “% and is 
M ° 99 practically a Lond drill - 
aster ecnanic and breast drill combined 
The Bit Brace 732 shown 
below is a very popular 
MASSACHUSETTS number because tt is a 
boxed ratchet and bail 
28 W bearing type of brace with 
the limit of Millers Falls 
arren Street quality in material 


MILLERS FALLS 
spelen a 
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4 PITTSBURGH 
Trolley Hanger makes 
the casual customer a 
permanent customer because it 
satisfies—because it gives real 
service under the most trying 
conditions—because it is read- 
ily adaptable to many and 
widely different door condi- 
tions. Scores of progressive 
hardware dealers are render- 
ing invaluable service to farm- 
ers, dairymen, garage builders 
and contractors by supplying 
them with 


The PITTSBURGH 
Trolley Hanger 


And after all has been said and done, we only get im returns 
in proportion to what we give out in service. 

Ease of operation is in no way affected by storms or birds’ 
nests by reason of the covered trolley track. Warping of 
doors and settling of buildings are overcome by lateral and 
vertical adjustments. Hinged construction precludes the pos- 
sibility of doors being torn down when struck a severe blow. 
Wheels are equipped with roller bearings and roll in curved 
runways. All parts are of 
the best material and thor- 
oughly weatherproof. — 

Put in a stock of PITTS- 
BURGH Trolley Hangers 
and Track. Besides making 
satisfied customers they sell 
readily and yield a good mar- 








Each set Packed in a Strong : ‘ : 
Wooden Box gin of profit. 


McKinney Manufacturing Company 
PITTSBURGH 


Write for copy of illustrated folder ‘‘H1”’ 
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No. 1920—For Sliding or Swinging Doors 


A Real Safeguard 
Against Thieves and Prowlers 


There is in this new wrought steel door latch that 
security which your customers have a right to expect. 


With a reliable padlock gripping the keepers, the 


The McKinney Door Latch affords a real protection against 
McKINNEY thieves and prowlers. And it can’t be tampered with or 
v taken off when the door is closed, as all screws are 


Door Latch 


concealed. 


The McKinney Door Latch is made in only one size 
and consists of but 4 simple parts yet it is readily adapt 
able to many different door conditions. It can be used on 
either right or left hand sliding or swinging doors, is 


3%" to 234” doors, and is operated easily 


adjustable to 1 
from either side of the door. To give the latch a thorough 
weatherproof finish each part is first electro-galvanized 
and then covered with a thick coat of black rubber japan 


There are no springs in this latch to break or wear out 


Put in a stock of these latches. You'll find that a reall, 





dependable latch sells more easily, especially after you 


I side Handle Plate 


have sold a few, and certainly it is much more profitable 
in the way of satisfied customers. Write for copy of 
illustrated circular ‘Lr’—it’ll pay you to get better 


acquainted with this line. 


McKinney Manufacturing Co. 
Pittsburgh, Penna. 
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Cortland 


Wickwire 
New York 
| 


Brothers 


Inc. 


There's more than one reason for the popularity and selling strength of Wickwire goa but 
all of them can be traced back to the idea of giving the best value and Fon quality iy poo 

We mine our own ores, operate our own blast furnaces, open hearth mills, r - wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Heavy Zinc Coated 


AFTER WEAVING 
12 Mesh—14 Mesh—16 Mesh-—13 Mesh Extra Heavy 


There are much wider varia- 
tions of quality in the class of 


Galvanized - After - Weaving 


Te, Vb | wire screen cloth than in any | BiM/a7e7 
FF 4 wi a other grade. ; on oy | 
* § i Lom pea ( LtoTt. 


For many years OPAL has & re 
been the standard by which = 
all others are judged. 





ORDER THROUGH YOUR JOBBER 


New York Wire Cloth Co. 


233 BROADWAY, NEW YORK WORKS—YORK, PA. 
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It's a Wright Wire Clothes Line— 


It will wear much longer than the cotton 
clothes line you are now using. It is flexible, 
light and strong. It will not. shrink, 
accumulate dirt nor get soaked through 
when it’s left out in rain or snow. 


It will not break so easily and it is heavily 
galvartized to prevent rust. 


Couldn’t you make a lot of sales with a 
talk like that and a wire clothes line like the 
Wright? ' 

We can supply it in flexible or solid wire 
in convenient coils of 50, 75 or 100 feet. 

Order from your jobber. If he cannot 
supply you write us direct. 

Our catalogue gives details. Write fora 
copy. 


WRIGHT WIRE COMPANY 


WORCESTER, MASS. 
BRANCHES AT 
Boston New York Philadelphia Chicago San Francisco 
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The Self-Centering Bowl of the New De Laval Cream Separator 
Greater Capacity Closer Skimming Simpler Construction 


If your customers are “separator wise,’ the NEW 
DE LAVAL is the machine they will insist on 
getting. If you are also “separator wise”’ this is 
the machine you will insist on their buying. 


There is no better time than right now to send in your application for a De Laval 
contract. There is cream separator business all around you. You can get more of 
it and make more profit on it with the De Laval than with any other separator. 


THE DE LAVAL SEPARATOR COMPANY 


165 Broadway 29 East Madison Street 
NEW YORK CHICAGO 


101 Drumm Street 
SAN FRANCISCO 
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Post Yourself So You Get Your 
Share of the Auto Supply Business 


U no doubt have often thought of add- 
ing automobile supplies to your hard- 
ware line, but for the lack of Knowledge 

no doubt you have felt a hesitancy in doing so. 





Here is your opportunity to learn the business from 
A to Z, and with just a little time devoted to the 
perusal of 


Dyke’s New Automobile Encyclopedia 


during your spare time, you will become thoroughly 
conversant with the business. 


The fact that the book is used by fifty-six of the leading 
automobile schools and over one hundred thousand 
books have been sold and not one returned ought be 
sufficient proof that it will be worth many times its 


G-L A K * 
| | TROUBLE- ALL ELECTRI 
1|SYSTEMS SIMPLIFIED 
CARBURETION, IGNITION 
ETC. 























od tegen. 5th EDITION 

824 Page 7 x 10 Inches 
Blacksmith Supply Houses use Dyke’s book to teach 2370 Figures Cloth Bound 
the blacksmith the business so he can add automobile Price $3.00, Delivered 


repairs to his business. Electrical Supply Houses use 
Dyke’s book to teach the electrical dealer the ignition 
system so he can add automobile ignition supplies to 
his business. 








WHAT NOTED MOTOR 
AUTHORITIES SAY: 
Just so with the Hardware Dealer. Do you, Mr. Hard- 


. ‘ , E 3 i 
ware Dealer, realize what this book will mean to you eed yanplien-aepbiedes 


just the kind of instructor needed, 


in time to come ? in order to show not only the mech- 
3 . e anism, but to show it in actual 
In order to give the reader an idea how complete this operation.” 


book really is we will mention the number of pages 
and illustrations devoted to some of the subjects : 


Chas. Duryea: “I did not think it 


Repairs and Adjustments, . . 99 pages, 534 figures possible to get so much real infor- 
Ignition and Electrical Subjects, 350 pages, 976 figures mation into such an instruction and 
Delco Electric Systems, . . 34 pages, 75 figures yet keep it so concise and simple.” 
Engines, Parts, Valve Timing, 84 pages, 239 figures 
Carburetion, . . . . . . 44 pages, 97 figures 
Digest of Troubles, . . . . 21 pages Barney Oldfield: “‘If a person can’t 


learn from this he can’t learn at all.”’ 
There are 50 instructions in all with additional supple- 
ments treating on the Ford, Packard and King, part 


of which is printed in two colors. Elbert Hubbard (deceased ), said: 


“Your proposition seems to me the 
most reasonable and direct method 


DAVID WILLIAMS COMPANY of teaching a beginner.” 


231-249 WEST 39th STREET NEW YORK CITY 
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GRASS HO OK 
ASSORTMENT 


HAVE A LOOK Lawn King - - 


AT A HOOK Little Giant - - - ‘50 
Little Giant (Adjustable) .60 
TO CLIP YOUR LAWN Komet (Adjustable) - 50 


SLICK AS A BOOK STS a 

























Quick Clerk Grass Hook Assortment 


Composed of 


1 Quick Clerk Ad. Card 19” x 9”. 2 KOMET Adjustable Grass Hooks. 
2 Lawn King Grass Hooks. 2 Junior Grass Hooks. 
3 Little Giant Regular Grass Hooks. Making it possible for a retail dealer to have 


3 Little Giant Adjustable Grass Hooks. a complete line without an over-stock. 


“Your Pail is Leakin’, Mister!” 


Said a boy to a farmer who was carrying a pail of milk from 
the barn to the house. The farmer thought it an April fool trick 
and paid no attention, but when he got to the house he found 


he'd lost half his milk. 
“Your Pail is Leakin’,” Mr. Jobber! 


When you get to next July you will find you've got just half 
as much grass hook milk as you would have had had you car- 


ried QUICK CLERK GRASS HOOK ASSORTMENTS in your 
pail. Particulars gladly furnished. 


Scythes, Grass Hooks, Corn Hooks, Corn 
Knives, Hay Knives, Bread Knives, etc. 


NORTH WAYNE TOOL COMPANY 


Hallowell, Maine 
Sales Office: .1409 Ford Bldg. DETROIT, MICH. 
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Bringing “He City Electric 
Plant 6/7e Country Home 


Many attempts have been 


We were the first to bring out an out 
fit designed along thoroughly common- 
sense lines—in other words, a plant that 
delivers current in exactly the same 
manner as the city central service sta- 
tion—a plant that will give the same 
efficiency that the user would get if he 
were to wire his premises and get his 
current direct from the central service 
station wires the same as people do in 
the city and small town. 


One Compact Unit 

The Uni-Lectric Lighting System is 
built in one compact unit, comprising a 
four-cycle, high speed, rotary sleeve 
valve engine, direct connected to the 
generator. The Uni-Lectric gei-erates 
standard 110 volt direct current the 
same as city lighting plants. 

The user can operate all the way from 









one to fifty lights, as well as other de- 
vices, such as electric irons, electric fans, 
vacuum cleaners, toasters and electric 
motors up. to 1 H.P. for power pur- 
poses. 


No Belts—No Batteries 


The elimination of batteries does away 
with one of the big drawbacks that has 
previously been incorporated in home- 
size lighting plants. It takes an expert 
to know how to handle batteries and 
keep them charged—and besides this. 
batteries are wasteful and extravagant 
in the long run. 

When taken from a battery, the 
wasted current is a big item and the 
batteries themselves become useless in 
all too short a time. The expense of re- 
newing batteries is a big item. 

Of course, with the Uni-Lectric, there 
are no batteries to renew, and the user 
is insured years of satisfactory service; 
in fact, we absolutely guarantee the Uni- 
Lectric machine for five years, and with 





1 made to produce a small home-size lighting outfit to meet 
the demand for electricity in the rural districts. 

Very few of these attempts have been successful because the right course has not been 
pursued. 


the ordinary care and aftention it will 
give many years of satisfactory service 


Big Opportunity for the: 
Hardware Dealer 

There is big money in cultivating this 
rich field in the rural districts. Dealers 
in every locality realize this and it is 
only a question of connecting with the 
right concern and the right equipment. 

The Uni-Lectric machine is a tried 
and proven success—it has demonstrated 
its usefulness in the hands of operators, 
and our big national advertising cam- 
paign this winter will bring thousands 
of worth-while inquiries, many of them 
prospects in your own territory. 

Our exclusive dealers’ proposition will 
interest live dealers who are looking for 
an outfit that will put them in the lead 
build business and return a good profit 
on their investment. If interested, get 
in touch with us today. Territories are 
being closed up rapidly and it would be 
advisable to wire. 


The Waterman Motor Company 


124 Mt. Elliott Ave. 


Detroit, Mich. 
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Figure Skates 


Scandinavian und Continental 


Popular Models for 1917-1918 


No. 92—Scandinavian Pattern; saw- 
tooth toe. Runners made of Chrome Nickel 
Steel, tempered. Foot plates Swedoh Steel, 
drop forged. Toe plates detached from 
front of runner. Special welded construc- 
tion. All parts full polished and nickel 
plated. 


No. 94—Continental Pattern; saw-tooth 

toe. Runners made of Union Steel, tem- 

is yt pered. Toe plates of Swedoh Steel; fas- 
7 ae , tened to front and post of runner with cor- 


Model of Nos. 94 rugated braces. Nickel plated. 


No. 95—Continental Patiern; same as No. 
94 except runners made of Chrome Nickel 
Steel, tempered. All parts polished and 


: nickel plated. Highest quality. 
C= __F. No. 96—Continental Pattern; same as No. 
= 95 except toe plate detached from front of 


runner. 


The Union Hardware Co. will manufacture large quantitié¢s of 
the above line of Ice Skates to satisfy a heavy demand for skates 
of these patterns due to a country-wide interest in fancy skating. 


Late delivery of special steel for the manufacture of this line 
prevented our furnishing them to the trade for the season of 
1916-1917. We are prepared for a big 1917-1918 business. 


Place your order now. 


Manufactured by 


UNION HARDWARE CO. 


Torrington 
New York: 99 Chambers Street 


EAA 
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The N.C. R. Co. out with new invention 
that will help merchants everywhere 


A new credit file that will revolutionize 


the handling of charge business 


io new file is so simple, con- 

venient, fast,and safe—provides 
a way to get more profit out of 
charge business than ever before. 


It also takes care of C. O. D., 
approval, and received on account 
slips—saves time and safeguards 
them—another strong feature. 


As for convenience and sim- 
plicity. Any clerk can hold a tele- 
phone receiver with one hand, 
locate an account with the other, 
and phone information in a couple 
of seconds. 


The file is also fast—and a time 
saver. For there is no ledger post- 
ing, and very little time spent 
checking. 


And it is safe, for all posted slips 
are locked up—with the proprietor 
or chief clerk carrying the key— 
clerks referring to posted balances 
through the plate-glass top. 





Credit file open 


The file can be used with, or independent of, 
the cash register, although it is best 
to have slips certified by the 
machine before filing. 





Credit file closed 


There isn’t enough space to 
tell you more here, and we 
haven’t told you half. See this 
new file at our nearest sales 
office, or write us for particu- 
lars. It will pay you to do so. 


The National Cash Register Company, Dayton, Ohio 
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Selling Howe Furnishings 
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You have calls for Earthen and Porcelain that you can 
recommend as good for all cooking purposes. 
Only— 


( “COOK AND SRAVE IN THE YW are 
THE STOVE °IN THE OVEN eywa THE ee 


can meet these requirements because it is the most comprehensive line of well-made Cooking 
Utensils in the world today. Kiln fired 2600 degrees temperature Fahrenheit. You cannot 
afford to be without it on your shelves. It builds business. 


Send for Catalogue and Net Price List. 


The Ware lt Pays to Display—and Push 


The Guernsey Earthenware Co., °4M®8!DGE, oxIo 
U|HWEEH@@@¢qqMq|le Lhd MMMM{qull Ld LLL 








If You Could Only Taste It 


you'd appreciate what your women customers will appreciate— 
the chance to make the flufhest, smoothest ice cream in the 
modern sanitary way with an easy turning freezer that finishes 
the job in three minutes. 


All ice cream may look alike, but no one can deny that some 
kinds taste better than others. It depends first of all on the stuff 
that goes into the can. If the ingredients are all right the taste 
of the cream depends on what happens inside the can. 


The success of 


THE ALASKA FREEZER 


is due largely to the construction of its dasher. Fast revolving 
spoons send the cream in a steady flow that mixes all products 
thoroughly and at the same time lightens and purifies them by a 
constant injection of air. This Open Spoon Dasher is the most 
improved feature in freezer construction. Many other features. 


Write us today for prices 


The Alaska Freezer Company 
WINCHENDON MASS. 
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) How in the world can 
IF THIS IS FOOLISH— a man put a ROPE 
THRU THE EYE 
OF A SMALL NEEDLE? Then—how can you put 
three barrels of air thru a small tire valve? Trying 
the one is as ridiculous as the other. 














Positive pressure, and a steady stream of air from 
A ROSE TIRE PUMP, with its PATENT VALVE 
makes pumping as easy under high pressures as under 
low pressures. 


“The Biggest Seller on the Market’’ 


Dealers! Order these pumps from your jobber. Or, we will send 


you a sample at the regular dealer’s price, transportation, Charges 
prepaid, if you will send us your jobber’s name. 











THE E-Z WAY 
Patent June teh, 1 J. H. HANEY & CO., —_- Hastings, Neb. 


MANUFACTURERS : ROSE PUMPS GREASE GUNS FAN BELTS AND LEATHER SPECIALTIES 


> $ 
“A DOLLAR WELL SPENT” 


—said a large hardware manufacturing firm in central Ohio ‘regard- 
ing a “Help Want” advertisement they inserted a short fime ago in 


THE EMPLOYMENT EXCHANGE 
of HARDWARE AGE 


Their ad-called for a man of experience and 
ability. Applications were received from high 
grade men from all parts of the country most 
of whom had positions. This, mind you, from 
an initia! expenditure of $1.00 the cost of the ad. 
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The Employment Exchange is producing 
results like this because it receives the attention 
of thousands of wide-awake hardware merchants, manufacturers, salesmen, etc. 


who read HARDWARE AGE every week. 


If you have an opportunity to offer or a want to satisfy, make use of this depart- 
ment. Write for further information. 


HARDWARE AGE 239 West 39th Street, NEW YORK CITY 
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Black Silk 
Stove Polish 


‘‘A Shine in Every Drop’’ 


Black Silk is the best seller because it is the best polish. It makes 
your customer your salesman. It is different from others because it is 
easier to apply—will not rub off—gives a more brilliant and lasting 
appearance and cannot deteriorate or dry up in the cans. 

We guarantee Black Silk Stove Polish both as a polish and as a ready 
seller. Put up in 5 lb. cans for dealers’ use and in domestic packages 
to retail. 








Buy through your jobber. 


Black Silk Stove Polish Works, Sterling, Ill.,U.S.A. 















Order now and be prepared for next 
season's demand for the 


Flexible Flyer 


‘“‘The sled that steers’’ 
Steel Front! 


Easier to steer! 
Stronger and handsomer! 
hrome nickel steel non-skid runners! 


_ The advanced construction gives a new 
impetus to the selling of this peerless*leader of 
the sled-world. Write us now for prices. 


The constantly advancing cost of materials 
and labor makes early ordering advisable. 
Don’t put it off. 





Unless it bears this trademark it is 
not a genuine Flexible Flyer 





S. L. ALLEN & CO. Box 1104 Philadelphia 


Patentees and Sole Manufacturers 
[f you want a good low-priced steering sled ask for prices on our Fire Fly Coasters 
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“Enterprise” Sausage & Lard Making Outfit 


There’s a good profit, for you, Mr. Dealer, in selling these outfits to farmers who raise hogs. They 
can realize more money making sausage and lard than in selling their hogs on the hoof. 





“Enterprise” 
Meat-and-Food Chopper 


Chops meat exactly the right way for 
making sausage meat, retaining all its 
valuable nourishing juices. Also useful 
in the home kitchen in making dainty 
dishes of left-overs from the table and 
for using up the less expensive cuts of 
meat. We make 72 sizes and styles of 
choppers. 





















Family size, $2; Large size, $3 


“Enterprise” 
Sausage Stuffer and Lard Press 


The press with the patented corrugated spout 
that prevents air from entering casing and pre- 
serves the sausage. Cylinder is bored true— 
plunger plate cannot jam nor crack. Quickly 
changeable into lard press. Nine sizes and styles 
—2 to 8 quarts, japanned or tinned. 


Japanned 4-qt. size, $7; 6-qt. size, $8 


You can depend on the “Enter- 
prise” line to meet all competition 
and pay you a good profit. 


The Enterprise Mfg. Co. of Pa., Philadelphia, U. S. A. 


29 Murray Street, New York 530 Golden Gate Avenue, San Francisco 























THE MARK OF QUALITY 


BATH ROOM ACCESSORIES 
TUMBLER HOLDERS SOAP DISHES 








COLONIAL FURNITURE 


INET 
BUILDERS CAB TRIMMINGS 


HARDWARE 


REPRODUCTIVE PERIOD 
DESIGNS 


~— 


AMERICAN RING COMPANY 


Factories and General Offices 
WATERBURY, CONN. 


NEW YORK CHICAGO BOSTON SAN FRANCISCO 
2 Hudson Street 507 Heyworth Building 170 Summer Street 116 New Montgomery Street 


WR TE FOR CATALOGUE 


DRAWER PULLS KNOBS 
ESCUTCHEONS 
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MYERS HYDRO-PNEUMATIC PUMPS 


Every time you talk Improved Water Facilities with one of your customers you are talking directly in 
the interests of the women and children of the home. There is no question about this, for the women, 
especially those who live in the country, pump and carry most of the water used in the home. At least 
this is still the case in 90 per cent of the homes. Surely, there is no labor carried on so persistently from 
day to day, which is so absolutely necessary and which requires so much time, as this endless water job. 

The facts are, many of your customers have carried water so long that they take it for granted, becom- 
ing indifferent, until they fail to recognize what a real god-send handy water facilities would be to them. 
They are the prospects who need an awakening. They are waiting for MYERS HYDRO-PNEUMATIC 
PUMPS and the conveniences of a Myers Domestic Water System. 

e want every dealer to write for our new No. HP!I7 Hydro-Pneumatic Catalog, or 
ask for a quantity of them. Then put it up to these prospects good and strong. Do not 
talk only to the men folks, but take the women in on this deal—they are the ones who 
are interested most, and will swing their influence in favor of Myers Hydro-Pneumatic 
Pumps every time. 

: Thousands and thousands of homes have already installed Myers Hydro- 
Pneumatic Pumps and Pressure Tanks. They are built in many styles and sizes 
—small, medium or large capacity—for operation by gasoline engine, motor, 
hand or other power. Sold through dealers only. Full information, late catalog 
as illustrated above, trade prices and terms, to dealers on request. 




















F. E. MYERS & BRO. 


ASHLAND, OHIO 
ASHLAND PUMP AND HAY TOOL WORKS 











Essential for safe disposal of Rubbish 


“CORCO” RUBBISH BURNERS 


the perfection of all Rubbish Burner Construction— 


Place one Corco Rubbish Needed 
Burner out front where it can jp Every 
be seen, and very quickly you Hardware 
will be making deliveries of Stock 
others like it at a good profit. 


Corco Rubbish Burners impress you at first 
glance by their stocky substantial construction. 
That means long and useful wear. Burns rubbish 
to a fine ash—has an excellent draught that con- 


sunies contents from bottom to top. 
Needed Get in line with this good Spring 
in Every “Clean Up” specialty. Write a line 
Home today to nearest office. 





WHEELING CORRUGATING COMPANY, WaEeLine W Va 


BRANCH OFFICES AND STORES 
NEW YORK CHICAGO PHILADELPHI+ 
ST LOUIS MANSAS CITY CHAT TANOOG? 
RICHMOND 
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A NEW FEATURE 
The Slip Joint Plate 


An added feature in our metal ceilings is 
shown in the accompanying illustration—the 
slip joint plate. 

Easily and quickly applied—sheets interlock 
and seams are not noticeable—no cross fur- 
ring strips required—nail holes are not ex- 
posed—more all around satisfaction for your 
customer. 





You can sell slip joint 
metal ceiling plates 
where it would be im- 


Perspective Showing Application of possible to sell any 
Slip Joint Panels other. 


Repressed Beads and Die Cut Nail Holes are other features of our 
metal ceilings that make them big sellers. 


You should know all about our strong talking points. You will then 
realize how easy it is to sell our metal ceilings. 
Write today for our complete metal ceiling catalog and for the 
special assistance we give you in building up a profitable metal ceil- 
ing business. 
Now is the time to go after this 
business—so write today. Slip Joint Plate No. 


\——— Milwaukee Artistic Metal Ceiling Company 


"“TiTEIOGES Milwaukee, Wisconsin “ITE 
Metal Shingles EE Sean sooo Metal Spanish Tile 
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_ Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpen- 
ter and woodworking customers can see 
it, then sit back, or rather, stand alive 
and watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a'smooth hole and polished surface, They 
are the only bits not dependent on a 
center level to guide them. They cut 
from the outer rim, the entire surface is 
at work all the time; no jagged ends. 
You can use them as gouges or chisels; 
you can do scalloping, fancy scroll twist 

columns, newels, rib- 
PATS ren 95 06 1 bon moulding, etc. 
Let us send you de- 
tails on this free display 
cabinet. 





The Progressive Manufacturing Co. 
Torrington, Conn., U. S. A. 


ccsamene 008i 20000 ee 
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AMERICAN 
ScREW 
CompPaNy 


Greatest 
Assortment 


WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 




















AnyLength, Any Diameter 








SCREWS 


Weare manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and _ discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 
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The “Pomona” Has Long Been Accepted as 
The Best Barrel Sprayer Made 


It is extensively used by teachers and official demonstrators of horticulture. 


“I believe the Goulds “Pomona” barrel pump is the best for small fruit growers. It is of suf- 

ficient strength and is large enough to maintain a high, even pressure, which is one of the most 

important things to keep in mind for succesful spraying.” W. B. NISSLY, in charge of Vegetable 
Gardening, New York State School of Agriculture, Long Island. 


“ For nine years, I have been using a Goulds “ Pomona” in my demon- 
stration work without a single mishap. E. C. BOWERS, State 
Horticulture Inspector, Pa. 


Successful fruit growers, too, in all parts of the country, use and endorse 
“Pomona.” The reason, Goulds masterly construction. The “Pomona” 
will supply two leads of hose and four nozzles. The plunger, plunger 
connection, gland, valve seats and strainers are of solid bronze. Plunger 
is outside packed. All working parts can be easily removed and 
cleaned. The lever is adjustable for 3, 4, or 5-inch stroke. , Agitator 
is simple, operated by lever. 





a The “ Pomona ” is but one of many popular sprayers in the Goulds 
eee gee line. Write for our new Spray catalog and dealers’ contract. 


THE GOULDS MANUFACTURING COMPANY 


Main Office and Works, Seneca Falls, N. Y. 


Branch Houses: Boston, New York, Philadelphia, Chicago. District Offices: Pittsburgh, Atlanta, Houston 
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Tools 


STANLEY NAIL SETS AND 
CENTER PUNCHES 


“STANLEY” Nail Sets and Center Punches 
are made of a special ‘grade of tool steel. 
They are hardened on both ends by an im- 
proved process, given an oil temper and will 
be found to “stand up” under the most severe 
conditions. 








Special care has been taken in selecting the 
proper knurling for the shank, and the user 
will find that the feeling of security as to “grip” 
is a particular feature of “STANLEY” Nail 
Sets and Center Punches. 





The neat and handy boxes in which they are 
packed make them an attractive article for 
counter display. 


MANUFACTURED BY 


STANLEY RULE & Levet Co. 
New Britain, Conn. U.S.A. 
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In the Long Run a 
Bishop s Greyhound 






Picture a greyhound with wings—the long, graceful, 
certain stroke of the dog’s limbs that carries him tire- 
lessly on and on; a balance, a poise that insures the 
evenness of his stride; a fineness of bone and of build 4 
that carry him forward and forward. 










Wipe out the picture of the flying dog and substitute 
one of a saw that fits the same description 






It is a Bishop’s “Greyhound” Saw 










Geo. H. Bishop &Company 


Lawrenceburg Indiana, U. S. A. 


INLAND 


Basic Open Hearth 
ROOFING 
G&S SIDING 


Products of aplant that owns and controls 
all its raw materials from the Iron Ore up 







































INLAND STEEL COMPANY 


First National Bank ye Chicago 
Works Indiana Harbor, Ind. and Chi Heights, Ii. 
Branch Offices- SLLOUIS-ST.PAUL- MILWAUKEE- DENVER-DALLAS 
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Progress 


Selling aluminum ware has now 
passed the introductory stage and is a 
matter of selling the finest aluminum. 
Women know they want aluminum 


utensils—their problem is to select 


the best. 


REAL SOLID 
ALUMINUM WARE 


is the line they will eventually buy, and 
it is the line you should sell them first 
because it is the surest in bringing back 


the housewife for more of the same kind. 


All utensils made in one piece—no 
seams or rivet joints to leak. The stock 


is 99% pure—will stand 1100 deg. Fah- 


renheit. 


Write for handsome catalog showing 


the variety of real solid utensils. 


The Buckeye Aluminum 


Co. 
Wooster, Ohio 


— — 
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Broadness 
of 
Vision 


The days of sitting in the 
office continually and simply 
relying upon one’s self for 
merchandising ideas has 
gone—gone forever. 


The successful merchant is 
the man who keeps his 
fingers on the pulse of the 
merchandising world. 


In all quarters of the world 
merchants are doing this 
through the medium of the 
HARDWARE AGE. Its 
pages are constantly present- 
ing the news of what other 
men are doing,’and suggest- 
ing live ideas for improve- 
ment. 


Acquire broadness of vision. 
Adopt the policy of studying 
the HARDWARE AGE and 
encourage your workers to 
do likewise. You'll find a 
big jump in the efficiency of 
your organization. 
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L “As easy to grind — 
asaWatchtoWind”  _ 
z = 
i The Dasher | 


I WALAANUHL 


on the 


Peerless 
Freezer 


LH 





reproduces mechanically the old, un- 
“French Pot” method of 
freezing used by the celebrated chefs. 

It does not beat ‘the cream as in 


excelled 


other makes, but gives it a continuous 
rolling and blending motion. Result— 
pure, velvety cream without lumps or 
“soft spots,” 
minutes.” 


and “ice cream in three 
It comes the nearest to 
perfection in freezing that can be 
obtained. 


The PEERLESS Freezer has been 
publicly judged for nearly 50 years as 
mechanically correct and high-grade 
in structure. It is 


one can make good ice cream with.” 


“The freezer any- 


Order now of your jobber 


The Peerless Freezer 
Company 


Winchendon Mass. 
Eastern Sales Agents: 


J. C. McCarty & Co., 29 Murray St., 
New York 
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HEREVER there’s a 
iin building ANKYRA sales 
Mi opportunities await you. 
HN Within sight of your own store—and 


as far afield as you care to deliver— 
there are thousands of dwellings, of- 
fices, stores, apartments, etc., in which 
| internationally advertised ANKYRA 
(A ANKOR BOLTS could be sold eastly. 
ii Every dwelling is “live” sales territory 
for at least twenty-five ANKYRAS. 
‘Z|, Then consider the office buildings, ho- 
Q)  tels, etc., where from 5,000 to 30,000 
are used. 

ANKYRA atility and usefulness is so 
| wide—so large—that the sales possi- 
i bilities are almost unlimited. 


—— 
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{ Any ordinary kitchen or bathroom demon- 
) | strates the extent to which ANKYRA Bolts 
can be used. They —- make satisfied 
customers and repeat sales. 
An ep ene make mould- 
ings, grounds permanently tight. They can 
l be applied eassly and quickly to hollow tile, 
| stucco, concrete, lath and p , artificial 





= 
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board ‘wall, hollow sheet or expanded metal. 


Send now for the ANKYRA sales plan, 
samples, bolts and discounts. Better write 
us NOW. 


~ Ankyra Manufacturing Co. 
1 


a 50 Berkley Street, Wayne Junction 
sap PHILADELPHIA 
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When Time Counts eee evens cry imi 


The thoroughness of our 
organization together with 
the size and facilities of our 
plant assure prompt deliv- 
ery of SAE Standard Cap 
Screws, SAE Semi-Finished 
Nuts, SAE Castellated Nuts, 


as well as 


| Are You Selling Car- 
borundum Sharpening 


° Stones to ALL of Your 
Automatic Screw Catpenter Camelia? 


Machine Products ||| | Gene ere coven ee 


When time is an important fac- = ; Carborundum Sharpen- 
tor with you it would be well to ing Stones that should be | 
remember this fact. = _ in every carpenters’ tool kit 

Remember! When placing an : —the Round Combination 
order with the Corbin Screw Cor- : Stone, the Gouge Stones 
poration you are placing it with = and the Handy Slip Stones. 
an organization qualified both by Carpenters everywhere 


experience and capacity to fill or- ‘ 
ders in the shortest possible time know of the quick, clean 


with products of the highest qual- : cutting qualities of Carbo- 

ity. =. rundum—be sure that you © 
We shall be glad to submit quo- = carry a good stock. 

tations and advice on delivery upon 


receipt of blue prints and specifica- 
tions. 


Might we suggest a win- | 
dow display of these 
. stones for the carpenter? 
We also manufacture Cap and We have some snappy 
Set Screws US threads, Machine : 
Screw standard ASME, Machine 
Screw Nuts, Wood Screws, Stove 
Bolts, Tire Bolts, Thumb Screws, 


Thumb Nuts, etc. W rite for Caistdiins | 
Display Circular 344 | 


The Corbin Screw Corporation The Carborundum Company 


The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. Niagara Falls, N. Y. 
BRANCHES: NewYork Chicago Philadelphia 


Corbin Brown Speedometer; also makers of Corbin 
Duplex Coaster Brakes for Bicycles 


window display material 
packed and ready to 
send you. : 


fe 
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WHEN THE BUILDER CALLS 


—sell him. You haven’t an item 
in stock that will turn more 
quickly or with more profit than 
“Trouble-Saver” Steel Scaffold 
Brackets and Shinglers. Every 
contractor in your territory a 
logical user. 


DON’T SAY—“I’LL ORDER THEM” 


HAVE THEM READY 


They’re compact, easily handled, 
take but a small amount of 
space in stock. 


You can sell to most building 
men in your city. Just as the 
building season opens — start 
pushing “Trouble-Savers. We'll 
help. Contractors all over the 
country are buying them from 
us. We want you to handle the 
business—if you will. 


Ask about our exclusive dealer 
plan; get all the facts about a 
new profit for your business. Be 
ready when we send customers 
into your store. 


THE STEEL SCAFFOLDING CO. 


100-104 Governor Street, Evansville, Indiana 
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“Th e 
Finest 

and Most 
Complete 
Pump 
Catalogue 
Ever 


Published.” 


If You Deal in Pumps 
You Need This Catalogue! 


Wouldn't you like to havea rea/ pump book— 
one which tells which pump to recommend for 
certain conditions; how it should be installed; 
how and why it works, and why it won't, when 
it don’t? 

The new No. 25 Deming Catalogue isa cyclo- 
pedia of pump knowledge. If you are at all 
interested in pumps, you will prize a copy of 


this splendid book which tells all about 


ETI 


Hand and Power Pumps 


Following is a partial list of the contents of the 
new Deming Catalogue, which is separated 
into fifteen different sections: 


Cistern and Pitcher Spout Pumps 

Set Length Pumps 

Well Pump Standards 

Cylinders or Working Barrels 

Pipe and Pump Supplies 
Miscellaneous Hand and Power Pumps 
Hydro-pneumatic Water Systems 
Triplex and Deep Well Power Pumps 
Spray Pumps and Nozzles 


Send to-day for your copy. 


The Deming Co., Salem, Ohio 


General Distributing Agencies 
Chicago, Henion & Hubbell 
Pittsburgh, Harris Pump & Supply Company 
New York, Ralph B. Carter Company 
Buffalo, Root, Neal & Company 


Agencies in Prineipal Cities 
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VALUE TO YOU 


Count the downright value of the 
goods ; the actual profit made; the good- 
will won by selling them; the prestige 
attached to them. f 

These factors considered, we believe 


represent most value to you, and judg- 
ing by the response to our advertising 
we believe, this is the general impression 
of the trade today. 

Value, as commonly used, is an ex- 
tremely vague term; in some sense or 
other, many saws offer good value. 

But where else will you find 85 years’ 
edge tool making experience? here 
find the equal of Simonds-tempered 
steel? Where find such fast-cutting, 
smooth-running qualities? On such 
points as these is true value based. 

Another feature of value is Simonds 

Selling Co-operation: It helps you cash 

in on the other points of value. It 

might be good business to write us 

about this, 

Simonds Manufacturing Company 

FITCHBURG, MASS. 
Established 1832 11 Branches 
‘*The Saw Makers.”’ Five Factories . 
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From Saturday 
Evening Post 
February 17th 


The Target for Millions of Eyes 


Again public interest is focused on the Eveready Dealer’s 
store. As a result of this advertisement, millions of eyes are 
watching his windows for an answer to the question of the 
hour— 


Who won that $3000 for a better name than “‘flashlight’’? 


Over 530,000 suggestions for a new name were received. The response 
nearly swamped us. We were forced to ask for more time. But the delay 
has been an advantage in disguise. It has given us the opportunity to 
again throw the Eveready Dealer’s store into the limelight of public 
interest. Do not lose sight of this advantage. Dress your windows in 
their best. Put in Evereadys where they will be seen. Goods well dis- 
played are more than half sold. 


And remember, interest will be at white heat right up 
to the climax of this campaign on April 5th. And your 
store will be the center of this interest in your town. 


AMERICAN EVER READY WORKS 


of National Carbon Company 


Long Island City New York 
CANADIAN NATIONAL CARBON COMPANY, Limited 


Toronto Ontario 


DE 














The Product that has outgrown its name FLASHLIGHT 











HARDWARE AGE February 17, 1917 





bres Lhe p enctl- 
figure (lout 


$600 is the amount of money the average 
family of the United States spends in a year. 


Now take your pencil, a piece of paper and 
multiply it by the number of families in your 
trade territory. 

It makes quite a sum of money, doesn’t it? 
Just how much of this money is being spent with you? 


Where is the rest of it going? 


Are the catalogue houses, soap clubs and city department stores getting it, or is it being 
spent with your competitor ? 


Why are they getting it? 
What are you doing to induce them to spend it with you? 


Thousands of merchants over the United States have so!ved this question by employing 
Brenard Business Building Plans. 


These Plans have been tried and tested and proven themselves to be sure business getters. 


They have an appeal in them that will induce chronic catalogue house customers, soap 
club patrons and city department store buyers to spend their money with you. 


ans na 


Sie ee 


They will get the business that you are losing to your local competitor. 


be 


, 
3esides increasing your business they will collect your outstanding accounts; they will 
clean up your stock, getting full retail price for your odds and ends and slow sellers. 


SERENE 


3renard Plans are not cut and dried affairs—they are mapped out and worked out to fit 
your particular needs and locality. 


Without. placing yourself under any obligation to us write for a full detailed description 
of our Campaigns. We will be glad to tell you just what plans and methods we would put into 
the plan for your locality. 


Self Analysis Sheet Brenard’s Service Brenard’s 
To help determine whether or not a Never **Sold”’ “Blue Book’’ 


sines ‘ tisfactory condition 
a wha pean aeagust sefltce ime oa Brenard Service is never ‘‘sold’’ in the sense of A text-book on the economics of 
oY , weptee , * being urged upon the merchant regardless of his re- tail : 
capable of rendering is needed, we quirements. All Brenard Campaigns are preceded by Retailing. Gives a clear and compre 
have prepared a Self Analysis Sheet. ® careful analysis and unless the condition of the hensive explanation of the principles 


‘ merchant’s business actually warrants our service, he of figuring profits and computing turn- 
With this sheet, any merchant can, Stam rab gon , suring puting 


in the privacy of his home or office, overs; charts the cost of doing busl- 


ness in all lines; suggests methods 
fill in the data required and make a for meeting competition; outlines the 


reasonably accurate analysis of his B d [ principles of scientific buying and con- 
business without expert help. These renar ompany tains such other vital information that 
sheets are for private use and are not every merchant should know. Sent 


. 
. Sent F Free to any merchant who writes for 
to be rermned to oe sent Pret = Qwa City, lowa rs suaer Pena s 


Request. 
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SPECIAL 
Which Would 


TO ORDER 
GROMMETS 
BROOKLYN. NEW-YORK 

You Select ? 

—a stage coach or a 
modern railroad train 

If you had to take a hundred-mile jour- 


ney, which would you select—an old 
stage coach or a modern railroad train ? 











LARGE 
STOCK 


&| WASHERS 


117 FRANKLIN AVENUE 
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Just What 
He Wants— 


An Ash Can Truck that removes the one 
disagreeable feature of Hubby’s every-day 
duty. 

Two hooks hold the bottom of the can 
while a malleable iron handle grips the top 
of the can—no muss, fuss or delay. 

splendid opportunity 
for progressive merchants. 
Good profit. Write for Bul- 
letin B-12. 


THE GEO. P. CLARK CO. 
WINDSOR LOCKS CONN. 
































You'd take the best train you could find, 
of course. You'd take it because of its 
economy, comfort and convenience. 




















And that is just how Hardware Mer- 
chants feel who have equipped their 
stores with Warren’s Standard Hard- 
ware Store Fixtures and Systems. They 
feel now that the old system is as anti- 
quated and out of date as the stage 
coach is to the modern railroad train. 
















Now is a good time to modernize your 
store and start on the twentieth cen- 
tury method of merchandising that 
leads to more money in the hardware 
business. Address: 










J. D. Warren Mfg. Company 


Masonic Temple Chicago, Illinois 
















HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures. etc., in 
the United States. 







Send for Catalog No. 24 


DISPLAY ALWAYS IN SIGHT 


C. HELLER & CO., Montpelier, Ohio 
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THE COMPLETE CHAIN LINE 
Weldless—Electric Welded—Fire Welded 


All Sizes—All Types—All Finishes 
From Plumbers’ Safety Chain to Ships’ Anchor Chain 


Se 


praJen ~ < 


TL TT 
mast Deters ey ee 


{ 


In addition to Coil Chain of all sizes, types and finishes we 
manufacture a great number of fast selling specialties: 


Weed Tire Chains, Weed Chain-Jacks, American 
Tire Lock Chains, American Automobile Towing 
Chains, and Dobbins Blow-Out Chains; Halters, 
Dog Leads and Kennel Chains; Cow Ties and Tie- 
Out Chains, Hammock and Porch Swing Chains; 
Sash Chain; American Galvanized Chain for Arc 
Lamp Suspension; Friction Chain for Looms; 
Heel Chains; Trace Chains; Saddlery Hardware, 
and Chains for all special purposes. 


We are the sole manufacturers of the Campbell Hammerlock 
Self-Spreading Cotter Pin. The most economical and prac- 
tical cotter pin on the market. 


AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT CONN., U. S. A. 


In Canada—DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 


See SS SS ee 
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Largest Chain Manufacturers in the World 


Factories in 


pitonge , Conn. Braddock, Pa. York, Pa. Carlisle, Pa. 
Columbus, O Mansfield, O. St. Marys, O. Marion, Ind. 
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PIONEERS \ 


or 
PURE PAINT 
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. 
First—Our Co-operation 


Vo 


: 


it would mean for you: 


Second—Your Satisfaction 
Third—More Profits 


Thousands of MARTIN-SENOUR DEALER- 
AGENTS are sharing the satisfaction and profits 
which go hand in hand with the MARTIN-SENOUR 
EXCLUSIVE AGENCY PROPOSITION. 

We can convince you, MR. DEALER, that our 
CO-OPERATION, of which our forceful, scientifi- 
cally planned GREATER SALES CAMPAIGN is 
but a part, will insure for you greater satisfaction, 
because of the satisfaction of your customers. 

We have an attractive proposition which should 
appeal to any ambitious dealer—who wishes Paint 
Satisfaction and more Paint Profits—with less effort 
on his part. 

Write for our 1917 Greater Sales Proposition. 


SELL MOREPAINT 


THE MARTIN-SENOUR CO. 


PIONEERS OF PURE PAINT 
CHICAGO MONTREAL WINNIPEG LINCOLN 
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INTAINING quality on all kinds 
of mechanical work where fine 
measurements are important de- 

pends on the quality and accuracy of the 
measuring instruments. Nomancan work 
finer than he can measure. Starrett Tools 
are recognized by manufacturers, tool- 
makers, machinists, and inspectors as the 
Standards for accuracy. 


The more the dealer becomes acquainted with 
just what the individual Starrett Tool will do 
the more he will increase his sales by aiding 
the machinist in his selection. 





Meeting every practical requirement, there are 
2100 styles and sizes of these tools. Write for 
free catalog No. 21A describing the entire line. 


eS aE 


TE ROPERS Si UOTE DCTS 
— eons 20 > 


The L. S. Starrett Co., Athol, Mass. 


The World’s Greatest Toolmakers 


42-620 
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FOR THE ASKING. 


The new 1917 “‘National’’ Catalogue deserves a place 
in every modern hardware store. Everything listed in it 
is sold direct to you by the factory that makes the goods. 

You are enabled to offer your trade uncommonly 
good Builders’ Hardware at uncommonly good prices. 

The business of contractors, architects, and building 
men will come to you without unusual effort if you have 
the “National” line to offer. 

The business pays. 

Ask for the catalogue and it is yours. Write at once. 


National Mfg. Co., Sterling, Illinois 
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New York Wel- 


Hardware Men 


7 WwW 


Breaks § 


a* en. 


Joint meeting of the New York State 
Hardware Association and Pennsylvania: . * 
and Atlantic Seaboard Asgociationr 


. 


& 


ATHERED in convention in the Hotel Astor, 
G New York City, on the four days beginning 

Feb. 6, were hardware merchants from as far 
north as the State of Maine, as far south as Vir- 
ginia, and even as far west as Montana—meeting 
together at the first joint convention of the New 
York State Retail Hardware Association and the 
Pennsylvania and Atlantic Seaboard Hardware As- 
sociation. Among these visitors were President 
Woodward and H. P. Sheets of the National Retail 
Hardware Association, and a delegation from New 
England. It was the sixteenth annual meeting of 
the Pennsylvania Association and the fifteenth for 
the New York body. 

The convention was opened by Matthias Ludlow, 
who as president of the Metropolitan Hardware As- 
sociation heartily welcomed the visiting hardware 
merchants to the Metropolitan district and extended 
a the privileges of the New York Hardware 

ub. 

The address of welcome to the city was delivered 
by the Hon. Marcus M. Marks, President of the 
Borough of Manhattan. Because of the crisis in 
American affairs, his address was made from an 
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‘ia merited success 


New York, February 17, 1917 
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entirely different angle than it otherwise would 
have been. He spoke pointedly and tersely of the 
manner in which the turn in the country’s affairs 
had wiped out all allegiances of individuals to other 
nations—wiped out all hyphenism—and left us a 
real American people. He warmly welcomed the 
hardware merchants to Manhattan Island, and cor- 
dially invited them to the Municipal Building to 
view the inner workings of the management of the 
biggest borough of the metropolis. 

E. K. Owens responded as president of the Penn- 
sylvania and Atlantic Seaboard Hardware Associa- 
tion, and J. B. Sellars as president of the New York 
State body. 

A resolution was made that the assembled mer- 
chants approve of the course taken by the President 
of the United States, and that the members pledge 
their hearty support. This message was tele- 
graphed to the White House. 

James H. Kennedy, Editor of the Hardware Deal- 
ers’ Magazine, and Roy F. Soule, Editor of HArp- 
WARE AGE, made short addresses at this session. At 
11 o’clock the meeting was turned over to President 
Owens. 


a 








Owing to the demands made upon his time by 
pressing army matters, Major General Leonard 
Wood was unable to address the convention. 

President Woodward and H. P. Sheets of the Na- 
tional Hardware Association also spoke briefly at 
this session. Secretary Lewis of the Pennsylvania 
and Atlantic Seaboard Hardware Association made 
what he termed “merely an announcement” of the 
object of the convention. 

“I hope the time has passed,” he said, “when a 
convention is looked upon as a time for riotous out- 
ings. If we are to be taken seriously, we must be 
serious and do things in a business-like way. Al- 
legiance to the association should be from nine to 
twelve and to the exhibitors from twelve to six.” 

The members then adjourned to the exhibition at 
Madison Square Garden. 


“Community and Business Betterment” 


President Sellars of the New York State Associ: 
tion was in charge of the Wednesday morning meet- 
ing. In his address to the assembled members, he 
spoke with feeling of the real co-operation he had 
had from every member of the association upon 
whom he had ever called for help. 

Frank B. White, manager of the Agricultural 
Publishers’ Association, Chicago, IIll., delivered a 
strong address on “Community and Business Bet- 
terment.” His remarks were necessarily directed 
chiefly at those merchants doing business in the 
smaller towns and cities who depended to a greater 
or lesser extent upon the business of that great 
American business man—the farmer. Plainly let- 
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tered placards gave added force to his many argu- 
ments for a better understanding between mer- 
chants in rural communities and between farmers 
and merchants. The farmer, he pointed out, wants 
quality and service and is willing to pay for them. 
Two-thirds of the people in cities rent their homes, 
and two-thirds of those in the country own their 
own homes. The farmer has evolved from a laborer 
to a capitalist. If any one doubts this, declared Mr. 
White, let him inquire of his local banker. In 1915 | 
the net income of the’farmer was larger than that 
of any other class of people. The rural population 
is 53.8 per cent of the total population, and has a 
buying power of 52 per cent. There are ten times 
as many persons employed in agriculture as in the 
next largest industry. The farmer buys 50 per 
cent better clothing than the average city dweller. 
He is an intelligent buyer. He wants quality and 
is willing to pay for service, but he wants a full dol- 
lar’s worth of value. Of all the automobiles in this 
country 75 per cent are owned by farmers. 

These and other arguments were used by Mr. 
White in making an earnest plea to the merchants 
to consider the farmer and his needs in buying stock 
and to endeavor to form a closer relationship with 
the farmer through commercial clubs that shall rec- 
ognize the farmer as a real business man and treat 
him as such. 

What was probably the most illuminating address 
of the entire convention, though it touched but 
lightly on the subject of hardware, was delivered at 
the open session commencing at 11 o’clock by the 
Hon. William C. Redfield, Secretary of the Depart- 
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ment of Commerce of the United States. So inter- 
esting was it in fact that after he had spoken for an 
hour and mentioned bringing his address to a close 
he was urged to continue by practically each mem- 
ber of his audience. Mr. Redfield spoken on “The 
United States Department of Commerce.” His ad- 
dress will be printed in full in the next issue of 
HARDWARE AGE. 

At the close of his address the members rose and 
gave three rousing cheers for the Government and 
for Mr. Redfield. 

Carl M. Hansen, manager of the Pennsylvania 
Mutual Liability Insurance Company, then spoke 
briefly on the savings that merchants can effect by 
carrying not only mutual fire insurance, but mutual 
liability insurance as well. 


“Buying and Selling” 


On Thursday morning President Owens of the 
Pennsylvania and Atlantic Seaboard Hardware As- 
sociation was in charge. He addressed the gather- 
ing briefly, thanking the members heartily for the 
splendid support he had been given. 

The subject for the day, “Buying and Selling,” 
including a discussion of the principles of the an- 
nual turnover, was introduced by Harold White- 
head, Instructor in Retail Merchandising, College of 
Business Administration, Boston University, Bos- 
ton, Mass. 

Mr. Whitehead impressed upon his audience the 
need of getting real facts if a business is to be suc- 
cessful. He quoted Bradstreet’s as the authority 
for the statement that of the thirty business fail- 








ures each day, two-thirds of them were due in one 
way or another to the failure to get facts. 

On a blackboard Mr. Whitehead gave figures cov- 
ering the cost of doing business in an average hard- 
ware store, which totaled 19.3 per cent. And to il- 
lustrate that the expenses of the average hardware 
store are less than those of the mail order house, he 
arranged also the figures for this type of store 
showing 22.4 per cent as the cost of doing business. 

It is a fallacy, the speaker pointed out, to attempt 
to arrive at the rate of turnover by dividing the in- 
ventory into the gross sales. The correct method, 
he stated, is to take the average value of the stock 
on hand during the year, add to it the amount of the 
average mark-up which will give the selling price of 
the stock, and divide it into the gross sales. This 
will give the real rate of turnover. 

Mr. Whitehead spoke briefly on the value of 
branching out into lines that pay a better percent- 
age of profit than do the staple articles, and of de- 
partmentizing the stock, as far as possible, in order 
that a check may be obtained on the profits and 
turnover of each class of goods. 

That the merchants were intensely interested in 
Mr. Whitehead’s address was evidenced by the en- 
thusiasm with which the members threw themselves 
into the lively discussion that followed. A great 
many carried away with them a much clearer idea 
of the importance of the annual turnover, and of 
the correct methods of figuring costs and profits 
than they perhaps ever had before. 

For the first three days all the meetings were of 
a joint nature, but for the election and reports of 
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associations, it was necessary to hold separate exec- 
utive sessions on Friday morning. 


Report of Secretary Lewis 


In his report, Secretary Lewis of the Pennsyl- 
vania and Atlantic Seaboard Hardware Association 
said in part: 


HE times are unusual. That they portend momen- 
tous readjustments is hardly debatable, and the 
meaning to us is of deep importance. 

If the distribution of merchandise to the consumer, 
which is our function, is to continue through the chan- 
nel of the individual or independent hardware merchant, 
then, indeed, is it necessary that the conduct of our 
merchandising units must be on a plane of efficiency. 

I am advised that large capital has already embarked 
in the retail business and has acquired some 1300 re- 
tail grocery stores. I also understand that an effort 
to acquire and handle hardware stores in this same 
manner is on foot. The outcome of these enterprises 
may not be established for some time; they may be 
successful; they may be otherwise; but of one thing 
we can be assured, they will be handled with a degree 
of business precision, business acumen, financial skill, 
advertising ability, managerial energy and general, in- 
telligent and concentrated attention to the business 
in hand. 

The executive committee believes in efficiency, in 100 
per cent efficiency, and the man in the hardware busi- 
ness who refuses to learn to so shape his business 
éonduct, whether his affairs are big or little, so that 
ati intelligent statement is promptly available on which 
to negotiate a temporary loan if needed—in order that 
he may know at the end of each month just where 
he stands in the matter of profits on the turnover, and 
the value of his merchandise on hand, we say that un- 
less the business is thus well systematized, the epitaph 
on the headstone will be “the passing of the unfit.” 

The executive committee believes in the individual 
and independent retailer. It is opposed to the field 
of production, transportation and distribution being 
invaded by public. capital, whether federal or State. 
To employ the taxing power for the securing of funds 
with which to enter into competition with the citizens 
in the field of private enterprise is a tendency of the 
most vicious nature, 

The man who thinks these things can never be, lacks 
vision; the man who thinks nothing can be done, lacks 
courage; and no matter to what extent our organiza- 
tion is effective or otherwise, the fact remains that no 
other device is in existence through which class in- 
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terests, class thought, class purpose and class direction 
can be discussed, clarified and made potential. 

No intelligent man in the hardware business should 
refuse allegiance to his State hardware association, 
The time is passing that permits being governed and 
deterred and influenced by petty non-essentials; and 
the time is here for thought, deep and profound; for 
action, quiet and determined; for the welding together 
of those interests which desire the continuance of hard- 
ware distribution through the individual and indepen- 
dent merchants. 

The executive committee has long recognized the 
need for a monthly association publication. A start 
has been made. P. A. Revere of Pittsburgh, Pa., a 
newspaper man of experience and ability will be in 
charge; the first issue will be presented at this con- 
vention. Behind this publication is the moral force 
and purchasing power of a great trade organization. 
It carries the name of this association, a name to which 
the membership has given much weight; a name in 
which every member should take great pride, and in 
on field of association publications we must stand 
rst. 

If you will give thought it will be easily plain that 
as an association with a membership of 1005 paid and 





















Irving Van Voris, president New York State Retail 
Hardware Association 

in good standing we have a buying power which until 
we developed it on our exhibition floor was entirely 
lost; was criminally wasted; that we have the value 
needs no argument. Exhibition buying is the demon- 
stration, but exhibition buying covers four days only 
and during the remainder of the year there goes over 
the falls and into oblivion a value which we create 
and which should be capitalized in the interest of our 
trade existence. Do not belittle these words or this 
view. We can put a value behind the advertisements 
in our monthly publication as we have put a value 
behind our convention exhibition; a determined and 
well-worked out plan for doing business with adver- 
tisers in our publication will enable us to float an asso- 
ciation paper which shall indeed stand first. 

The freight audit has been started, but the man em- 
ployed has been handicapped by conditions which we 
hope will pass. That this field does contain some pos- 
sibilities there is no doubt. They may be large. We 
do not know. But in shipping our own two cars of 
booths from Pittsburgh to New York, we were over- 
charged $63, which we are now in process of recover- 
ing. That the membership in the aggregate pays large 
freight overcharges is most likely true, and we are 
hopeful that this department will become established 
and show a material profit to every member who will 
file his freight bills. 

Our membership record is very interesting. We 
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signed up sixty-nine new members during the year, we 
lost twenty-nine members and our net gain for the 
year is forty members. We now have, as previously 
stated, 1005 members on record as of Jan. 1. Of the 
twenty-nine who dropped out, fifteen refused to pay 
1916 dues, and only two of these had insurance in our 
hardware mutuals. The other fourteen of the twenty- 
nine either sold out or retired from business, so that, 
in fact, we have lost but fifteen who are still in busi- 
ness. This is somewhat remarkable and quite a testi- 
mony to the statement that interest in the organization 
is exceedingly broad on the part of the membership. 


Our fire insurance companies wrote within a few 
thousand dollars of $2,000,000 net new business. This 
is the largest increase by far in any year of our exist- 
ence. The fire losses, however, were very heavy. Still, 
we earned and paid the 40 per cent dividend and 
added about $25,000 for our surplus, which at this time 
is $260,000. 

The Pennsylvania Mutual Liability Association, 
which had its origin in the influence of this hardware 
association, was one year old Jan. 1, 1917; the com- 
pany has a premium income of about $70,000. It has 
operated on a 35 per cent earning power basis, and 
expects to pay a 20 per cent dividend. Our managing 





J. M. Kohlmeier, first vice-president, Pennsylvania and 
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director is Carl M. Hansen, probably the best in- 
formed compensation man in this country. We hope 
to develop this company to one of considerable magni- 
tude. 


The year has been strenuous from the executive 
committee meeting at Atlantic City in May to the 
sound of the gavel at this morning’s session. Your 
official staff has had problems to discuss and deeds 
to perform. 

The final outcome of this joint convention is yet 
to be recorded, but we believe you are witnessing an 
event which would never have been possible except 
for the name and reputation of this association in the 
matter of convention buying. Our buying record com- 
menced with February, 1909, in Philadelphia, and in- 
creased steadily and consistently on every succeeding 
exhibition floor up to Pittsburgh, 1916. It was that 
high water mark that made us feel what we had accom- 
plished in Pittsburgh would command attention any- 
where. But the spirit of the New York State associa- 
tion has been stirred as it never was before; the 
members have contributed wonderfully and powerfully 
to an event here in this city which will likely be counted 
the greatest of its kind in all hardware association 
history. 

Secretary Foley in his address to the members of 
the New York State Retail Hardware Association 
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told his audience that the association now had 704 
members. This was due to a great extent, he de- 
clared,.to the presence in the field of a trained solici- 
tor who worked entirely on a commission basis. He 
spoke enthusiastically of the gratifying increase in 
Brooklyn and the adjacent territory, and of the 
whole-hearted support he had had from the Brook- 
lyn Hardware Dealers’ Association in the campaign 
for new members, and of the courtesy and fraternal- 
ism of both the Brooklyn and Manhattan and Bronx 
Associations in carrying out the details of the con- 
vention and exhibition. He went on in part: 


A Bout a year ago we enumerated under eleven dif- 

ferent headings what we called the “Service” that 
this association could perform for its members at 
all times and without cost to them. Since our last 
annual meeting about 300 members have availed them- 
selves in one way or other of that “Service” depart- 
ment. Some have sought information on legislative 
matters, others on the right price for certain items, 
sources of supply, etc.; still others have used our 
facilities for the adjustment of disputes and the col- 
lection of accounts, have bought or sold their stocks, 
unloaded surplus quantities of goods; in short, the 
uses to which the office has been put by interested 
members are almost without number. This is par- 
ticularly gratifying because it is surely, though slowly, 
proving that there is in the hardware business room 
for a service department in this association whose sole 
duty shall be to protect and promote the legitimate in- 
terests of its members. 

Reports filed by the several hardware mutual insur- 
ance companies show that without exception 1916 was 
a favorable year for them and that their ability to 
save substantial sums each year for their policy holders 
is being established on a sound basis. 

We in New York State are particularly fortunate in 
the fact that the two largest companies are now regu- 
larly licensed, have resident agents and can participate 
in the adjustment of losses legally, just as do all the 
reputable stock companies. Their presence here will 
also be a boon to us in increasing our membership 
because no person or firm can purchase the protection 
of these companies without first becoming a member 
of our organization. 

The hardware chain store has made its appearance 
in several cities in our State. Its development will be 
watched with interest, particularly by merchants in 
cities and villages where stores of this character are 
opened. No doubt the most efficient merchandising 


methods of the age will be applied to these stores, and 
their competition may be very keen on many items. 
The average hardware merchant, however, should be 
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Mrs. and Mr. Charles J. Fix, Buffalo, N. Y.; Phil B. Heckler, Pittsburgh, Pa.; Charles H. Moss, 
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quite able to meet the new condition without fear or 
without asking favor. 

I renew my suggestion of last year regarding mem- 
bers’ insurance forms—that part of the policy which 
gives the description of the property insured. That 
suggestion was that every merchant whose insurance 
aggregates as low as $5,000 should prepare or have 
prepared his own forms for use on his policies, thus 
assuring himself of absolute uniformity in their word- 
ing and avoiding all possible misunderstanding with 
adjusters should fire occur. Where a complicated 
description or survey is required an insurance expert 
can be secured at very little cost; if conditions are 
simple, our own office will be glad to examine existing 
forms and suggest changes which may make your 
protection more adequate. 

We are bringing to a close to-day a remarkable 
gathering of hardware interests in which we as an 
organization have played an important part; so, too, 
has our sister association, which has worked jointly 
with us, bringing to the task every resource of a well- 
trained executive force and the loyal support of a 
deeply interested membership. 

Our members, from far and from nearby points, 
have responded to the call in numbers at least as large 
as has been customary in up-State meetings. Some 
concern was felt early in our preparations that even 
though registration was large the attendance at ses- 
sions might be disappointing, because of the distractions 
of the largest city in America. These fears have 
proved groundless, as attendance every morning has 
demonstrated. 

Special attention has been given here to a tabulation 
of convention buying, a feature that has never been 
practised by us before. In order that our records may 
be complete and authentic, I urge every member to 
turn in his buying card promptly, and in case he for- 
got to use it to send to my office a list of approximate 
purchases and names of exhibitors, so that we may 
compile the information without delay. 

New York has proved itself not only a possible hard- 
ware convention city, but a formidable rival of other 
cities for subsequent gatherings of our association. A 
demand is heard on all sides for an early return to 
New York of our joint meeting, and my opinion is 
that the idea will grow in popularity as time passes. 

Few, other than those on our joint committee, can 
or ever will know the earnest, fraternal spirit shown 
by the hardware merchants in the Metropolitan district 
for the success of this convention: Few will know, be- 
cause the modesty of the little group who worked with 
our joint committee makes them prefer that their dis- 
trict—not themselves—should have the credit of their 
efforts. I mention this not to detract from the credit 
due their association, but rather as a personal ac- 


knowledgment, in which I know the meeting will join 
me to that group of men. Better co-operation could 
= be given, since better co-operation would be impos- 
s1Die. 

The following officers were elected at the two ex- 
ecutive meetings: 

For the Pennsylvania and Atlantic Seaboard Hard- 
ware Association: President, Howard Kirk, New- 
castle, Pa.; vice-president, J. M. Kohlmeier, New 
York, N. Y.; second vice-president, Walter F. Mc- 
Quiston, Pittsburgh, Pa.; third vice-president, Er- 
nest Johannesen, Baltimore, Md. , 

National Convention Committee: E. K. Owens, 
Susquehanna, Pa.; George B. Sprowles, Claysville, 
Pa. 

W. M. Strathen, Braddock, Pa., was elected a 
member of the executive committee. 

For the New York State Retail Hardware Associ- 
ation: 

President, Irving Van Voris, Cobleskill, N. Y.; 
first vice-president, C. B. Briggs, Penn Yan, N. Y.; 
second vice-president, John J. Snyder, Brooklyn, N. 
Y.; treasurer, Frank E. Pelton, Herkimer, N. Y. 

Directors: L. G. Mattison, Newark, N. J.; Archie 
Stewart, Fort Plain, N. Y.; J. B. Sellars, White 
Plains, N. Y.; Charles W. Young, Elmira, N. Y.; J. 
Brackett, Ilion, N. Y., and P. J. James, Jamaica, 
N. Y. ° 

Delegates to National Convention: J. B. Sellars, 
H. A. Cornell, and J. B. Foley. 

After these separate meetings the members of 
both associations again came together for the last 
joint meeting. At this session National President 
Woodward spoke on “Credits, Collecting and Ac- 
counting.” 

At the close of his brief but pointed talk he asked 
for the experiences of any dealer doing a strictly 
cash business, and no one arose. Upon inquiry if 
any of the members did a business on 30-day credit, 
he received comment from one or two who at- 
tempted to force all payments running beyond one 
month. 

Cash Discounts 


When the subject of giving a discount for cash 
arose one merchant declared that he had for some 
time been giving a reduction of three per cent for 
cash. This caused considerable discussion, where- 
upon President Woodward warned the members that 
if a discount was given for cash the market price 
should be sufficiently high to cover the discount. 
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Then came the question of adding interest to 
overdue accounts. Some one suggested that “Hoyt 
of Wellsville’ be called upon, and Mr. Hoyt imme- 
diately arose to his feet. For some time he said he 
had been in the habit of charging three per cent on 
all accounts which ran beyond 30 days, and that he 
had been successful in collecting it in nearly every 
case without the loss of a single customer. There 
were some questions from dealers in Pennsylvania 
as to whether or not it could be collected by law. 
But Mr. Hoyt said he had never had recourse to the 
law—his customers had always seen the fairness of 


the arrangement. 

At 11 o’clock the Hon. William Howard Taft was 
escorted to the room, where nearly 1000 hardware 
merchants were gathered by this time. As Mr. 
Taft entered the room the audience rose and sang 
“The Star Spangled Banner.” 

Amid loud cheers and waving of hands and hand- 
kerchiefs, President Sellars presented Mr. Taft, 
who spoke as follows: 

[t IS a great pleasure to be here this morning and 

to meet so representative an assembly. Since I was 
relieved from office by a somewhat violent expression 
of the American people (laughter) it’s been my lot to 
do a good deal of speaking and I have valued oppor- 
tunities to talk to audiences the members of which 
were representative of the country and, therefore, I 
feel happy to-day in coming before an assembly like 
this to say some things on a subject to which I have 
been able, in the leisure that you accorded me (laugh- 
ter) to give attention. 

Impending events make of the highest importance to 
us our world relations. Of course, in the long run, the 
questions that affect us most are of domestic scope, but 
to-day we are being startled and shocked, if I may use 
that expression, into a realization of the importance 
of the relations of the United States to each of our 
neighbors in the family of nations. Those relations 
have a direct bearing on two great questions of national 
policies and those two questions have been constantly 
before us since we became a nation. 

They are questions upon which our great men have 
expressed themselves from time to time and they are 
questions with respect to which conditions are so 
changed in their operations that we must take account 
of stock every little while to see whether the change 
does not require a change in those policies. 


Preparedness 


The first policy is with respect to military and naval 
preparedness, to defend the country against a possible 
invasion and an unlawful aggression, and the second is 
as to what part we ought to take in the politics of 
the world, how far we ought to share with the other 
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countries of the world the burden of settling those 
world questions that force themselves upon the world 
for settlement. 

Now, with respect to the first question, that of pre- 
paredness, Washington and Adams were quite emphatic 
in dealing with their Congresses in the statement that 
the best security for peace was reasonable prepared- 
ness for war. As to that first advice, while we have 
honored the men who gave it, we have honored their 
advice more by its breach than by its observance, for 
we have consistently neglected to have any such pre- 
paredness as they advised us to maintain. I shall refer 
to that a little later. 


World Politics 


With respect to the second, namely, that we, as to 
world questions, should keep out of them, that we should 
profit by our then isolation and our remoteness from 
European nations by avoiding taking any part in them, 
we have consistently adhered to the advice of Washing- 
ton and Jefferson. 

Now, the question whether we have arrived at the 
time for a departure from our previous course in re- 
spect to both those questions must be settled by a 
comparison of our conditions now with what they were 
when that advice was given in the early days of the 
Republic. Then we didn’t amount to much, except in 
our ambitions. We were four millions of people. We 
were fourteen or fifteen States along the eastern sea- 
board. We were five times as far from Europe in speed 
of transportation as we are to-day and we were twenty- 
five times as far in speed of communication. The truth 
is that to-day we seem to hear of things on this side 
before they happen on the other (laughter), so quick 
is the telegraph and the wireless and speed of com- 
munication and constancy of communication constitute 
in a large measure neighborhood. 

We are a hundred millions of people, or more, on 
the continent of the United States, reaching from 
Canada to the Gulf and from the Atlantic seaboard to 
the Pacific seaboard. We have California, Oregon and 
Washington facing the Pacific, making us a Pacific 
power, three great States. They wabbled some at the 
last election. (Laughter and applause.) But they are 
still entitled to our recognition and protection. (Laugh- 
ter and applause.) While the lamp holds out to burn, 
the vilest sinner may return. (Laughter.) But they 
certainly make us a Pacific power and give us a legiti- 
mate interest in the trade of the Pacific, and we own 
Alaska. 


Alaska and Other Possessions 


Alaska is a great domain constituting the northwest 
corner of our continent. It will support some day a 
million people. Mr. Seward, when he was Secretary 
of State, negotiated and cartied through a treaty by 
which we purchased Alaska from Russia. He paid 


seven million two hundred thousand dollars for it, and 





The Hardware Boosters, a body of manufacturers’ and jobbers’ salesmen were present in large numbers. They 
proved themselves entertainers of no mean degree 








fe i on 


ener al elias taedieceae le 


eR 


ROOTES ET 


58 


people, shortsighted in those days, said that it was a 
waste of public money, that he had thrown away seven 
millions of hard-earned dollars for an iceberg, and it 
was called “Seward’s Folly.” Since his death it’s 
brought to us many many times the purchase price. 
It’s rich in mineral wealth. It’s hardly been scratched 
in that regard, and in every way Mr. Seward has been 
vindicated, since his death, in his purchase of Alaska. 
You may think I emphasize this as something not 
quite relevant to what I am discussing, but you will 
pardon me because I am interested in vindicating the 
memory of dead statesmen. (Laughter and applause.) 

Then we own the Hawaiian Islands. They are two 
thousand miles out at sea, a week from San Francisco, 
and they have, as the largest element of their popula- 
tion, seventy-five thousand Japanese, who have been in 
the Japanese army and are now there working in the 
sugar fields. We have a force of six or seven thousand 
men there and fortifications of a formidable character. 

And then we own the Philippines. That is, I think 
we do. (Laughter.) I am not going to tell you what 
I think about the policy in the Philippines. There are 
ladies present and I might not be parliamentary if I 
went into that subject. (Laughter.) But we own them 
and we are likely to own them for some time to come. 
They are a hundred and forty thousand square miles 
of territory and three hundred inhabited islands and 
eight million of people who owe us allegiance and to 
whom we owe protection. They are immediately under 
the eaves of Asia, seven thousand miles from our 
shores, and the ownership and responsibility in respect 
to them make us an Asiatic power. 


China and Japan 


Well, then come our relations to China and Japan. 
We are a little bit inconsistent. We yearn for the 
Chinese and Japanese trade, but that yearning doesn’t 
extend to the Japanese and the Chinese. We have, 
with respect to our immigration and naturalization 
laws, a kind of a color scheme. It’s black and white 
and we are sensitive to browns and the yellows. 
(Laughter.) Well, the Japanese don’t like that. Count 
Hiashi, the Foreign Minister, when I visited Japan in 
1907, told me that they were very friendly to the 
United States, that we had waked them up by the 
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President H. M. Kirk, New Castle, Pa., and E. K. Owens, 
Susquehanna, Pa., retiring president of the Pennsyl- 
vania and Atlantic Seaboard Hardware Association 


cannon of Commodore Perry back in fifty-seven and, 
while it was a rather rude awakening, they had ac- 
cepted the intimation and they had gone ahead with 
their courage and their pride and appreciation of 
modern methods and had forged their way into the 
front rank of nations, both in peace and in war, and 
they had a patriotic self-conceit, if we choose to call 
it so, which made them resent discrimination. They 
didn’t care to have their people come here and they 
didn’t care to have them naturalized, but they didn’t 
like to have our laws so adjusted that they should be 
discriminated against if they chose to come here or 
chose to be naturalized. They wished to have equal 
laws applied to all the nations and, when we let in all 
the nations of southeastern Europe, they felt the dis- 
crimination. 

“Now,” he said, “that will not affect our friendly 
relations, but should you or your people or any not of 
your people in any locality mistreat our Japanese as 
you have the Chinese in times past, we might not be 
able to restrain our people, because, while ours is an 
empire, nevertheless the government rests on the will 
of the people.” . 

I mention that as one of the elements of our foreign 
relations. We have been in favor of the “open door” 
in China. Well, that door is just a little bit ajar now 
since the Russian-Japanese war. Mr. Iswolski, the 
Foreign Minister of Russia, whom I had the honor of 
seeing in 1907, called my attention to the fact that 
since we had helped Japan lick Russia we had with- 
drawn from the East a brake upon the Japanese ad- 
vance which had existed before the war. Well, I de- 
nied that we had helped in any way, but he thought 
the sympathy of our people was with Japan. 

Now, those are questions that may interest us in 
the future, seriously interest us, and I merely refer to 
them in passing as part of the picture or map of our 
foreign relations that we ought not to disregard. 


The Panama Canal 


Then, returning, we own the Panama Canal. We 
own a strip forty miles long by ten miles wide, through 
which the canal was built. We paid four hundred 
millions for what we have in the canal, by way of pur- 
chase and construction. In order to secure what we 
have there we had to guarantee the integrity of 
Panama. Now, what does that mean? It means that 
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if any nation attempts to take any of the Panamanian 
territory or supvert the government, we fight. That is 
what it means. That’s the letter of the bond. Now, 
Panama is in the northwestern corner, the extreme 
northwestern corner, of South America, just at the edge 
of Central America. It was a part of the Colombian 
States, which was a South American power, and our 
ownership and interest and liability there makes us 
necessarily a South American power. It is two weeks 
from San Francisco and a week from New York. 

Then there is that tight little island of Porto Rico 
with a million inhabitants, twelve hundred miles south- 
east of Florida in the West Indies, and we have just 
paid five millions for a harbor in St. Thomas. That is, 
the harbor and then some land around it. (Laughter.) 
And that makes or adds to our West Indian interests. 

Then there is the island of Cuba. We don’t own it, 
but our obligations in respect to it constitute them a 
greater liability than if we did, because the islanders 
run the government and we are in a measure respon- 
sible for the government that they run. We have re- 
served the right to step in and guarantee the life, 
liberty and property of everybody in Cuba, to suppress 
revolutions and to protect their foreign relations. We 
have had to exercise the privilege once in respect to 
Cuba. We set them going on their voyage of independ- 
ence and after they had gone a little way they had 
a revolution and Mr. Roosevelt sent me down, as Secre- 
tary of War, in the absence of Mr. Root, to compose 
that revolution. Well, we recommended a compromise, 
their president wouldn’t accept it and resigned, and 
then we had to take over the government under a 
provisional arrangement which we continued for two 
years and enacted a new election law and held an 
honest election and then turned the island back. Now, 
whether that will occur again or not is doubtful. I 
hope not, but the elements of instability in that popu- 
lation are such that I tremble every time they hold an 
election. An election in that part of the world is a 
little different from an election with us. There isn’t 
anything, I think, that shows us the strength of our 
Government so much as a presidential election when 
twenty million electors or more, after the heat of the 
campaign, meet together for one day and decide who 
our leaders are to be and what our policies are to be 
for the next four years. 









The Trouble in 1876 


In 1876 it happened that there was a dispute and 
the electoral votes stood 184 to 185, and yet we settled 
it peacefully by an extra ‘constitutional tribunal, the 
Electoral Commission, that voted eight to seven, and 
yet peace followed. Mr. Hayes took his seat and the 
government went on. Now, in this recent election there 
was a time (laughter) when many of us were cheerful 
(laughter and applause), not long continued, but it 
made a close election. A change of twenty-five hun- 
dred votes properly distributed would have changed 
the result, but, as soon as the result was known, all 
this hundred millions of people settled down, accepted 
it, made no complaint, just a certain sort of sadness 
on the part of some of them, but all acquiescent. 
Now that is what makes a self-governing people, but 
they haven’t got used to it in Latin-America in many 
of the countries, and that element of instability is still 
in Cuba. I hope it will be eliminated, but as long as 
it is there it imposes a liability on us that we must 
regard in our world relations. 

And then we have Mexico, Mexico. (Laughter.) 
Mexico has been and is likely to be an international 
nuisance. It doesn’t seem to adjust itself to peaceable 
methods within itself and it is becoming a very uncom- 
fortable neighbor and it certainly plays a part in our 
future world relations. i deprecate going in there to 
tranquillize it, because I know something of the difficulty 
that there will be. It will take two hundred thousand 
men or more and a great deal of treasure and we will 
lose valuable lives. It will take us two or three years 
if we have to do it. I know what it took in the Philip- 
pines, and this is a far harder job. And then, when 
we have done it (laughing) we’ve got the bear by the 
tail. (Laughter.) Of course, some jingos will say 
we ought to take half the country. Some of them will 
say we ought to take it all, but I deprecate that, too. 
We've got territory enough to attend to. So that pros- 
pect is not an encouraging one. 


The Monroe Doctrine 


And then we have the Monroe Doctrine, like the 
poor, always with us. That doctrine I fully approve 
and I think we ought not to abandon it in any way. 
It was a declaration of President Monroe, made in 1823, 
now some ninety-four years ago, in a communication to 
Congress. The Holy Alliance, those nations that had 
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united in order to defeat Napoleon and leave England 
out, had gone into a scheme by which they were to 
restore legitimate monarchy everywhere and were to 
help Spain recover her lost colonies, and there was 
very great danger that they would come over to this 
country. 

As a consequence Quincy Adams drafted and Mr. 
Monroe put into his message the doctrine known as the 
Monroe Doctrine. That was, that we would regard it 
as detrimental to our interests and as dangerous to us 
to have any European country come over here and 
attempt to subvert any of the independent governments 
here which the United States had recognized, or at- 
tempt to take territory and colonize it on this side, 
that it would be inimicable to our system of govern- 
ment and therefore inimicable to our interests, and 
that we would regard it as a hostile act. 

It has been enlarged somewhat by declarations of 
one or two Presidents or Secretaries of State that a 
transfer of territory on this side by anyone owning it 
to a European government for colonization would also 
be a violation of the same principle. It isn’t inter- 
national law. It isn’t any contract that we have made 
with anybody. It is a mere declaration of our policy 
that we intend to pursue and an announcement to the 
world that, if it is violated, if it is transgressed, by 
anyone, we propose to resist it by force if necessary. 
Now that necessarily, while ninety-three years of main- 
tenance of it without firing a shot has given the Monroe 
Doctrine very great strength, nevertheless, if it is 
questioned, then it falls back on us by force to main- 
tain it, if it is to be maintained. 

We are not under any contract with the southern 
countries to maintain it. It is our policy. It is a uni- 
lateral, not bilateral, and it is to our interest, as we 
conceive it, to keep European intrigue out of our prox- 
imity, and I agree that it has done a great thing for 
us in maintaining the independence of government on 
this side. It is true that some of the governments 
haven’t been as stable as they might have been if they 
had had the assistance of Europeans to make them 
stable, but, of course, you can’t say much about sta- 
bility when some of those countries have had sixty 
revolutions in seventy-five years. That is “going some.” 
(Laughter.) 

But they are growing more stable, and had we had 
European intrigue on this side with all the activity 
that we have seen in the African and Far Eastern 
Asia on the part of countries that are anxious to secure 
colonies, nobody knows how we might have been in- 
volved. But the Monroe Doctrine, if we maintain it, 
enters into our world relations in an important way. 


America as a World Power 


Now, my friends, it seems to me that this résumé, 
brief as it is, must show that we are much more of a 
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world power and have very much wider world interest 
than we had in Washington’s and Jefferson’s day. We 
are now a Pacific power, as we were not in those days. 
Indeed, we are an Arctic power, because Alaska runs 
to the Arctic Ocean. Alaska makes us a neighbor of 
Russia. The Sea Islands make us a neighbor of Japan. 
We are an Asiatic power. We are a South American 
power. We are a West Indian power. And we have 
these important interests developed really all over the 
globe. 

We are in the situation of the Connecticut farmers 
who, after they have cut the grass in their meadows 
and a storm shows itself on the horizon, the expres- 
sion they use is, “We’ve got a good deal of hay out.” 
Well, that is what we have in the world in view of a 
“world storm.” We have a good deal of hay out. We 
have a great many things that other people would like 
to have, and if there is one thing that this war has 
established it is that cupidity has not departed from 
the nations of the world. 

Now, isn’t it our Christian duty in having so many 
things that other people would like to have, to remove 
the temptation from other nations to take those things 
or attempt to take them, by a reasonable prepared- 
ness? So as to make it difficult? If you do that, why, 
then, their moral impulse to restrain themselves from 
taking what does not belong to them will become 
doubled. (Laughter and applause.) 

And now as to our relations to Europe. I have 
spoken of the change in speed of transportation and the 
change in speed of communication, and yet when this 
war began we settled back in our rocking chairs and we 
said, “Well, this is a deplorable event. This is some- 
thing that will work tremendous hardship on our 
brethren in Europe. It will bring about the horrors 
of war that have never been equaled. Thank God we, 
however, are so remote that we will never be drawn in.” 


Present Conditions 


Well, do you feel that way now? Have you felt that 
way for a year and a half or two years? Haven't you 
gotten up in the morning with great anxiety to read 
the headlines to see whether we are to be drawn in? 
And isn’t the present situation a lesson on that sub- 
ject that we can never forget? Doesn’t it show that 
our proximity to Europe is such that they can have 
no great war over there now that the greatest neutral 
may not, if it will maintain its rights, necessarily be 
drawn into the controversy? 

Now, under those conditions, my friends, and under 
that change of conditions from Washington’s day, is 
there anything more certain than that we ought to be 
in an independent position so as to defend ourselves 
against unlawful aggression by other countries? I 
don’t think we can have a more mathematical demon- 
stration of that necessity than exists to-day. Now, it 
is an interesting psychological study of the American 
people. We are a great people. We don’t have to prove 
it. We admit it. (Laughter and applause.) But there 
are a good many things that critics of our people might 
advance to demonstrate that while we are great in 
some things we are wofully lacking in greatness in 
others. 


In Other Days 


Consider our attitude with respect to defense. In 
Washington’s day he impressed on us the necessity for 
defense and for a time we had a reasonable army and 
a navy that, in view of what was the vogue in those 
days, perhaps was useful. Then when Mr. Jefferson 
came in he had different views. He thought we ought 
to rely wholly on the burst of enthusiasm, if we were 
invaded, of a free people, both in the army and in the 
navy, and he discouraged the building of naval vessels. 
His suggestion was that we should have shallops. Do 
you know what shallops are? They are shallow flat 
boats. He thought we should have shallops and that 
they should be pulled up on the shore and mounted 
with swivel guns about that long (indicating a yard), 
and then if a hostile fleet appeared in the offing you 
just summoned the body of the county or the neigh- 
borhood and they came out and shoved the shallops 
down into the water and paddled out to meet a fleet like 
Nelson’s. (Laughter.) 
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Now that was the view of Mr. Jefferson and, with 
great deference to Mr. Bryan, who is a great follower 
of Mr. Jefferson, a man of tremendous interest in the 
people, and a real Democrat (laughter)—I mean in 
both senses—but he says that we ought to wait until 
we are attacked, until these armies of Europe come 
over here, and then, when they do come, we can summon 
a million men into the ranks and make an army be- 
tween sunrise and sunrise. Now, with deference to 
both gentlemen, that proposition is just as impractical, 
just as absurd, as the proposition of Mr. Jefferson about 
shallops. You can’t make an army that way. We have 
attempted it a number of times and it has always 
resulted in the loss of our best, who rushed forward 
without proper preparation and are sacrificed to the 
lack of preparation that we ought to have made. 


The War of 1812 


And then we came to the war of 1812, under the 
influence of Mr. Jefferson’s policy. We had a very few 
frigates as compared to the English. We did some good 
fighting and showed that the American sailor was 
equal to any sailor in the world, but there wasn’t a 
battle in that war that we look back to with any com- 
fort or pleasure or pride at all. Ah, but you say, there 
was that battle of New Orleans. Yes, there was a 
battle there in which Old Hickory organized a force big 
enough to defeat Pakenham and his veterans from 
Waterloo from behind cotton bales, but, my friends, 
that battle was fought after peace was signed. It 
wasn’t in the war at all. 

If you will go to the White House and go into the 
reception room, you will see a picture of Washington 
delivering his farewell address, and, underneath, is a 
legend, “This portrait of President Washington by 
Stewart is the portrait which was cut out of its frame 
by Mrs. Madison, wife of President Madison, when the 
British invaded Washington and burned the White 
House, and she took it concealed in her dress away from 
the building.” That isn’t an event that the British 
look back upon with any pride. It was an act of van- 
dalism that they ought to have been ashamed of, but 
it isn’t a fact that we ought to look back on with any 
pride, because they oughtn’t to have been permitted 
to come there at all. 

They had a battle at Bladensburg, outside of Wash- 
ington, if you could call it a battle. It was a sprinting 
match instead of a battle, and after that we made peace 
because we were both tired. (Laughter.) 

And then we had the Mexican War. There we did 
some good fighting. We had good generals and we 
won against large odds, while we were fighting Mexi- 
cans and Mexicans who were divided among them- 
selves. 

The Civil War 


And then we came to the Civil War. The lack of 
preparation on both sides was woeful. I have just been 
reading Wells’ Diary of the Administration of Lincoln, 
and really it’s enough to make one weep, almost, that 
we should have had to hurry into the war in need on 
both sides, men all unprepared, and we muddled on dur- 
ing the war. Finally, we caught step. Finally, we 
developed a strength that amazed the nations, and we 
convinced the nations that we were willing to make 
the ultimate sacrifice of men and money and everything 
dear to us to meet a moral issue on the part of the 
North, the integrity of the Union and the exclusion of 
slavery; and, on the part of the South, independence 
and the maintenance of the institution of slavery, neces- 
sary, as they thought, to their social and economic 
structure; and we fought that war for four years and, 
after the war, stepped into the first rank of nations, 
but we weren’t prepared. 

Ah, but, it is said, think of that army of half a 
million men that marched down Pennsylvania Avenue. 
Weren’t they volunteers? Don’t they show what a 
free people can do? There never was an army in the 
world better trained, for veterans. It was as good 
an army as ever stepped in shoe leather. But they 
had had four years of war to learn the art of war, and 
to say that they were of volunteers called in between 
sunrise and sunrise is to ignore the main fact in their 
development to become the good soldiers that they were. 
And then after the war we settled down to develop 
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our resources and the chase of the dollar. We were 
tired of war and let them all go. They faded in the 
paths of peace. We invented ironclads, but we didn’t 
want them any more. So we made wooden ships and 
were content if they floated. 


In Cleveland’s Time 


We reduced our army to twenty-five thousand men, 
double the number of police in the city of New York, 
and we wouldn’t have had those but that we needed 
them to get rid of the wild Indians between us and 
California, because we were building the Pacific Rail- 
road and so we went on until the time came when Mr. 
Cleveland and Mr. Olney thought England was trying 
to get something from Venezuela by a boundary dis- 
pute between British Guiana and Venezuela, and Mr. 
Cleveland said in a message to Congress, “If they don’t 
arbitrate this we must take steps.” He shook his 
head. It was a kind of ultimatum. 

Well, after a year England did arbitrate under that 
threat and we carried our point. 

There are some here who will understand me when 
I ask the question, where would we have been if Eng- 
land had “called our bluff’? (Laughter.) England 
had then the greatest navy in the world, as she has 
now. Suppose we declared war against her? How 
many guns of modern variety do you think we had to 
resist the coming of a single battleship into any port 
in this country. We had just one and that was at 
Sandy Hook, down here. 

Well, that started us, and so we went to work to 
build up our coast defenses, and now with reasonable 
appropriations they can be made as good in a short 
time as any coast defenses in the world. 


The Spanish War 


Then we went into the Spanish War. We continued 
the twenty-five thousand men and when we got into the 
Spanish war we had a mushroom army and there was 
a great deal more damage down at Chattanooga by 
typhoid than by any bullet of the enemy. We rushed 
in and got half a million or more men into camp and 
that is all there was of it. We weren’t prepared. But 
we won the war. We went in by the first of April and 
came out victorious in the fall. We threw out our chests 
and said, “There, that shows what a free people can 
do without preparation. See how effective we have 
become.” But they left out one factor in that situa- 
tion and that was that the Lord had been with us, just 
as He has been in the past always, ranking us in the 
same class with drunken men and children. (Laughter 
and applause.) And He selected as our opponent the 
only nation, unless it was China, that was less prepared 
than we were. 

And then we raised the limit to a hundred thousand 
for our army, but even then it didn’t give us a mobile 
army available in continental United States of more 
than twenty-five thousand men, because we needed 
twenty-five thousand in our dependencies and we need 
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certainly that much in our coast defenses, leaving a 
mobile army of just the same figure, twenty-five thou- 
sand men, about double the police force of New York. 
Now you can see how available that has been in this 
Mexican trouble, and we have had to call on the militia 
to send them down. 

Now, my friends, we are facing war now. We are on 
the brink of it and the question is whether we are 
going to take useful steps, whether we are going to 
be far-sighted and lay a broad foundation for having 
reasonable defense. I know I am saying what doesn’t 
meet the approval of many and I have given the matter 
a great deal of thought. I believe firmly that the only 
policy we can pursue that is reasonable is to have it 
understood that every man who comes to manhood 
must respond to a certain length of time in training 
to become a soldier if he is needed. (Loud applause.) 
Now, you can call it conscription. You can call it a 
draft. You can call it anything you choose, but that 
is its effect, and it will not be a bad thing for the 
country at large. 


The Irresponsibility of Youth 


One of the difficulties with us is that our youths are 
growing into manhood without a realization of the sense 
of obligation that they ought to feel toward the Gov- 
ernment. They don’t do anything for the Government 
except to vote in an election. Ordinarily, they are not 
called upon to pay taxes. _The jury duty they have is 
so slight that it can be hardly called a weight or 
burden at all and they are not called upon to do any- 
thing, except to receive the benefit of government. 
Now, they need discipline. You know it and I know it. 
(Applause.) You know it in your families. You know 
your children are not properly trained. You know you 
delegate it to somebody else. You know they rule the 
roost as they oughtn’t to, and you know it doesn’t help 
their character to be given that power. (Laughter and 
applause.) 

I remember a story told me by my brother, who was 
a head master of a preparatory school, and they know 
the lack of family discipline there is because they 
discover it in the material they have to deal with. 
They had a head masters’ convention, and one man 
who was entirely worn out with his efforts upon these 
young Americans, got up and read this letter. He said, 
“This is a sample of what I have,” and the letter read 
like this: “Dear Sir: Here’s our Willie. (Laughter.) 
Willie is a noble boy, but the surroundings at home are 
such that his mind has been diverted from his studies. 
Willie has a fine mind, but he’s been tempted not to 
use it. (Laughter.) We send him to you to receive 
a proper stimulus, but do not be severe with him. Do 
not punish him. We never do, except in self-defense.” 
(Laughter and applause.) 

Now, you put a boy through three months or three 
years, or one year’s training, which I would prefer, and 
he will be taught respect for authority. He will be 
made to stand up and walk as a man ought to walk. 
He will be given a sense of self-reliance and independ- 
ence and he will understand what it is to be a subordi- 
nate, because, until you know what it is to be a sub- 
ordinate, you are not fit to be a commander. (Applause, 
loud and continued.) 


The Army and Navy 


However, we have a navy which we are now engaged 
in increasing. We ought to have a navy and an army 
that shall be able to resist the coming of any nation 
from Europe. We ought to have a navy and we started 
out to have a navy as large as that of Germany, be- 
cause Germany could, if unimpeded, land in this coun- 
try five or six hundred thousand men fully equipped 
within six weeks. Now, if we had a navy larger than 
Germany’s or as large, she couldn’t do it. An army of 
that size has to come in in unarmored transports, and 
no nation would be wild enough to put an unarmored 
transport on the sea, even if convoyed by her own navy, 
with five or six hundred thousand men, as long as there 
is a navy equal to hers to resist her coming. That 
is the first line of defense with the coast defense. The 


coast defenses are not to prevent landing. They are 
to prevent a naval expedition coming into a city, mak- 
ing it give ransom, destroying property, and getting 
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supplies there. Now, the coast defense prevents other 
navies coming in and destroying our cities and leaves 
our own navy free to go forth and defeat other nations, 

Our second line would be the army, and we ought to 
have a source of trained men from whom we could or- 
ganize and mobilize in the course of six weeks or two 
months a half a million to a million men. 

Now, the second. So much for our defense. So much 
for our departure and the necessary steps that we ought 
to take in respect to military defense. 

How long have I talked? (Voices: Oh, go on, go 
on.) I can only say, to relieve you, ladies and gentle- 
men, that I’ve got to take a train (laughing). (Laugh- 
ter.) So you have a cinch, to that extent, at any rate. 

Now, the second change that we ought to make is 
with reference to our relations to the world politics. 
It seems to me that the brief view I have attempted 
to give you of our relations to the world and the 
change that has come over them by reason of our 
growth, our acquiring interests:in various parts of the 
world, must necessarily change, because they show that 
wherever there is a world war we are likely to be 
affected in some part of the world. Now, I say, when- 
ever there is a world war. Let’s take the condition 
before this present war began. Europe and the world 
were divided into two leagues, armed to the teeth. 
They had interests the world around and you couldn’t 
begin a war anywhere in the remotest part of the globe 
that the probability of drawing them all into the fight 
wasn’t extremely great. If you began in Australia; if 
you began in South Africa; if you began in Asia, or, 
as the fact was, if you began in the Balkans, the 
minute the match was lighted the spread was inevitable, 
and that is what we saw. 

Now, if this war is to end with a drawn battle and 
nothing is done to prevent the coming of war again 
other than the arrangement of the world in two hostile 
camps, even if we have been left out, then it is a 
mere postponement and there is the same danger that 
will arise from the beginning of a war in any part 
of the globe that will involve the whole of the civil- 
ized world. 

No Neutrals in the Next War 


President Wilson says that in the next war there will 
be no neutrals, and what he says is profoundly true, if 
the science of making war and killing people and de- 
stroying countries and exploding great tracts improves 
in the next war over what it is in this, as it has im- 
proved in this over what it was in the last war. There 
will be no neutrals because there will be no room for 
neutrals—an explosion will be so world-wide in its con- 
sequences—and that is what we face. That is the 
situation. Therefore it doesn’t do to say that we are 
not interested in a remote war taking place in Far 
Eastern Asia or South Africa’ or elsewhere, because it 
immediately communicates itself. It is just like the 
arterial system or the veinous system or the nervous 
system—a touch in one place affects the whole body. 


A World League to Enforce Peace 


Now, in view of this, a number of gentlemen who 
were interested in world peace and who were shocked 
and startled by the coming of this war got together 
and proposed to promote a propaganda in favor of a 
world league to enforce peace, of which the United 
States should be a member, and, if you will bear with 
me, I’d like to say something on that subject to you. 
I am very much interested in it. I think when it 
is understood and as the events are forcing themselves 
upon us, it will become more and more a serious matter 
for your consideration and one that I hope will appeal 
to your approval. 

The plan of the league is to have every stable gov- 
ernment in it. It is to be a world league. That is a 
combination contract of all the nations of the world to 
obey and fulfill four stipulations. 

First, why do we think we can have such a league? 
Because all the belligerent great powers have intimated 
on both sides that they would be willing to enter such 
a league at the end of this war. Some of them have 
said they couldn’t end the war satisfactorily unless they 
had such a league. Now, if you get all the great 
powers, the protection that the league will afford to the 
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smaller powers against the premature hostility of a 
great power will bring them all in, so that they will 
have the world league, assuming that the great powers 
will come in. 

Now, the first stipulation is that when any two 
members of the league get in a difficulty and that 
difficulty can be settled on principles of international 
law, it shall be submitted to an international court, 
which court shall hear the case as a court would in a 
domestic community, hear the evidence, hear the argu- 
ments, and decide the case. 

The second is that where a question does not involve 
principles of law and can’t be settled on principles of 
law it shall go before a commission of conciliation 
that shall hear the case and hear the evidence and hear 
the argument, and then render a decision in the form of 
a recommendation of compromise. 

A judgment of the court under the first would bind 
the parties in honor. A recommendation of compromise 
in the second would not, unless they accepted it. 

The third is that if any member refuses to submit 
such an issue and begins hostilities before the decision 
is rendered, then the whole power of the league, the 
joint military and naval forces of the league, shall be 
united to defend against the hostilities thus begun by 
the member that has forgotten its plighted faith and 
is violating its stipulation. 

Now, then, the fourth, about congresses enlarging 
international law. I am teaching international law in 
Yale now. President Hadley asked me to take the 
course and I said I couldn’t take it except on condition 
that I shouldn’t be expected to keep more than one 
lesson ahead of the class. (Laughter and applause.) 
And under present conditions in international law I 
think even that is pretty hard to do. (Laughter.) 


The Method 


Now as to three I want to state what the general 
purpose is. We don’t attempt to enforce the judgment. 
We don’t attempt to enforce the compromises recom- 
mended. What we do intend is the procedure which 
shall prevent war until the question has been heard in 
court or before a commission, has been argued out, so 
that each shall know exactly what the other’s position 
is, so that the world shall know, and finally until a 
decision has been rendered ‘by an impartial tribunal. 
Now, that will take eighteen months or two years. 
We believe that that enforced procedure, that winnow- 
ing out of the issues, that pressure that all the rest 
of the world will bring to bear diplomatically to settle 
that difficulty, because the rest of the world will not 
wish to be burdened with the necessity of contributing 
a force to go into war, that all that thing will dispense 
with most wars, with all wars except those that noth- 
ing can prevent. It is an enforced procedure, not an 
enforced judgment. 

Now, you say, why will that work? Well, we have 

had examples. Our relations with Canada are most 
significant. We have had peace there for a hundred 
years, but for fifty years there was great strain on 
that peace. Finally, after the war in 1871, we had a 
Joint High Commission and that Joint High Commis- 
sion agreed that the difficulties, of which there were 
many, should be settled by arbitration. The great 
difficulty was the Alabama claim against England. And 
then there was a claim on their side that we had stolen 
some fish on the Eastern seaboard of Canada, and we 
went into those arbitrations and England was mulcted 
in fifteen million dollars. They made a tremendous 
grimace. Her arbiter, Sir Alexander, Lord Chief Justice 
of England, abused the court and said it was an out- 
rageous decision. 
. He took the alternative that the country lawyer is 
said to have when he loses the case and the client 
hasn’t the money to appeal. The other alternative is to 
go down to the corner grocery and damn the court. 
That is what Sir Alexander did, but he didn’t induce the 
English Government to refuse to pay. They grumbled, 
but went down into their pocket and turned over the 
fifteen million. 


The Fisheries Question 


Then in the Halifax Arbitration over fisheries, where 
we were charged with stealing fish, they seem to have 
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approved the theft, because the Arbitration found we 
were liable in five millions, and then you should have 
heard the row made in eastern Massachusetts and in 
Maine. They said, “It’s outrageous; the Arbitration 
didn’t understand their business. Our counsel didn’t 
present the case right.” Well, we grumbled, but we 
paid the money. 

Those two things have done more to bring about a 
condition of affairs between us and Canada that we 
would like to produce in the world by these enforced 
procedures. Nobody imagines a war between us and 
Canada to-day. Everybody thinks if we can’t agree by 
settlement on negotiation that it will be settled by 
arbitration. We had since that time when they lost 
and when we lost arbitration after arbitration. Some- 
times we lose and sometimes we win, and we have now 
a permanent Board of Arbitration to sit on the ques- 
tion of boundary waters between us and Canada and 
another as to claims. We’ve gotten into the habit of 
arbitration. Of course, there are some of our states- 
men who never want to arbitrate unless they see ahead 
to win. Well, that is no way to play a game. There’s 
no fun in playing a game unless there is a chance on 
both sides. That is, if you look at it as necessary to 
your happiness that you should win, you are not a 
sport; that’s all. (Applause.) 

Now, you have to be in the condition that our Puri- 
tan ancestors used to say people had to be in with 
respect to going to Heaven. They said that you had 
to believe so hard in order to get into Heaven that 
you must be willing to be damned or else you couldn’t 
be saved, and that is the case with respect to arbitra- 
tion. You’ve got to be willing to lose before you enter 
into it with proper spirit and can make arbitration an 
instrument by which real settlement can be brought 
about. That is what this enforced procedure will do. 
It will bring people into court. It will make them 
submit argument and will bring about a condition where 
they will forget the force and where they will accept 
that as a mode of settlement, but there is an objection 
to force. 

The Pacifists 


Our pacifist friends say “why have force?” Well, 
we say, because force stimulates and strengthens a 
moral purpose and up-to-date human nature is such that 
it frequently needs that stimulus. We have it at home. 
We have it in primitive communities. 

In the days of early California and Montana, when 
they first had men carrying revolvers and the men who 
shot quickest and were most unscrupulous ruled as 
commanders of terror, the quiet men of the communi- 
ties gathered together and formed a vigilance com- 
mittee and said, “We will organize the force of all to 
suppress these vicious members of society.” They 
didn’t have due process of law under the Constitution, 
but heard the cases as well as they could and then 
they hung some dozen undesirable citizens and killing 
and robbery became unfashionable. That was an in- 
stance of the union of the force of all to suppress the 
lawlessness of the few, and that is the principle of 
government, and government doesn’t have to show its 
whole force in order to bring about a state of lawful- 
ness. It’s the presence of one man or a few men to 
indicate that they represent the force of all that dis- 
penses with the necessity for the exercise of the force 
after all. 

The Power of the Traffic Squad 


Take the policemen that you see walking on the 
streets of New York, this finest force in the world. 
They are well dressed; they are soldierly in their bear- 
ing; they are well nourished (laughter), and they re- 
ceive good pay, and there are those who think that 
they are a waste of money for the public. That’s a 
great mistake. They don’t arrest every minute or 
every day, maybe, but they are there to notify those 
weaker members of the community who would violate 
the law if they weren’t there that the whole force of the 
State is available to restrain the breaking of the law. 
Is there anything more significant of the power of the 
State than the way in which we all hang on the mere 
gesture of the traffic policeman as he stands at the cor- 
ner of Thirty-fourth Street and Fifth Avenue? You 
don’t know a man who has more in him the spirit of 
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lawlessness, the spirit of power, of masterfulness, than 
the gentleman whose hands are on that big wheel and 
whose foot is on the lever, whatever it is, that makes 
the automobile go. He just sits there and feels that 
he can run down the whole world (laughing.) But 
when the policeman puts up one finger (applause) that 
is enough, because he knows that behind that single 
finger, weak as it looks to be, is the whole State of 
New York, and all its force to sustain the authority 
that he exercises. 

In other words, when we see the policeman with the 
badge of authority, his club, gracefully hanging down 
from his belt, and think that perhaps he is only an or- 
nament, you must think in the lines of Milton, “They 
also serve who only stand and wait,” and that is the 
case with this police force that we would choose to 
organize. Kant, the great philosopher, said, “We will 
never have peace and will never abolish war until 
we organize politically the world.” That is what this 
league is, a step into the political organization of the 
world. 

Now, it is said, an instance of extreme operatior, 
that if Russia and Japan were to get into a fight over 
something in Manchuria and Russia were to refuse to 
submit that controversy and begin hostilities all the 
members of the league, as we would be, would have to 
send a quota of men and of vessels over to help Japan 
defend herself against Russia. Therefore, it is said, we 
are not interested in Manchuria. How absurd it would 
be to drag us in there. Well, but, you must know 
that at the same time armies and navies would come 
from England and from Germany and from France and 
Austria and Italy, from all the powers, and they would 
make such an overwhelming force that there wouldn’t 
be any question with respect to Russia’s advance 
against Japan, especially when Japan seems to have 
been able to take care of Russia without any assistance 
( Laughter.) Now, under these conditions Russia 
wouldn’t move if she knew that that force was to be 
organized against her. In other words, it is the case 
of the policeman with the finger. If the country knows 
that against its violation of its plighted faith is the 
beginning of the war prematurely, under these stipula- 
tions it is not going to begin the war and, therefore, 
the force, potential in its influence, needn’t be called 
out, and the instances in which we would have to act 
would be so few, and these would grow fewer as the 
practice became more perfect, so that its existence and 
its agreement would do all the enforcing that is neces- 
sary 

The Part to Play 


There are a good many objections. It is said we 
would depart from our doctrine of Washington and the 
others. I am not in Washington’s confidence, but 
Washington was a man of great common sense and 
great foresight, and it seems to me that he certainly 
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would have seen the difference between the conditions 
that existed in his day in respect to which his advice 
was given and the conditions that now exist. We don’t 
seem to be able to keep out of this war, much less the 
next war, and aren’t we going to play our part? Both 
from a selfish standpoint, in developing at the end of 
this war into a league that shall prevent a successive 
war, and also, are we not going to play our part in an 
— to help the world? 

As I said before, if we won’t have a world league 
at the end of this war, then we will have two leagues 
and we will have the conditions that existed before the 
war and both leagues armed to the teeth, both leagues 
with armaments so heavy that it will break them down 
economically and then they will have another war. 

We owe it to ourselves and we owe it to the rest 
of the world to lead the world in constructing a world 
league that will give a guarantee of future peace. We 
don’t guarantee against all wars, but we do say that the 
working of this plan will relieve us from most wars. 


The Power of the United States 


Now, my friends, I would like to go on and consider 
some of the other objections about the Monroe Doctrine 
which it doesn’t affect in the slightest degree. If it does 
it helps the Monroe Doctrine. I would like to discuss 
the constitutionality of it, but I have tired you. | 
want to say that the United States potentially is the 
strongest power in the world, with a hundred millions 
of people of the highest average intelligence, with the 
richest nation, with a greater variety of resource, and 
with a warlike spirit in the people when it is developed; 
equal to that of any one, and with a neutral position 
that takes us out of the local jealousies and quarrels 
and that gives us a privacy in the world. It gives us 
a position of advantage by which we can lead on the 
world. 

Are we going to neglect that opportunity? Are 
we going to sit back in our chairs and rock forward and 
back and say—and it wouldn’t be true when we say it— 
“I don’t care a durn what happens as long as it doesn’t 
happen to me,” or are we going to play our part in the 
advance of the world? Are we going to pull our weight 
in the boat? In the formation of this league, and I 
want to close with that remark, one member of the 
committee said to another, “Would you be willing to 
have that son of yours, who is the apple of your eye, 
the pride of your heart, lay down his life in a war 
conducted in part by the United States over an issue 
between Austria and Servia, in which the United States 
has no interest?” And the answer which came back 
was this, “If that local war would spread, if allowed to 
spread, into a world conflagration, involving the world 
in such a human disaster as we now witness, dear as 
sthat boy is to me, his life couldn’t be offered up in a 
higher cause.” I thank you. 


At the close of his address a hearty vote of thanks 
was extended to Mr. Taft, and three hearty cheers 
were given in his honor. 

For some time the Pennsylvania and Atlantic 
Seaboard Hardware Association has wanted a pub- 
lication of its own—an organ through which the 
executives of the association could speak directly to 
each one of the 1005 members. Such a publication, 
it was thought, issued once a month, would serve to 
cut down a great deal of the detail that makes such 
a great demand on the secretary’s time and would 
serve as a bond to cement the members in even 
closer affiliation. This hope was realized in the first 
issue of the Hardware News and Pasha Record, the 
first copies of which appeared at the convention. It 
is an interesting, lively publication, to be issued 
monthly, full of valuable information for all the 
members of the association. The association has se- 
cured as editor P. A. Revere, a man with a fine 
newspaper experience and a knowledge of how to 
present facts in a way that makes them of real in- 
terest. The members of the association are to be 
congratulated upon this, the newest of their many 
activities for the betterment of business conditions. 
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Exhibition Huge Success 


Too much cannot be said about the excellent ex- 
hibition held in Madison Square Garden. It was a 
huge success, surpassing the hopes of even the most 
optimistic. Two hundred and twenty booths of 
hardware and every one of them a paying invest- 
ment for both dealers and exhibitors. The dealers 
were there in their buying clothes, and though all 
the totals are not in the amount of orders placed at 
the exhibition was really stupendous. One of the 
most gratifying features is that a good percentage 
of the business booked was new; the exhibitors in 
many instances made many new customers—mer- 
chants to whom they had never sold before. So that 
even the amount of the initial business done on the 
exhibition floor, while in itself sufficient to cause 
many of them voluntarily to declare the exhibition 
an extremely profitable investment, is insignificant 
compared with the amount of repeat business that 
will result from the new customers. - Many of the 
merchants bought stocks of articles with which they 
were previously unfamiliar, but which they felt had 
a place in their stores. So the exhibition was won- 
derfully successful from every point of view. 

Congratulations are due to all who had a hand in 
the planning of this vast joint convention and in 
the carrying on of the actual work connected with it 
after the plans were completed. It is very gratifying 
to every one connected with the hardware trade to 
know that a body of hardware men can plan and ex- 
ecute such an immense undertaking, and could bring 
before the members of the two associations such 
men as former President William H. Taft and the 
Hon. William C. Redfield, and could carry the pro- 
ject through with such exceptional success. 


Metropolitan Dealers Hold Most Successful Banquet 


The fourth annual banquet, a part of the joint 
convention, of the Metropolitan Hardware Dealers’ 
Association, held on Wednesday evening, Feb. 7, in 
the ballroom of the Hotel Astor, was one of the 
greatest hardware dinners ever held and without a 
doubt the biggest of all hardware association ban- 
quets. More than 800 hardware merchants, manu- 
facturers’ representatives and salesmen were pres- 
ent, an increase of more than 300 over last year’s 
attendance—and that was reckoned as a big affair— 
and enjoyed the excellent entertainment and good 
fellowship. 

Such an immense affair as this entails a tremen- 
dous amount of detail for those in charge of the 
preparation and the execution of the plans. Credit 
should be given where credit is due, and the work of 
the banquet committee, that little body of hardware 
men which has proved that it can handle the details 
of a big affair of this kind and still sell hardware on 
the side, is deserving of the highest praise. This 
committee consisted of the following hardware mer- 
chants: J. M. Kohlmeier, New York City; J. F. 
Gleason, New York City; William F. Rockwell, Or- 
ange, N. J.; A. M. Bedford, New Rochelle, N. Y.; 
J. P. Landrine, Jersey City, N. J.; J. B. Sellars, 
White Plains, N. Y.; L. Schelling, Hoboken, N. J.; 
P. G. James, Jamaica, L. I.; C. M. Felt, Huntington, 
L. 1.; R. J. Atkinson, Brooklyn, N. Y., and H. A. 
Cornell, Brooklyn, N. Y. 

Without detracting in the slightest from the 
credit due the remaining members of the committee, 
for without the whole-hearted co-operation of the 
entire body there would have been no dinner of such 
magnitude, the laurel wreath ought to go to Chair- 
man H. A. Cornell, a veteran worker on dinner com- 
mittees and whose experience with former affairs 
admirably fitted him as a leader for the prepara- 
tions for the biggest hardware dinner in history. 
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The speaker of the evening, W. A. Prendergast, 
Comptroller of the City of New York, delivered a 
rousing address on the need of business men taking 
a more active interest in public affairs—in the gov- 
ernment of the city, of the State, and of the coun- 
try. He told of the manner in which the affairs of 
the City of New York were operated, and related 
some amusing instances in his own early experiences 
when public matters were not on quite so business- 
like a basis as they are at the present time. 

In one particular office which some years ago was 
placed in his charge, the men were in the habit of 
coming in late and of leaving at almost any time 
they saw fit. When the proposal was made that a 
record should be kept of the time of the employees, 
a great uproar was the result—it was a violation of 
all the office traditions—the men would work better 
when placed on their honor, and so on. But the rule 
was put into force. One morning a man who held 
a really responsible position entered the office three 
hours late, and was told to spend the rest of the day 
at home—at his own expense. It was a shock to 
every one in the office, but it resulted in a strict ac- 
cordance with the business rules that had been 
made. 

Mr. Prendergast went on to declare his belief in 
the value of compulsory military training, not only 
to meet exigencies in the country’s affairs similar to 
that of present time, but because young people need 
to feel the hand of discipline. 

The speaker appealed to the assembly of business 
men to take a greater and more intelligent interest 
in governmental affairs, to acquire a broader un- 
derstanding of the workings of the city, or the 
State, or the national government in order that they 
might better realize the work that is being done, 
and that the men in charge of public affairs might 
perform their tasks more intelligently and more ex- 
pediently by understanding more clearly just what 
the public wants. 

Mr. Prendergast was interrupted many times dur- 
ing his address by the cheers and handclapping of 
the assembled hardware men, and as he brought his 
address to a close the diners arose and gave three 
hearty cheers. 

Little need be said of the dinner itself, or of the 
entertainment which followed and which lasted until 
the little hours of the morning. It measured up to 
the high standard that has been fixed by previous 
Metropolitan dinners. It is to be hoped that, al- 
though the Metropolitan dealers may not have the 
privilege of holding their next year’s banquet dur- 
ing a convention week, the dinner will be no less a 
success than this one—the affair that set a high 
mark in the history of hardware banquets. 
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Hardware Age System of Accounting 


How to See at a Glance the Vital Facts About Your Busi- 
ness—Percentage of Profit, Gross and Net—Stock 
Turnover—Cost of Hardware Age System 


By T. W. SNEAD 


Fourth Installment 

N a previous issue of HARDWARE AGE there ap- 
peared a large supplement showing the daily 
record form which is the one form necessary to 
the system and illustrated actual entries made on 
this form each day. By the use of the figures shown 
in the various columns on the debit and credit side 
of this form, the supplement illustrated how the 
owner or manager was enabled to find by subtract- 
ing one column from the other the most vital facts 
about his business which are absolutely necessary to 

the successful operation of any hardware store. 

At the recent convention of hardware dealers held 
in New York City at Madison Square Garden, the 
HARDWARE AGE system of accounting was explained 
and its operation shown in detail to a number of 
dealers from all over the country. In addition to 
this, the Business System Department has received 
many letters from dealers and accountants asking 
that the complete system be sent them at once rather 
than wait for the remainder of the articles to appear 
each week in the columns of the magazine. 

In reply to all of these, HARDWARE AGE has re- 
quested that they read all the articles first, and to 
make sure that they are not installing a system that 
does not “fit their business.” 


Cost of System 


HARDWARE AGE is endeavoring to render to its 
readers a real service by showing them how their 
accounting can be simplified and at the same time 
how they can learn the true story of the business in 
the least possible time. It would be obviously fool- 
ish on our part to tell our readers and show how 
the thing could be done without placing in their 
hands the actual tools with which to do the work. 
To this end we have arranged by contracting for a 
large number of the complete outfit to be manufac- 
tured by one of the largest loose-leaf system manu- 
facturers in the country. By contracting for a large 
number of the outfits, the cost has been brought 
within the reach of the smallest retailer and the 
complete outfit, fully described elsewhere in this 
article, has been reduced to $15. These are now 
being shipped to our readers in such cases that are 
absolutely in need of them at once. As we have said 
before, we strongly advise reading the complete sys- 
tem and making sure that it fits your business be- 
fore ordering. 

Retailers Awake at Last 


* The retail business world is at last awake and 
alive to the fact that in order to successfully operate 
a retail business and to make a fair profit, it is nec- 
essary to know and know at all times ‘such facts as 
the percentage of profit, both gross and net, the 
stock turnover, amounts due and outstanding from 
customers, and amounts due payable for merchan- 
dise, etc, 

This Week’s Issue Devoted to Questions Asked 

In response to the many inquiries asking for fur- 


ther details, etc., regarding the system of account- 
ing, and in reply to the many letters received from 


retailers all over the country, the Business System 
Department will use these pages in answering some 
of these inquiries and letters. 


Profit or Percentage of Profit Both Important 


In the belief that possibly some of our readers 
have been figuring their profit or their percentage 
of profit in the same manner that is suggested in the 
following letter, we are reprinting this letter as it 
came to us and our explanation of the way to figure 
gross and net profit on the sale of goods. 


The Letter 
WALTHAM, Mass. 
To the Editor: 

“TI have been reading your articles in HARDWARE 
AGE, and have found them very interesting. I am a 
student of accounting at Northeastern College, Y. 
M. C. A., and just at the present am taking up the 
new subject of ‘Profit Finding.’ No doubt you are 
aware that the Burroughs Adding Machine Com- 
pany has started a crusade to the effect that the fig- 
uring of Profit on the Cost of goods, as we were 
taught at Grammar School, is all wrong and that the 
Profit should be figured on the selling price. This 
concern has distributed circulars on this subject and 
possibly you have one of these. 

“Considering the value of your writings in the 
HARDWARE AGE, I have taken upon myself to ask you 
if you would write me your personal opinion on this 
subject, giving me your reason for your particular 
line of thinking. Should you favor me, I assure 
you that your opinion will be used only by myself 
personally. 

“Trusting that you will favor my request and let 
me have a reply, I beg to remain, 

“Yours truly,” 


' Before giving our readers an explanation or an- 
swer to the above letter, it might be well to dwell 
on the importance of knowing each day the cost of 
the goods that have been sold during the day. 

Unless you know the actual cost and the gross 
profit that has been made on the day’s sales, it will 
in a majority of cases spell failure in the long run. 
This is especially true where competition is keen and 
where the selling price has been reduced in order. to 
meet that competition and consequently the profit 
reduced to a point below which there is no profit 
after the running in expenses of the business have 
been deducted. Now let us consider the above letter 
and see how many, if any, of our readers are figur- 
ing their profit based on the cost of goods instead 
of on the selling price of their merchandise. 


Percentage of Profit Figured on Selling Price Is Correct 


The simplest explanation of why the percentage 
of profit should be figured on the selling price rather 
than on the cost that the writer can give is that 
there is no profit on the goods until they have been 
sold. Then why should we figure our profit on the 
cost of the goods when such is the case? It should 
make no difference to us what the cost of the goods 
is, provided, of course, there is enough margin be- 
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tween the cost and the selling price to allow us to 
make a net profit after we deduct the running ex- 
penses of the business. Net profit is what we are 
after at all times, and out of the sale price of our 
merchandise will have to come the cost of the mer- 
chandise and in addition our operating expenses. 
As an example of this, let us consider that our sales 
for the month would total $800, which would be 
found under the credit column in the HARDWARE 
AGE system headed, “Sales of Merchandise.” On 
the debit side of the Daily Record in the HARDWARE 
AGE system we find a column headed, “Cost of Goods 
Sold Deduct From Sales.” This we will suppose, for 
sake of illustration, is $600, and deducting this from 
our total sales for the month would leave us a gross 
profit of $200. This gross profit may better be 
called “Sales Profit,” or the difference between what 
we paid for our merchandise and what we received 
when the same was sold. Now in order to find the 
percentage of sales profit we should divide the gross 
or total sales into the sales profit or divide 800 into 
200, and our answer is 25. In other words, we have 
made a profit of 25 per cent on our total sales for 
the month. 

Now let us add up the total of the expense column 
found on the debit side of the Daily Record, and for 
example, we will suppose that the total is $200. Im- 
mediately we discover that our expenses for operat- 
ing the business amounts to exactly our sales profit 
for the month. In other words, our percentage of 
profit which we found to be 25 per cent is not 
enough to cover our running expenses, and we have 
two courses open to correct this evil. One is to in- 
crease our sales. The other is to increase the per- 
centage of sales profit. In other words, if we have 
sold our goods on a basis of 33 1-3 per cent profit, 





our sales profit figure instead of being $200 would 
have been $266.66, and deducting from this our run- 
ning expenses, which were $200, the business would 
have shown a profit of $66.66 for the month. 

Now let us go back to the letter and see whether 
we were right in figuring our percentage of profit 
on total sales rather than on the cost of the sale. 

In order to make the business show a net profit of 
$66.66, we increase the mark-up or selling price of 
our goods from 25 per cent to 33 1-3 per cent. This 
was an increase of 8 1-3 per cent. 

Now let us use the cost of goods as a basis of find- 
ing the percentage of profit. The cost of goods sold 
we suppose to be $600, which we divide into our 
sales profit of $200, which shows us a percentage of 
33 1-3 per cent. Now divide the same figure $600 
into our sales profit when the mark-up was in- 
creased. This figure was $266.66, and by dividing 
it by 600 we discover that our percentage of profit 
is 44 per cent. This is an increase of 10 1-3 per 
cent, which we know immediately is wrong because 
we raised the selling price of our merchandise only 
8 per cent, and by using the cost of goods as a basis 
we have been misled by believing that we were mak- 
ing 11 per cent more profit than before. 

You have not made a profit until your goods are 
sold, and at all times figure your percentage of profit 
on your total sales and be sure that that percentage 
is high enough to enable you to make a net profit 
after deducting the expenses of operating your 
store. 


How to Find the Cost of Goods Sold 
In a previous issue we illustrated the Daily Sales 


Record, and in order to fairly illustrate to those who 
possibly missed seeing this issue we are illustrating 
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the Daily Sales Record again and calling the atten- 
tion of our readers to the column headed “Inventory 
Cost.” 

The totals of this column will give you your daily 
entry to be made on the Daily Record covering the 
cost of goods sold. Opposite each sale that is listed 
on the Daily Sales Record the cost of the goods made 
on that sales ticket are entered and the total cost 
arrived at each day. When a sale is made, the cost 
of the goods is marked on the sales ticket usually 
in code, and these figures are taken from the con- 
tainer or were marked on the goods themselves when 
the goods were received and placed on sale. 


Hardware Age System Double Entry But All on One 
Loose Leaf Form 


The following letter has been reprinted here in 
the belief that it will answer a great many dealers 
who have either written to the Business System De- 
partment or have asked themselves the same ques- 
tion. In this connection the Business System De- 
partment will answer in detail any and all questions 
pertaining to the system or to your own accounting 
system that you are using at the present time. 


Letter from Swalm Hardware Company 


POTTSVILLE, PA. 
To the Editor: 
We have been reading with much interest Mr. 
Snead’s articles on hardware accounting in the Jan- 
uary twenty-seventh and February third issues. 

We have been keeping our books by a very good 
double-entry system which shows the bookkeeper 
that the books are in balance at the end of each 
month, but to the writer it has never given the 
open-book method that Mr. Snead’s system would 
seem to bring about. 

Of course, we understand that all our present 
double-entry system would cease upon the institu- 
tion of the new method as outlined. 

Kindly send us sample sheets and other advisory 
printed forms connected with the installation of the 
HARDWARE AGE Simplified System of Accounting 
with its cost at your earliest convenience and oblige. 


Very truly yours, 
SWALM HARDWARE COMPANY, 
A. H. SWALM. 


The above concern tells us that they are using a 
double-entry system of bookkeeping at the present 
time. The HARDWARE AGE system is a double-entry 
system in every sense of the word, but there is no 
need of more than one form, and this is the Daily 
Record, from which to learn the true story or facts 
about the business and to learn them quickly. They 
also tell us that their double-entry system tells the 
bookkeeper at the end of each month that the books 


Atkins Pioneers Celebrate 


INDIANAPOLIS, IND. 


To the Editor: 


You will be interested to know that members of 
Atkins Pioneers, men who have been associated with 
E. C. Atkins & Co., for twenty years or more, cele- 
brated the eleventh anniversary of their organiza- 
tion with a banquet at the Spencer House, Indian- 
apolis, Saturday evening, Feb. 10, followed by a 
theater party the same night at the Circle Theater. 

The Pioneers were organized in 1906 with 62 
members and the present membership is 121. 
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are in balance. It is most important, of course, that 
we use a system of accounting that enables us to 
find a balance, but this is not enough. Finding a 
balance on our books is only a guarantee to us that 
the figures and results as shown by our accounting 
are correct in that they have been proved so by a 
balance. 
How to Start the System 


For the benefit of those dealers who have at the 
present time an inadequate accounting system, there 
will be a complete description later in the series 
showing each step in starting the accounting sys- 
tem. But for those dealers who wish to change 
their accounting system from the one they are using 
in order to simplify this end of their business, all 
that will be necessary would be to find the balance 
according to the old system and transfer the bal- 
ances to the top of the Daily Record form, placing 
the amount on the top line and making sure that 
the total of the debit entries equal the total of the 
credit entry. For example, the total amount of your 
furniture and fixtures and equipment would be 
placed at the top of this column on the debit side of 
the Daily Record. The total value of your inventory 
and the total cash on hand and the total amount due 
you from your customers, all as at the first of the 
month. On the credit side you would enter the total 
amount due to your jobbers and others for merchan- 
dise and purchases and the total capital invested, 
which would be the difference between all of your 
debit or asset account and your credit or liability 
account. 

After this entry has been made, you then begin 
to record your daily transactions on the Daily Rec- 
ord, and the result of your operation at the month 
would be a statement of your business for that 
period. 


How to Make Statement of Assets and Liabilities 


A complete illustration of how to make a state- 
ment of the business at the end of each month will 
be described and illustrated later in the series, and 
in the next issue of HARDWARE AGE we will continue 
to describe the entries as shown on tne supplement 
sheet that appeared with the February third issue. 
If any of our readers have failed to secure this sup- 
plement sheet, it will be sent them promptly by ad- 
dressing the request to the Business System De- 
partment. 


/ 





If you are interested in simplifying your ac- 
counting and making your figures tell you facts 
about your business, write to the Business Sys- 
tem Department if there is any point upon which 
you are not entirely clear. Get the facts about 
your business and get them when they are needed. 











John Henry Wilde, the oldest member, who had 
a record of 51 years continuous service, died last 
September. C. F. Aumann, the present treasurer 
of the association, is the oldest living member, as he 
has been in the Atkins service 47 years. 

Membership in the Atkins Pioneers is open to all 
who are connected in any capacity with the company. 
The object of the association is to promote sociabil- 
ity and a greater loyalty and zeal for the business. 

The present officers are W. O. Williams, president; 
C. S. Bronson, vice-president; C. A. Newport, sec- 
retary, and C. F. Aumann, treasurer. 

Yours very truly, 
E. C. ATKINS & CO., Inc. 















Washington News 


Webb Bill in the Balance—Randall Billi Out of the Running 


By W. L. CROUNSE 


WASHINGTON, Feb. 14, 1917. 


HE Webb bill has more ups and downs than an 
T elevator boy in a New York skyscraper. Fol- 

lowing the parliamentary gymnastics of this 
remarkable legislative project is no job for a fellow 
with a weak heart. 

In my last letter I had good news for the foreign 
trade boosters who are doing yeoman service for the 
Webb bill. The Senate Committee on Interstate 
Commerce had taken the measure up in full commit- 
tee to make a careful revision with a view to an 
early and favorable report to the Senate. This an- 
nouncement followed nearly a month of apparent 
neglect on the part of the Senate committee and 
infused new life into the campaign. 


Webb Bill Ordered Reported 


Last Saturday the committee put the finishing 
touches on the bill and authorized Senator Pomerene 
of Ohio to report it with a favorable recommenda- 
tion. Here was more good news. 

But before I could communicate this cheering in- 
formation to the readers of HARDWARE AGE the 
Democratic senatorial caucus fired a 42-centimeter 
shell through the bowels of our dearly beloved meas- 
ure and the parliamentary doctors are very doubt- 
ful whether the remains have sufficient vitality to 
last out the session. 

The precarious position of the Webb bill in Con- 
gress was semi-officially disclosed last Sunday eve- 
ning by Senator Jim Ham Lewis of Illinois, the 
energetic Democratic “whip,” who has developed the 
extraordinary faculty of being in nineteen differ- 
ent places at once, which enables him to acquire 
extraordinarily accurate information of every par- 
liamentary situation. The occasion was a confer- 
ence of the Democratic senators held for the pur- 
pose of discussing Mr. Kitchin’s pet revenue bill, 
which appears to be about as popular throughout 
the country as Kaiser Bill would be in the state 
dining room of Windsor Palace. 


Widespread Interest In Export Trade 


Jim Ham told his senatorial colleagues that in 
his opinion the revenue measure would be greatly 
strengthened if they would add to it an amendment 
in the shape of the full text of the Webb bill. With 
the eloquence for which he is famed he dwelt upon 
the great interest of the general public in the ex- 
pansion of our export trade, declaring that Amer- 
icans seeking foreign business after the close of the 
European war will find themselves helpless in the 
face of official cartels, comptoirs and other com- 
binations having governmental support unless Con- 
gress in the meantime enacts the legislation em- 
bodied in the Webb bill. 

Chairman Simmons of the Finance Committee, 
who has charge of the revenue bill, promptly locked 
horns with the pink-whiskered Illinois senator. He 
declared that the revenue bill had plenty of troubles 
of its own without taking over the Webb measure. 

Senator Simmons drew attention to the fact that 
an effort to add the Webb bill to the omnibus reve- 
nue measure at the last session very nearly wrecked 
both bills, and expressed the opinion that if the ex- 
port combination proposition had not been with- 
drawn either the revenue bill would have died or 
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Congress would have been obliged to sit continu- 
ously until March 4. Everybody present knew 
there was truth in Mr. Simmons’ statement. 


Webb Amendment Voted Down 


There’s an old saying that “he travels fastest who 
travels alone” and experience has shown that this 
hoary maxim applies with great force to legislative 
projects. 

The up-shot of it all was that the caucus voted 
down the proposition to add the Webb bill as an 
amendment to the revenue measure. This was prob- 
ably good for the revenue bill, but bad for the ex- 
port trade accelerator. 

Then Senator Lewis read what sounded like an 
obituary notice of the Webb bill. In the very im- 
pressive manner which the Illinois statesman knows 
how to assume in spite of his fantastic raiment 
and cerise hirsute adornment he told the Demo- 
cratic caucus that in voting down the Webb bill as 
an amendment they had pronounced its doom so far 
as the Sixty-fourth Congress is concerned. 

Briefly sketching the parliamentary history of 
the Webb bill, Senator Lewis showed how, after it 
was drafted by the Federal Trade Commission and 
reported to the House without amendment by the 
Committee on Interstate and Foreign Commerce, 
it was taken apart on the floor and put together 
again with a lot of modifications by which it was 
completely emasculated. It was then rushed 
through the House without a roll-call and after the 
Senate had refused to add it as a “rider” to the 
Omnibus Revenue bill it was referred to the Senate 
Committee on Interstate Commerce where it slum- 
bered peacefully through September, October, No- 
vember and December, awaking only when the busi- 
ness men of the country, becoming fearful that it 
would fail of passage, stormed the committee rooms 
early in January and succeeded once more in put- 
ting the bill on wheels. 


Is the Export Bill Dead? 


This revival, however, in Senator Lewis’ opin- 
ion, came too late to save the bill in this Congress. 

The Senate committee has completely recon- 
structed the measure and even should it pass the 
Senate it must go back to the House for a pro- 
tracted wrangle first in committee and then on the 
floor, and in all probability must finally be licked 
into shape by a conference committee. With only 
eighteen working days of the session remaining, 
and with the dockets of both houses loaded to the 
guards with the appropriation bills and half a 
score of highly important special measures, the 
Webb bill would not have one chance in a hundred 
of final passage. 

Senator Lewis’ statement made a deep impression 
upon his colleagues, many of whom are ardent sup- 
porters of the Webb bill, but on the question of add- 
ing that measure to the revenue bill as a “rider” 
they were adamant. So the caucus adjourned, leav- 
ing the export trade bill in the air. 


National Chamber Takes a Hand 


But Jim Ham Lewis’ obituary to the contrary 
notwithstanding, the business men of the country 
are determined to make one final desperate effort to 
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put the Webb bill through before adjournment. The 
Chamber of Commerce of the United States is tak- 
ing the lead and, in a country-wide appeal to the 
many affiliated members of the organization, is 
urging the bringing of all possible pressure to bear 
upon senators and representatives in the hope of 
putting the bill across the line before adjournment 
on March 4. Here is the substance of a telegram 
the chamber has just sent to 700 live business or- 
ganizations in every State and territory of the 
Union: 

“The Webb bill permitting combinations of ex- 
porters engaged in foreign trade has reached a crit- 
ical stage. The National Chamber of Commerce is 
committed to the Webb bill; the Federal Trade Com- 
mission has thoroughly investigated the situation 
and advocates the passage of the bill. The Presi- 
dent has strongly indorsed it and urged it upon 
Congress as a part of the administration’s program; 
it has passed the House of Representatives; it has 
been reported by the Senate Committee on Inter- 
state Commerce, one senator only making a minor- 
ity report; and yet its chance of passage is in jeop- 
ardy. In the Senate Democratic caucus Senator 
Lewis of Illinois attempted to secure agreement for 
the attachment of the Webb bill to the revenue bill 
and failed. 

“If the bill does fail of passage it will not be be- 
cause of its defeat in open Senate, but because of 
failure to bring it to a vote before the close of the 
short session on March 4. This ends the Congress, 
and the legislation in a subsequent Congress would 
have to start all over again. 

“The interest of business men in this legislation 
is widespread. They have asked Congress to be al- 
lowed to combine against the combinations already 
existing among their competitors in foreign coun- 
tries. Notwithstanding the fact the proposed leg- 
islation has taken such definite form and has been 
so widely discussed, its fate now appears to be in 
balance. Action by the commercial bodies of the 
country to have any effect must be immediate.” 

Send a hot wire to your senator and congressman 
urging action on the Webb bill! It may not be too 
late. 

That “Scotched Snake” Again 


When the House of Representatives knocked out 
the Randall bill boosting the postage rate on trade 
publications, daily newspapers, magazines, etc., to a 
point that would have compelled a big increase in 
subscription rates, I told you that the snake was 
scotched, not killed. Later, when Mr. Randall pre- 
sented his amendment as an independent bill, I 
noted the fact that the snake had begun to wriggle 
his tail. 

During the past week a reptile of the same gen- 
eral species appeared in the Senate and at one time 
looked as formidable as any dragon. St. George ap- 
peared, however, in the person of Senator Hitch- 
cock of Nebraska, supported by a battalion of the 
ablest members of the Senate, and when the fight 
was over the dragon looked as though he had been 
put through a very competent threshing machine. 

When the House knocked out the Randall “rider” 
and sent the Post-Office Appropriation bill to the 
Senate without any change in the rates on second- 
class mail matter, the Senate Post-Office Committee 
decided to follow new tactics. An amendment was 
therefore framed raising the rate for the current 
year from 1 cent to 1% cents per pound for the 
coming year and thereafter to 2 cents per pound. 


Mr. Bankhead Plays a Card 


. Of course, Chairman Bankhead and his colleagues 
knew that this amendment would be subject to the 
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point of order that general legislation can be added 
to an appropriation bill only by unanimous consent, 
but with a card up his sleeve Mr. Bankhead decided 
to take a chance. It was a perfectly good card and 
but for some splendid missionary work on the part 
of the readers of HARDWARE AGE and other similar 
publications it might have taken the trick. 

When the amendment was reached in the con- 
sideration of the Post-Office bill Senator Hitchcock, 
who has. come to be regarded as one of the really 
big men of the Senate, made the point of order, 
which was promptly sustained by the Chair. Sen- 
ator Bryan of Florida, who had charge of the bill 
on behalf of the Post-Office Committee, then played 
Chairman Bankhead’s card. 

“I give notice,” he said, “that I will ask the Sen- 
ate to suspend the rules, including the point of or- 
der, so that this amendment may be adopted.” 

A motion to suspend the rules requires a two- 
thirds vote for its adoption and is debatable. So 
the Senate went to it hammer and tongs. — 


Senator Weeks Makes Telling Points 


Senator Weeks of Massachusetts led off with a 
graphic picture of the plight in which every pub- 
lisher in the United States has found himself in 
recent months as the result of the blue-sky limit of 
the price of everything he buys. 

“Print paper,” said Senator Weeks, “has advanced 
by leaps and bounds during: the past year to such 
a degree that where contracts have not been made 
which go over for the next year, or where the pro- 
ducers of print paper are-not willing to provide on 
substantially the terms of the past for their regular 
customers, the increased cost to the publishers is 
going to be enormous. In many cases it is going 
to be enough to entirely wipe out the profits of what 
have been very profitable publications, and as to 
those which have not been profitable, in many cases, 
in my judgment, it will practically ruin them. 

“At such a time as this, without giving them a 
hearing, for the Senate to increase a cost which 
may bring about the ruin of more or less publishers 
seems to me to be unfair and ill-advised. If we are 
going to do what other Governments do, we should 
foster and aid business men, instead of taking ac- 
tion, without giving them a hearing, which may 
bring about their ruin.” 

Using Penny Postage as a Booster 


‘ 


Senator Hardwick of Georgia called the Senate’s 
attention to the fact that the Post-Office Appropria- 
tion bill coupled the proposed increase in the rate on 
second-class mail matter with a reduction to 1 cent 
in the rate on drop letters, this ingenious device 
having been resorted to by the Post-Office Commit- 
tee in the hope of boosting an otherwise unpopular 
proposition. 

Senator Smoot of Utah promptly proceeded to lay 
out this argument with a hard counter on the point 
of the jaw. He said: 

“As soon as the rate of postage on drop letters is 
reduced to 1 cent I am quite sure the increase in 
the use of drop letters, and therefore the increase 
in revenue to the Government will be greater than 
is anticipated, for statements of accounts would be 
sent out more often, circular letters in the way of 
advertisements would be more frequently employed, 
and there are many other directions in which the 
use of drop letters would be increased, which, of 
course, would be bound to increase the receipts of 
the department. If the amendment is agreed to 
and we have 1-cent postage on drop letters, I be- 
lieve it will bring down the actual loss to the Gov- 
ernment in the carriage of the mails to something 
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like $12,000,000. It may not do so the first year, 
but it certainly will the second year, and by the end 
of the third year I think the greater part of the 
. Joss will be wiped out, even if there were no other 
change in existing postal rates. 


Surplus Justifies Penny Postage 


“I have all confidence in the statement-made by 
the Postmaster General that there will be a surplus 
at the end of the fiscal year of nearly $10,000,000. 
Therefore, if we adopt the 1l-cent postage rate for 
drop letters and there shall be a ten-million-dollar 
surplus in the department, as stated by the Post- 
master General—and I think he is correct in his 
estimate—then there will be very little deficit if 
we adopt the l-cent rate for drop letters this year, 
and next year I am quite confident that there would 
be none.” 

The managers of the post-office bill could very 
easily have tested the sentiment of the Senate on 
Senator Smoot’s proposition by dividing the ques- 
tion so that a vote could be had, first on penny 
postage and, second, on the rate on second-class 
mail matter, but knowing what the result would be 
they declined this challenge and put the joint project 
before the Senate. Then Senator Hitchcock, who 
had.made the original point of order, took the floor 
and administered such a drubbing to the proposed 
increase in the publishers’ rate as has rarely been 
given to a legislative measure in the Senate. Listen 
to a few extracts from his sledge-hammer argu- 


ment: 
A Revolutionary Proceeding 


“This is an attempt in the closing days of Con- 
gress to enact revolutionary legislation upon an ap- 
propriation bill. While it avoids revolution as far 
as the newspapers are concerned, it proposes the 
revolution as far as the magazines and the weekly 
publications of the country are concerned, without 
giving them an opportunity and without giving the 
country an opportunity, to be heard upon it. 

“Mr. President, the 1l-cent per pound rate of 
postage was established in 1885 after a considerable 
discussion and after a great deal of agitation. It 
was established by an overwhelming vote; the vote 
in the Senate was nearly 2 to 1, and it has been 
in uninterrupted effect throughout the country now 
for something like 32 years. Under it the whole 
publication business of the United States has been 
built up. To attempt to revolutionize this by an 
enormous change in the cost for transportation 
means to revolutionize the publication business. 


Postage Not Intended To Be Remunerative 


“When it was proposed in the Congress to reduce 
the second-rate postage on magazines, weeklies, and 
daily papers the claim was made that it would in- 
volve a loss. That was admitted. The country 
knew it was a loss. The country knew that it was 
proposed to carry these daily and weekly papers and 
these magazines at a loss, for it was accepted as a 
desirable thing to do because of the tremendous 
educational effect that would result to the country. 

“The predictions then made, Mr. President, have 
proved true. Since that time the publication of 
newspapers, magazines and other periodicals in the 
United States has constituted a great educational 
institution. It is as much an educational institu- 
tion as our public schools. It has had a tremendous 
effect not only in spreading intelligence among the 
American people and making them the best advised 
and best informed and most intelligent people in the 
world, but it has had a tremendous material effect 
upon the American people. 

“Mr. President, this great interest which has 
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been built up in this country, embracing some 1200 
daily papers or more and approximately 15,000 
weeklies, the large number of religious publica- 
tions, the large number of trade publications, form 
a part of the very body of American civilization. 
It has entered into our daily lives, and it is pro- 
posed in this eleventh-hour legislation upon an ap- 
propriation bill to uproot that whole system. 


Higher Subscription Rates Would Follow 


“Do you think that the subscribers of these 
papers, who have been getting them at the low price 
for the last few years, are going to be content to 
see their subscription prices increased $1 a year, 
as they probably will be if this is put in effect, and 
as they must be? The fact is well known to-day 
throughout the country that thousands of publica- 
tions are in serious straits because the cost of print 
paper has been violently advanced 50, 60 or even 70 
per cent. 

“This year there are newspapers and magazines 
and weeklies and monthlies upon the ragged edge 
of bankruptcy because of the increased cost in the 
price of paper. Many of the wiser ones have al- 
ready advanced their rates; others may be com- 
pelled to do so. For the others that are attempting 
to meet the situation—that are attempting still to 
bridge over the serious difficulties that confront 
them—shall it be made impossible for them to do 
so by this violent increase in the price of postage 
without a hearing—without warning? 


Subscription Rates Were Reduced 


“This was a proposition which was placed upon 
the statute books when the eyes of the country were 
open. It was admitted here upon the floor of the 
Senate in that discussion that it would involve a 
loss, and the people were willing to bear the loss 
because it was predicted that the price of news- 
papers and of magazines would be reduced to con- 
sumers and that there would be a great spread of 
intelligence. All that has occurred. 

“Newspaper subscriptions are not one-half so 
high as they were at that time. The penny paper 
has come into existence since that time, and the 
farmers since then have been able to secure a daily 
paper delivered at their doors and to get in close 
touch with the markets of the country. So I say 
that every prediction that was made as an induce- 
ment to the cheapening of newspaper postage has 
come true, and the whole system has become part 
of the web and the woof of American life. 

“Now, it is here proposed, without any due con- 
sideration, without any hearings that amount to 
anything, without any debate that can be at all 
thorough, without any statistics that are less than 
10 years old, to tear that whole system up, and to 
compel thousands of publications in the United 
States to do—what? Not necessarily to go into bank- 
ruptcy, but to increase their subscription price to 
their millions of subscribers. 

“I say that such legislation is reckless, and while 
I have spoken particularly of the newspaper, be- 
cause it is the newspaper that I understand and 
know something about, I would be equally unwilling 
to see this thing done as against the magazines of 
the country or against the weeklies of the country. 
I believe it would be a very foolish thing for Con- 
gress, without proper hearings, to inflict this change 
upon them.” 


Amendment Beaten On Its Merits 


Senator Bryan made a desperate attempt to rally 
his forces after this castigation of his committee’s 
(Continued on page 77.) 
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The Present State of the 
Randali Bill 


HE latest developments in regard to the 

second-class postage question in which 
HARDWARE AGE subscribers have taken such 
an active and effective interest are ably 
presented in this issue in the Washington 
letter wherein our correspondent quotes from 
the splendid speech of Senator Hitchcock, 
whose intelligent presentation of the facts of 
the case has proved a bulkhead against which 
the Randall ideas on postage have gone to 
smash, at least for the present. 


National Efficiency 


HE present war is different from all oth- 

ers in the extent to which its prosecution 
is supported by the industrial operations at 
home. In no previous war have the belliger- 
ents organized their manufacturing and 
transportation industries so completely. 
This is not because efficiency has just been 
learned but because the circumstances of 
modern warfare have made this organiza- 
tion necessary. The cause is of no concern; 
it is the fact that is of importance. In an- 
other respect this war is different. Much 
more than in the average or typical war, 
this is one to preserve or develop commerce. 
It is not because men are more farseeing now 
than formerly that the Entente Allies have 
been considering in such detail what they 
will do commercially after the war; it is be- 
cause this war is in particular a war of com- 
merce. In one respect it is like other wars. 
As pointed out last month by the First Na- 
tional Bank of Boston, “more and more opin- 
ion is growing that” the war is, after all, a 
normal war, and will see “active business” 
during its continuance and “for several years 
after its termination.” 

In these circumstances it is quite certain 
that the warring governments will be as ear- 
nest and thorough in controlling their indus- 
tries after the war as they have been during 
the war. At the close of our Civil War a 
million men returned to the pursuits of peace 
in the North without any disturbance in in- 
dustry being occasioned, but the matter was 
left to chance while the present belligerent 
countries will not leave the matter to chance. 
Obviously, if for no other reason, the con- 
trol of industry will be retained in order to 
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assure that the return of soldiers to produc- 
tive enterprise shall occasion no disturbance. 

If there is no control or organization in 
the United States, then in respect to there be- 
ing no control or organization here, and there 
being a complete system abroad, we shall be 
at a disadvantage. If the United States were 
completely neutral it would be a radical step 
for it to organize its industries in anything 
like the manner practised abroad for the pur- 
pose of prosecuting and furthering its com- 
merce. Already, however, the United States 
has made a step away from neutrality and is 
engaged in war preparations the precise ob- 
ject of which is not in doubt. The way is 
cleared for the country to organize its indus- 
trial operations for their most efficient opera- 
tion. It needs no excuse for a country to 
prepare itself for defense or for it to prepare 
to conduct its commerce in better manner, 
but if the captious desire a clear reason, the 
reason is furnished. 


At various times the hasty and obviously 
crude thought has been expressed that in 
case of the United States preparing for war 
the Government would find the machinery for 
making munitions of war ready at hand, al- 
ready in operation. Since the matter has 
been seriously considered, no such thought 
obtains. The Wall Street Journal refers to 
such suggestions clearly and forcibly, saying 
in part of such suggestions: “They propose 
an entirely defensive campaign, with the ac- 
cumulation of arms and armament solely for 
ourselves, to the exclusion of our present cus- 
tomers for such supplies, the Allies, upon 
whose side we should supposedly be fighting. 
Nothing could more effectually play into Ger- 
many’s hands.” 


In other words, when all the belligerents 
have been making wonderful displays of effi- 
ciency, it would be national inefficiency of 
the most palpable description. The produc- 
tion of munitions should be increased, in- 
stead of the present production being di- 
verted. If necessary, the steel needed should 
be secured by reducing the supplies of com- 
mercial steel now passing into strictly do- 
mestic consumption. That, however, would 
place hardships upon domestic consumers, 
and if means to avoid that can be found they 
should be employed. 


The production of steel at present is at a 
rate less than the physical capacity of the 
plant facilities for the reason that transpor- 
tation is inadequate. If freight transporta- 
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tion facilities are increased, the production 
_of steel will be increased. The first step for 
national efficiency in war preparation, and a 
step that would conduce to greater trade 
after the war, would be for the Government 
to establish such control over the railroads 
and over the industries capable of supplying 
the railroads with additional facilities, par- 
ticularly locomotives, as would increase the 
freight movement upon which the steel in- 
dustry depends. The belligerent govern- 
ments have gone far in discouraging passen- 
ger movement, practically forbidding it in 
some directions. Small steps in this direc- 
tion would greatly improve the railroad sit- 
uation in the United States, such as the an- 
nulment of passenger trains that are of lesser 
service to the people, reducing the speed of 
other trains, and so on. Individually the 
railroads cannot do these things, partly be- 
cause they are in competition with each 
other as to the character of passenger serv- 
ice furnished and partly because would-be 
passengers would have ground for complaint 
to the Interstate Commerce Commission. A 
thousand more locomotives would greatly in- 
crease the freight movement of the railroad 
system, and it would be a small step for the 
Government to cause these locomotives to be 
furnished. These first few steps toward na- 
tional efficiency would mean much. Eventu- 
ally the Government may have to take many 
and greater steps. The sooner the start is 
made the better. 


Present Prices 


ie these times of extremely high prices 
which are constantly advancing, retailers 
especially should seek to maintain a reason- 


able proportion of necessary profit. While 
the prevailing inflation lasts, provision ought 
to be made for future reaction. For instance, 
articles which in average times cost, say, 60 
to 75c. per dozen, quite commonly have sold 
at 10c. each. Now merchandise costing, for 
example, $1 per dozen, should bring about 
15c. each to yield similar returns. Other- 
wise, even at increased prices, but not based 
on the greater costs, gains in a given period 
will be smaller than under former conditions, 
despite considerable increases in sales. 

Thus a merchant with, for instance, $5,000 
invested in his business would require ap- 
proximately $7,500 to carry the same amount 
of stock. The risk on this capital, aside from 
the fluctuating trade occurrences which have 
long existed and are likely to continue, war- 
rants the getting of more than the ordinarily 
fair increment heretofore founded on more 
stable conditions. 


When the inevitable rebound occurs, the 
enhanced profit, if wisely conserved instead 
of being frittered away, will prove a comfort- 
ing asset with which to break the force of 


contraction. There are all sorts of opinions, 
wise and otherwise, as to when this back- 
ward swing of the business pendulum will be- 
gin, yet it is better to be sure than sorry. 


In the decade before the Civil War a good 
house actively in business cleared $150,000 
during 1856, which so enthused a junior part- 
ner that he was strong for throwing in the 
high speed and considerably expanding the 
business. But the cautious senior was think- 
ing of what would happen if trade should 
shrivel another year and therefore cached 
$25,000 of it for an emergency. 


When the severe panic of ’57 broke this 
house didn’t break too, because of a reason- 
able foresight instead of witless hindsight. 
Moreover, this same firm paid one manufac- 
turer considerably more than half a million 
dollars in 1916 for a single commodity iden- 
tical with the business of ’56. 


If good profits are made and dissipated in 
the belief that like the brook they will go on 
forever, there may be difficulty. To quote a 
bit of history, Joseph in Egypt with his ad- 
vance information provided in the seven 
plenteous years against famine in the seven 
following years: a lesson worth pondering. 
At present, prices generally are consider- 
ably higher than at previous periods at least 
for a score or more of years. This has seri- 
ously affected establishments specializing in 
5, 10 and 25 and 3 and 9-cent merchandise, 
many of which articles have had to be 
dropped, for the present at least. 


On the other hand, there are clear-think- 
ing, experienced merchants and manufac- 
turers who question seriously whether prices 
will again, or at least very soon, reach the 
low levels of the past few years. While there 
will inevitably be declines, prices, it is be- 
lieved, are not likely to react to the extremely 
low points reached during periods following 
1907. 


Greater efficiency through better organi- 
zation, improved labor-saving machinery, de- 
cidedly more intense competition hereafter, 
especially foreign, and better disposition of 
by-products often wasted, will operate to 
lower prices as these and other factors 
always have; but just when this will come 
is uncertain. 


Further, there are shrewd business men 
who do not anticipate sudden, severe declines, 
as some predict with the coming of peace. 
The stock market will undoubtedly be af- 
fected as it was recently, but less so with 
merchandise, it is surmised. Among the rea- 
sons for this belief are that many markets, 
domestic and foreign, are utterly bare of cer- 
tain raw materials and even manufactured 
goods; manufacturing is disorganized in 
many countries and there is bound to be a 
demand for months, possibly years, before 
something like a more stable equilibrium is 
again reached. 











New England Convention Held at 
Springfield 


Many Interesting Speeches—Large Delegation Attends Con- 
vention and Exhibition in New York 


HE hardware dealers of New England gathered 
T at Springfield, Mass., Feb. 6 and 7, to attend 

the annual convention of the New England 
Hardware Dealers’ Association. All the New 
England States were well represented and the mem- 
bers found so much to discuss in the questions con- 
sidered that there was never a pause in the two 
sessions that were held. The second day was cut 
short so that a large delegation could reach New 
York in time to attend the convention and exhibition 
there for the remainder of the week. 

After the roll call at the Tuesday afternoon ses- 
sion, President Henry M. Sanders opened the pro- 
ceedings with the following brief address which 
reviewed the conditions of business and the status 
of the association: : 


Mr. Sanders said: 
[* gives me great pleasure to welcome you here to- 

day. I feel sure we are all glad to come to the 
beautiful City of Springfield once more, and our pleas- 
ure is increased by having among our valued members 
the city’s chief executive, through whose courtesy we 
are privileged to hold our meeting in this stately 
chamber. 

This year we have departed from our custom of the 
past twelve years by omitting the exhibition. After 
due deliberation the directors deemed it advisable to 
omit the exhibition and to co-operate with the New 
York State Association by attending the convention 
and exhibition in New York and getting in personal 
touch with them, and from this contact gain a new 
spirit and a larger view. These convention sessions 
are a clearing house for the exchange of ideas accumu- 
lated by the members in their business relations with 
consumers, producers and distributors. None is so 
wise as to know all the combinations—none so lacking 
that he may not contribute to the general fund of rich 
experience that comes from a thousand sources, and so 
I trust every member present will make an effort to 
join the party which leaves for New York to-morrow 
afternoon. 

As there is much business to be done in our limited 
time, my remarks must be brief. 


Future Prices 


As you all know, the past two years have been very 
trying to the retail hardware merchant. The constant 
advance in the cost of goods makes it almost impossible 
to keep the retail prices so that they will show a profit. 
The cost of doing business has increased at the same 
time, and from the present outlook it would seem that 
these high prices will prevail through the year 1917 at 
least, and with the possibility that we may not be able 
to get some lines of goods at any price; my personal 
opinion is that we will never again purchase goods at 
the prices of two years ago. 

It gives me great pleasure to tell you that our mem- 
bership is still increasing—we are well over the five 
hundred mark and hope it will keep on growing. I 
trust you are all taking advantage of the many privi- 
leges of our new headquarters—our genial secretary is 
always ready to extend a welcome. 

I would like to call your attention to the clean-up 
and paint-up campaign. It would be a splendid oppor- 
tunity toward civic improvement if the hardware man 
would take the initiative and arouse his community to 
a sense of responsibility by making the clean-up and 
paint-up campaign a real and lasting force. 


In closing I wish to thank the officers and members 
of the association for their help and co-operation dur- 
ing the past two years. This year concludes 18 years 
of active service for me. The welfare and success of 
the New England Hardware Association always has 
been, and always will be, of deep interest to me, and I 
trust as the years go on it may continue to grow in 


James Strockbine, Watertown, Conn., president of the 

New England Hardware Dealers’ Association, and F. E. 

, Carlisle, Springfield, Mass., in attendance at the conven- 
tion held in New York 


strength and influence until it becomes one of the 
greatest organizations in New England. 


The Hon. Frank E. Stacy, Mayor of Springfield 
and a member of the advisory board of the associa- 
tion, welcomed the members in a characteristically 
happy speech. Committees on credentials, resolu- 
tions and nominations were chosen and reports of 
officers were read. The reports of the secretary, 
George A. Fiel, and of the treasurer, Calvin M. 
Nichols, showed that the association was in a most 
prosperous condition. 

Interesting reports were then made by various 
committees which have been active during the year. 
The railroad committee, James Strockbine, chair- 
man, reviewed the changes in rates and other trans- 
portation matters which threatened New England 
industries and pointed out how the committee was 
working in conjunction with the Massachusetts 
State Board of Trade and other bodies to relieve 
New England industry of its transportation prob- 
lems, which are particularly serious at this time due 
to several recent decisions of the Interstate Com- 
merce Commission. 
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Insurance 


The committee on insurance, F. Alexander 
Chandler, chairman, reported the steps being taken 
to make possible the formation of a New England 
Mutual Hardware Dealers’ Insurance Company un- 
der the auspices of the association. As a result of 
the work of this committee and the secretary, a bill 
is before the Legislature of Massachusetts petition- 
ing for a change in the present law which would 
enable the formation of such a company. The amend- 
ment to the law which is sought is permission to 
start a company of the desired kind with policies 
of $400,000 instead of $1,000,000, and with capital 
of $100,000 in place of $500,000. The claim is made 
that the retail hardware dealers are so scattered 
that there is no conflagration risk and that therefore 
in this case of classified risks the amendment sought 
is equitable. The bill is House Bill, No. 1297, and 
it comes up for a hearing at the State House on 
Feb. 14. It was recommended that the matter of 
organization be placed in the hands of the board 
of directors. 

One of the most carefully prepared addresses of 
the whole convention was next in order. The subject 
was “The Way of Buying” and the speaker was 
Frank E. Peirson, Pittsfield, Mass. In part, he said? 


The Way of Buying 


T HE question at once arises, is there any particular 

or best way of buying? Or is it not true that 
each one of us has adopted the way best suited to his 
industrial business? Buying is surely one of the most 
impgrtant factors in business, but buying without tak- 
ing into consideration the other equally important 
factor “Selling” can be a fatal error. 

I am not sure that price enters as seriously into the 
question as some of us would suppose, for the old 
statement that “goods well bought are half sold” has 
been discredited many times. 

I would say that there are three important factors 
to be taken into consideration when purchasing goods. 
First, quality; second, price; and third, the selling 
ability of the article. Many and diverse are the wiles 
of the traveling man, and, in these days of trained 
salesmen, the buyer, unless he circles himself about 
with superior knowledge or a positive statement that 
he is not in the market, suddenly finds himself with an 
overstock, or with a slew selling commodity on his 
hands. Therefore, know what you want, paste that 
knowledge in your hat, keep your head small enough to 
wear it, and don’t give a hang if traveling men tell 
you that you are making the mistake of your life. You 
are not the only one who is making the same mistake. 

Knowledge is, of course, the greatest asset of the 
buyer and he who is well posted can often by his 
superior knowledge of market conditions secure con- 
tracts that are of much value. His success must come 
from intimate knowledge of the market, from famil- 
iarity with trade prices, from a well kept up price 
book, and from his ability to keep posted on the sales 
end of his business, for a “lumpy” stock is a mighty 
poor asset. 

Many helps are given the buyers of to-day, for trade 
papers and associations of all kinds are constantly 
publishing trade price lists and giving opinions on the 
market. Price cards and price systems of infinite 
variety are in use and most buyers place great depend- 
ence upon them, keeping at their immediate call in 
systematic order years of fluctuations of prices on im- 
portant articles. 


The Conservative Buyer 


Accurate information is always essential to the 
buyer and a complete catalog file, well cross-indexed, 
a complete file of current price lists, and an individual 
card index of prices and information are of vital as- 
sistance. With these any hardware man of intelligence 
with a reasonable amount of conservatism can become 
a careful and consistent buyer. 
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I am very sure, after some years of experience, that 
I take off my hat to the conservative buyer—the man 
whose endeavor from one year’s end to another is to 
keep a weli-assorted stock of regular hardware, side- 
stepping upon occasion for attractive specialties, but, 
when called upon by persuasive salesmen, giving their 
story consideration and then deciding to stand by the 
old line. 

It requires no brains at all to place an order with a 
traveling salesman. He furnishes a superabundance of 
advice for you, but it does require intelligence to place 
an order for regular goods, even with stock cards and 
other individual methods giving you a close estimate 
of goods required for a specific time. It does require 
intelligent thoughtfulness to decide for or against the 
doubling up of stock in any department, thus increas- 
ing twofold the responsibility of the men of the depart. 
ment and decreasing (unless you have unlimited capi- 
tal) your purchasing ability in other places. 


The Question of Stock 


I think that I should in nine cases out of ten decide 
against two makes of saws, two makes of hammers, 
two kinds of paint, believing rather in a complete stock 
of one make unless it could be shown that there was a 
demand for others and that sales could be materially 
increased by the carrying of this double stock. 

The stock card is of great value to the buyer, and if, 
added to the condition of stock as shown by the card, 
there could be given a reasonable estimate of loss of 
sales during “out of stock periods,” the problem of 
buying would be greatly simplified. It is impossible 
for me in the few minutes allotted to me to give you 
any definite plan of buying and I have no doubt that 
many of you have had greater experience than I. The 
only formula I could possibly suggest is as follows: 
Think carefully about every purchase, considering 
quality above everything else. Use every legitimate 
means to obtain as low a price as possible and be thor 
oughly familiar with every contract you sign. Be 
rather conservative in your putting on of new lines 
and keep your stock of regular, all-the-year-round mer- 
chandise in a normal condition. When you have done 
this you have solved for yourself “the way of buying.” 


James Strockbine and D. Fletcher Barber ampli- 
fied the previous speaker’s remarks in short talks 
on the “Necessity of Right Buying” and “Buying 
Knowledge.” 

The last speaker at this session was J. DeF. 
Phelps, Windsor Locks, Conn., on “The Object of 
Selling.” 

The evening was given over to a dinner and an 
informal dance at the Hotel Kimball, the convention 
headquarters, the presence of a large number of 
ladies making this one of the most enjoyable feat- 
ures of the convention. Several members were 
called upon for short speeches, each being introduced 
with remarks by the toastmaster, the, Hon. Frank E. 
Stacy, that caused considerable hilarity among the 
diners. Those who participated in making this 
feature interesting were D. Fletcher Barber, Boston, 
Mass.; A. J. Osborne, Holyoke, Mass.; Frank E. 
Peirson, Pittsfield, Mass.; Samuel H. Thompson, 
Lowell, Mass., and Mrs. Henry A. Sanders, Boston, 
Mass., who responded for the ladies. 


Speeches 


The session of Wednesday, like that of Tuesday, 
was held in the attractive “Mahogany Room” of 
the Auditorium Building of the famous Municipal 
Group of Springfield. The speakers and their sub- 
jects were C. O. Eaton, Brunswick, Me., “How Prof- 
its Are Lost”; A. J. Osborne, Holyoke, Mass., “Abil- 
ity to Pay”; A. E. Moreau, Manchester, N. H., 
“Credit Information”; Calvin M. Nichols, Dor- 


chester, Mass., “How Profits Are Made”; Hiram W. 
Colton, Cambridge, Mass., “Collector and Custom- 
er’; D. N. Clark, Shelton, Conn., “Courtesy and 
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Firmness” ; 8. H. Thompson, Lowell, Mass., “Knowl- 
edge and Watchfulness”; Frank E. Stacy, Spring- 
field, Mass., “The Unity of Community”, and Dan 
R. Campbell, Montpelier, Vt., “How Changing Con- 
ditions Affect Trade.” There was much helpful dis- 
cussion, tinctured with relation of personal experi- 
ences, on several of these subjects, there being so 
much interest that several members were on their 
feet at once trying to get the president’s attention. 


New Officers 


The committee on resolutions presented the fol- 
lowing report, which was unanimously adopted: 


WHEREAS, The increase in the hardware sales of the 
country for 1916 was 21.5 per cent, with an average 
increase in stock of 13.7 per cent based upon the value 
of the stocks; and 


WHEREAS, This shows that the hardware dealer has 
made larger advances and hi§ business must have been 
prospering; therefore, be it 

Resolved, That the New England Hardware Dealers’ 
Association, in convention assembled at Springfield, 
Mass., express their gratification at the improved con- 
dition of business; and be it further 

Resolved, That this association would take a more 
decided stand for an American merchant marine, for 
while the ship-yards of the country are filled with work 
for years ahead, we should have more ship-yards to 
take care of the demand for a larger fleet. 

WHEREAS, The present conditions mean a decided 
stand for patriotism; 

Resolved, That we stand behind the President of the 
United States, as Americans, with the earnest hope in 
our hearts that the country may be spared the horrors 
of war, but with the determination to shoulder that 
burden cheerfully and with patriotic enthusiasm, if 
necessary to protect the national safety and to main- 
tain the national honor. 

WHEREAS, The methods of taxation in this country 
have reached a stage where it is time to call a halt. 
The business man has been the target for transporta- 
tion charges, legislatiun of all kinds has raised taxes to 
the limit, and the assessors are now looking for further 
methods for taxing more. It seems to be the method 
of the assessor and the law-maker to tax the business 
man until he shall call for mercy. 

Resolved, That our national association interest 
itself in the methods of overtaxation of business men. 

WHEREAS, The members of this association view with 
pride the immense stride made by the city of Spring- 
field and her organizations in the diverting of the great 
agricultural fair from Chicago, and the training of 
men, women and children of Springfield and vicinity in 
the business and home life of the owners of the farm; 

Resolved, That this association congratulates Spring- 
field on the success of her convention bureau and pre- 
dicts the future success of an annual permanent agri- 
cultural exposition. 

WHEREAS, We note the steady improvement of such 
cities as Springfield in her “pay-as-you-go policy” and 
the town of Norwood in its improved methods of town 
government, making of themselves examples not only 
for the cities and towns of Massachusetts, but for the 
whole country; 

Resolved, That we commend the public spirit which 
advertises a model city and town for the benefit of the 
country. 

WHEREAS, It is with pride we notice the “get-together 
spirit” of the Pennsylvania and Atlantic Seaboard 
Hardware Association and the New York State Retail 
Hardware Association in their combination conven- 
tions and exhibition at New York City at this date; 

Resolved, That the New England, New York and 
Atlantic Seaboard methods of getting together for con- 
structive work be adopted in other sections of our 
country for the benefit of the trade through co-opera- 
tion; and be it further 

Resolved, That these resolutions be spread upon our 


Hardware Age 


records and a copy be sent to our national organization 
and the press. 


The officers chosen for the following year are: 
President, James Strockbine, Watertown, Conn.; 
first vice-president, Charles O. Eaton, Brunswick, 
Me.; second vice-president, H. B. Sibley, Ware, 
Mass.; treasurer, Calvin M. Nichols, Dorchester, 
Mass. 

Directors for three years: O. C. Alderman, 
Springfield, Mass.; L. W. Thompson, Woburn, Mass.; 
Hiram W. Colton, Cambridge, Mass., and H. W. 
Morse, Meriden, Conn. 

The retiring president, Henry M. Sanders, was 
given a rising vote of thanks for his efficient and 
diligent services during eighteen years of various 
activities in the interest of the association and in 
the promotion of its welfare and influence. 


Washing Machine Makers 
Organize 


HE American Washing Machine Manufacturers’ 

Association held its first annual meeting at the 
Hotel Sherman, Chicago, IIl., recently. In January, 
1915, a small group of washing machine manufac- 
turers held their first meeting in Chicago and de- 
cided to form a permanent organization for the pur- 
pose of creating better trade conditions and to take 
advantage of the constructive opportunities now 


being offered to American industries by the Federal 


Trade Commission. Since that first meeting the 
number of members has increased until now—a 
year after its organization—the manufacturers in 
the association produce approximately three-quar- 
ters of all of the washing machines made in this 
country. 

At the meeting Sam T. White of the White Lily 
Mfg. Company, Davenport, Ia., was re-elected pres- 
ident; J. D. A. Johnson of the Michigan Washing 
Machine Company, Muskegon, Mich., was elected 
first vice-president; H. L. Barker of the 1900 
Washer Company, Binghamton, N. Y., second vice- 
president; F. H. Bergman of the One Minute Mfg. 
Company, Newton, Iowa, third vice-president; W. 
H. Voss of the Voss Bros. Mfg. Company, Daven- 
port, Ia., treasurer, and Raymond Marsh of Chicago, 
secretary. 

Raymond Marsh, secretary, when interviewed at 
the association headquarters in the Otis Building, 
Chicago, said: “The members of the association, 
in their plans to better conditions in the industry, 
are studying efficiency in the manufacture of wash- 
ing machines, practical cost systems and standardi- 
zation of parts. 

“The association work is stabilizing conditions in 
the industry, and establishing standards of manu- 
facture which will benefit everyone who uses, sells 
or makes a washing machine. 

“Considerable attention has been given, during 
the past year, to the problem of efficient distribu- 
tion, and a co-operative national publicity campaign 
to advertise the need of washing machines in the 
home is now receiving serious consideration. 

“The members of the association are inclined to 
believe that the average housewife does not realize 
the possibilities of the household washing machine 
as a practical labor and time-saving device. The 
manufacturers believe that the acuteness of the 
ever-present servant problem will justify them in 
carrying on a publicity campaign to show the house- 
wife how efficiently and economically the modern 
washing machine will do the work for which it is 
built.” 
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project, but in vain, and when the roll was called 
on the motion to suspend the rules only 34 senators 
yoted in the affirmative, while 37 cast negative bal- 
lots. Thus the Senate not only refused to suspend 
the rules, but gave evidence of its willingness to re- 
ject the committee’s proposition on its merits by a 
majority vote. 

The Randall bill is still sleeping quietly in the 
House Post-Office Committee and the weather has 
been so cold that the snake is quite dormant and 
you might easily mistake it for a stick of wood. 
But the weather will be much warmer before Con- 
gress adjourns and the snake will stand watching. 


Robert Biddle, Second, Presi- 
dent of the Supplee-Biddle 


Hardware Company 


THE Supplee-Biddle Hardware Company, Phila- 

delphia, Pa., announces the election of Robert 
Biddle, 2d, as president. Mr. Biddle assumes his 
important responsibility with a well-rounded ex- 
perience. In the eighteen years he has devoted to 
the hardware jobbing business, a part of that time 
has been spent in practically every department of 
his company’s activities. He was five years on the 
road, after first familiarizing himself with the stock 
and various other departmental duties. Later he 
went into the credit department, and from there, 
step by step, he moved forward until the buying 
and selling of this large organization was under 
his guidance. This long apprenticeship in the de- 
tails of the business admirably fits him for the 
larger responsibilities he is now called upon to as- 
sume. 

Mr. Biddle is personally popular with the entire 
Supplee-Biddle staff, and the congratulations he has 
received upon his election assure him its active 
and loyal co-operation. One of the cardinal and 
fundamental principles of his business career has 
been a firm belief in “the 6pen door,” and no execu- 


Robert Biddle, Second 


tive was ever more accessible to his employees for 
conference or complaint than he. Moreover, his 
personal devotion for the business and his enthu- 
siasm for every activity of the organization is due 
in no small measure to his popularity with the staff, 
and the rapid development of the company’s activi- 
ties and successes. 

To Mr. Biddle’s foresight can be attributed in 
large measure the consolidation in 1914 of the Sup- 
plee and Biddle Hardware Companies. These two 
old conservative jobbing houses since joining hands 
have become one of the most enterprising and ag- 
gressive hardware jobbing houses in the East. 


A patriotic display in which Martha Washington electric flat irons were featured. Edward Travers trimmed the 
window for Alex. Grant’s Sons, Syracuse, N. Y. 
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The Diary of 


By HAROLD WHITEHEAD 
Instructor mm Business Method at Boston University 





Dawson Black 


Twenty-ninth Section 


EDNESDAY, Feb. 2, 1916.—Hoorah! the 
W sun is shining once more! I have a feeling 
as if a little dicky-bird were singing in my 
heart. There is some blue in the sky and the wind 
doesn’t always blow from the East. I received a 
night letter from Betty this morning. She is 
leaving Birmingham next week and is going with 
her aunt to a place she has in Florida to stay there 
a month, and then she is coming right home again. 
I don’t think I realized how much I missed my dear 
one until I found she was coming home and was 
feeling herself again—so she says. I just finished 
reading the telegram when the Mater came down- 
stairs, and in my joy I caught her around the waist 
and swung her round twice until her feet left the 
floor. “Mercy on us!” she exclaimed, as I set her 
on a chair gasping, “what has got into the boy?” 


“Just happiness, that’s all! Betty is coming home 
in a month.” 

“Gracious,” said Mater, with a twinkle in her 
eye, “I really thought it was something important!” 

When I got down to the store who did I see but 
Larson, still weak and very pale, but dear old Lar- 
son back again. I suppose I’m sentimental, but I 
have grown to like the old chap, and it sure has 
been mighty hard work while he’s been away. 

The doctor said he could come down for two or 
three hours each day for a few weeks, but must 
not put in his full time yet. 

Of course, I paid him his salary all the time he 
was away, and shall continue to do so, for I’ve come 
to realize that a boss owes it to his employees to 
look after them if they are in hard luck, and inci- 
dentally it is good business to keep the employees 
happy. I believe that happy, cheerful employees 
keep the cash register ringing “Welcome, stranger” 
chimes. 

Just as I got in old Peter Bender, the carpenter, 
came in the store. He comes but very seldom now, 
for since I’ve stopped his credit he can come only 
when he is able to pay cash. Now, before I tell you 
what happened, I must remind you what took place 
some few months ago when I pulled off my stunt of 
buying mail-order catalogs. You remember my 
telling you about it, don’t you? Well, for a time it 
looked as if the stunt had done every merchant in 
the town good, but it wasn’t very long before mail 
order catalogs were in the town again as thick as 
ever. 

I have had an occasional ad in our local paper 
saying, “Buy it in town if the price is right, but 
don’t pay more than you can buy it for elsewhere. 
If it is anything in hardware, I will guarantee to 
supply it at the same price as the mail order houses, 
and you can see what you are getting before you buy 
it.” I don’t think the ad did us a great deal of good 
generally, but there are a few people who used to 
buy from the mail order houses that now buy from 
me. 

Now I’ll tell you what happened between Peter 
and Larson. 

“I want an axe like this ’ere one,” Peter said, 
displaying the picture of an axe he had cut out-of a 
mail order catalog. “How much is it?” 


“Seventy-five cents,” said Larson. 

“A-ha!” snarled Peter, “I’ll give yer 63 cents for 
it. Yer say yer can sell it as cheap as a mail 
order house—and that’s their price!” He banged 
his finger on the catalog to verify his statement. 


“All right,” said Larson. Whereupon Bender 
belligerently planted 63 cents on the counter. 


“Not so fast,” continued Larson. “I want 3 cents 
for the money order, 1 cent for your stationery, and 
2 cents for the stamp. That’s another 6 cents, 
That’s fair, you know—you must pay us what it 
will cost you.” 

Peter looked at me. “Guess you’re right,” and he 
threw the other 6 cents on the counter. 

“Now,” said Larson, as he picked up the money, 
“vou come around in three weeks’ time and I will let 
you have the axe.” 

“What do yer mean?” asked old Peter, with as- 
tonishment. 

“Why, if you sent to Chicago, that’s just how long 
you would have to wait before you got it.” 

“Well, I want it now.” 

“You couldn’t get it now from a mail order 
house,” said Larson. 

“What will I have to pay to get it at once?” 

“It will cost you 6 cents more—that’s 75 cents. 
I really ought not to have shown you the axe for 
another three weeks, but I don’t mind letting you 
have a look at it now, so you’ll see what you will 
get!” 

“Aw, cut out the funny stuff!” said Peter, put- 
ting his hand in his pocket, from which he produced 
another 6 cents. “It’s worth it to get it right 
away.” 

Larson wrapped up the axe and passed it over to 
him and to my surprise old Bender said: “I guess 
you’re about right on that thing, after all. You 
know I never realized that until you pointed it out 
to me. Here,” and he tossed the catalog on the 
counter, “I guess I won’t need this any more.” 

Larson has handled several customers in the past 
in a similar way to this, and in nearly every case 
has won a friend for us and the mail order houses 
have lost a customer. What do you think of the 
idea, Brother Diary? 


Saturday, Feb. 5.—You remember I wrote you 
about the first of the month on the way I wanted 
to dominate? Well, I got hold of Fellows of the 
Flaxon Advertising Company, and told him that I 
wanted to dominate in service; that I’d a hunch that 
if I had a little leaflet or something of that kind, 
telling people I wanted to give them service, and put 
the leaflet in all the packages that left the store, it 
would help out a lot. I gave him a few ideas I had 
on it and asked him to work up a little folder. I 
received the layout of it to-day and am tickled with 
it. It is so good I’ve ordered some at once. The 
beauty of this folder is that it doesn’t matter what 
you’re selling or who you’re selling to, it applies, 
because it’s general, not specific. 

Fellows told me I ought to copyright the idea 
and then sell it to other stores in other towns. I 
told him he could do that—I was in the hardware 
business—not the advertising business. 
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I must tell you about this little folder, because I 
think it is very good. It has four pages and the 
size of it is about 4 x 742 in. The first page says: 


WE ARE IN BUSINESS 
TO SELL GOODS 
THAT WON’T COME BACK 
TO FRIEND-CUSTOMERS 
WHO WILL 


This one-minute sales talk tells how 
we try to do it 


THE BLACK HARDWARE STORE 
32 Hill Street, Farmdale 


The second and third pages and part of the fourth 
contain the following: 

A well-known business man once said that sales- 
manship “is selling goods that won’t come back to 
customers who will.” 

It requires more than salesmanship to do this— 
it also needs buymanship and service. 

We realize this. We know that every purchase 
you make in our store must have service with it. 

Service—good service—is supplying your needs 
in the best, quickest and most economical way. 

So we start by buying right. When a clever 
salesman offers us some job goods at a long-profit 
price, we just can’t hear him, but, when he offers 
us goods that will win us satisfied friend-customers, 
we can easily hear his faintest whisper. 

We don’t blindly take his word for it, either; for 
while we have a lot to learn, we know how to judge 
values, because we know our business—we are 
practical. 

But service does not stop here. Our goods must 
be kept in perfect condition. Our goods must never 
get into a “frowsty,” shop-damaged state. 

Careful buying helps us to get goods that com- 
mand a ready sale. They are fitted exactly to our 
friend-customers’ needs. : 

This is why we have earned the confidence and 
good-will of so many people. They know they get 
what they need—and not just what a salesman 
wants to get rid of. 

Lots of casual buyers become permanent friend- 
customers because they get what they want when 
they want it. 

We sometimes refuse to sell to a customer because 
we know that he needs something different from 
what we have. 

Sounds funny, doesn’t it, to turn good money 
away? But it pays us because people know we 
consider their needs first—our welfare automatically 
follows. 

Most stores have policies. One of ours is: “No 
goods must be sold unless they will be of real service 
to the customer.” 

Another fixed policy is: “We must show our 
friend-customers by our conduct that we are glad 
to serve them.” 

Here’s a confession. We actually make a profit 
on everything we sell. Doesn’t matter what you 
buy, we make something on the deal. 

We think it better to do this than to “cut” the 
= on some goods and add it on to others. Don’t 
ou? 

: Just one other thing. There’s no such word as 
trouble” in our dictionary. We are glad to go out 
of our way to supply your unusual needs. 

This little sales talk is neatly printed for you to 
read; we mean every word of it. 


We would like to tell it to you in person if we 
could— 


Of course! 
you by deeds! 


So we can. We can prove it all to 
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_ Call and look at our goods; then check up our 
service by this sales talk. 

At the bottom of the fourth page we are going 
to have “Yours for hardware service, Dawson 
Black” reproduced in my own handwriting. 

“See the idea?” said Fellows. “If you’re a grocer, 
you could write, ‘Yours for grocery service, John 
Brown,’ or if a man were a hardware’ man and 
wanted to specialize on one particular thing, ‘Yours 
for automobile service,’ or anything he liked.” 

The whole thing is so worded as to fit in with 
any kind of goods you may be selling. 

Fellows says he will look after the printing of this 
and supply me at a very low price, $4 a thousand; 
and he said he wouldn’t charge me for working up 
the idea at all, because he is going to try to sell 
some of these folders to other stores in other towns. 
I don’t mind what he does with it, for it lets me 
out very cheaply. He says he will let me have some 
next week. I have ordered 2000 to begin with. We 
are going to put one in each package and we are 
going to mail one to every one of our charge cus- 
tomers, besides sending them to a select list of 
prospects. 

Next Monday I am going to Boston to see Alex 
Cantling to find out how much money would be 
required to start a small automobile accessory de- 
partment. 

By the way, Friend Diary, I want to register a 
thought with you, which has impressed itself upon 
me very much. I read in the Business Man’s 
Magazine of last month that many retail stores add 
new departments to their business, but do not add 
to their gross sales or net profits. To quote the 
words of the article: 

“‘Many stores add new departments to their busi- 
ness, but fail to increase their business by so doing, 
which shows that what they gain from the sale 
of new goods added they lose from other lines. Such 
stores would be better off without any new depart- 
ments, for unless new departments increase the 
turnover, the business remains stationary, and if 
additional capital has been used for the new depart- 
ments the percentage of profit on investment is de- 
creased. The sales of a new department should 
show as a direct increase over previous sales, other- 
wise the new department should be abandoned. 

“It is only by departmentizing stocks and seeing 
that each department gets its own quota of business, 
and seeing that the addition ef a new department 
does not reduce the sales of any other department, 
that successful growth is assured.” 

I did not seer to grasp the point of the article 
at first, but I was interested and studied over it 
for a while. Then I realized that it was ‘full of red 
meat,” as old Barley-Water would say. Talking 
of red meat reminds me that I can smell some good 
red steak cooking, and I also get the odor of de- 
licious onions, and when the Mater cooks steak and 
onions, believe me, it’s some real feed! So, Brother 
Diary, now for it! 

(To be continued) 


WILLIAM J. LYNCH, manager of the plant of the 
National Enameling & Stamping Company at Gran- 
ite City, Ill., who has resigned to become manager 
of the Standard Sheet & Tin Plate Company, Can- 
nonsburg, Pa., was the recipient of a silver loving 
cup recently at a dinner given him by a large num- 
ber of his friends at the Planters Hotel, St. Louis. 


THOMAS D. TEMPLE, superintendent of the plant 
of the American Steel & Wire Company, at Ander- 
son, Ind., has been transferred to Birmingham, Ala., 
and Harry O’Connor will go to the Anderson plant 
from DeKalb, III. 
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Publicity for the Retailer 


Store Paper Uses Strong Selling Ads—Making the [llustra- 
tion Work—Two Business Bringers from Alabama 
By BURT J. PARIS 


Attracts, Creates Desire and Induces Action 


No. 1 (4 cols. x 8 in.) The correspondence school 
course in advertising says you must first attract, 
then create desire, and lastly, induce action every 
time you take pencil in hand to write an ad. This 
reminds us always of the statement of the great 
financier who on being asked how to become wealthy, 
said: ‘Always spend less than you earn.” Be that 
as it may, this particular ad happens to be the ideal 
of the correspondence school for it attracts by its 
inviting layout, convinces us that we should own 
an Edison and induces us to sign the dotted line by 
that luring last paragraph. We took this ad from 
“Dep’s Pep,” the monthly store paper of the J. G. 
De Prez Company, Shelbyville, Ind. Some few weeks 
ago we told you how well D. Wray De Prez edited 
this paper of the De Prez Company and now it seems 
that Mr. De Prez knows also how to put “pep” in 
the ads that are sprinkled through “Dep’s Pep.” 
An ad like this is bound to eventually sell the goods. 
The ad ties up with Edison’s “tone test” campaign, 
shows some very attractive models of the machine, 
with prices in plain figures and concludes by featur- 
ing an easy payment plan. If we owned a hardware 
store, an ad like this would make us want to stock’ 
up on phonographs just because of the possibilities 
in advertising the goods. For another Edison ad 
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No. 1—It will sell phonographs 





They know a good 
thing when they taste 
it. All kinds of dogs 
like it, whether a pup 
or full grown. 


Old Grist Mill Dog and Puppy 's 12s 


Milkbone Dog and Puppy shaped like 
a bone, 1¢ 10c pound 


7% EMPLE TON'S 


13-15-17 East Main St. 























No. 2—A short dog tale 


in “Dep’s Pep,” we suggest showing one style, say 
the $100 model, select a dozen records or leave the 
choice open to the purchaser, total the cost of ma- 
chine and records and perhaps include a record 
album at cost and feature the outfit for a certain 
down payment and so much per month. An ad like 
this always brings home the bacon. 
A’Story in Two Growls 

No. 2 (3 cols. x 7 in.) J. Goldstein, adman for 
Chas. A. Templeton, Inc., Waterbury, Conn., sent us 
this ad, and like the ad of his we showed you re 
cently, this effort carries one of those illustrations 
which illustrates the thought rather than the article 
itself. A series of ads with these illustrations will 
liven up anyone’s advertising. These illustrations 
work with the copy. Some cuts are lazy and don’t 
assist the copy one-half as much as they could. This 
ad is good because it will appeal to every dog owner 
immediately. 


Best Stove Ad They Ever Used 


No. 3 (2 cols.x 7in.) E. Steele Partridge, adver- 
tising manager for the C. S. Partridge Hardware 
Company, Mobile, Ala., sent us this ad with the fol- 
lowing comment which will interest you: “I think 
it sold more stoves than any other stove ad we ever 
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OUR AIM IS SERVICE 


QUALITY 18 OUR SLQGAN 


GET YOU A HEATER 
Before Real Cold Weather Comes 
Here Are the Best Two Heating Stoves Made 








THE MONITOR 
RARIATOR 


THE WILSON 
DOWN DRAFT 
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Let Us 
Tell You | WILL KEEP Fie % 
GIVES 1-8 MORE HEAT HOURS without touch- 
Yo wary pee About in ee i. a a 
tham any other stove of its size nd os 98 
wmabufactured. Never goed out These putting on more coal. 
when. operated correctly. It te wonderful. 
Stoves 











221 DAUPHIN STREET 
at You Buy We Stand By 


No. 3—This stove ad broke all records for business 





ran.” Note that the main point made on the “Radi- 
ator” is that it gives more heat with less fuel and 
that the point made on the “Down Draft” is that it 
will keep fire 36 hours without attention. The last 
mentioned point is also made a secondary appeal in 
the “Radiator” text. In other words, economy and 
convenience are played up in a convincing and yet 
very brief manner. Attention is focused on but two 
styles of stoves and the whole ad is very quickly 
read. It is also very neatly arranged, the panels 





TOOLS 


You, Mechanics and Carpenters, who use tools 
know that the quality of your work depends in 
a great measure upon the quality of the tools 
you use, 


We carry only the best makes on the market. 
ATKINS & DISTON SAWS. 


SARGEANT PLANES, HATCHETS, ETC. 
“KEEN-KUTTER.” “BLUE GRASS.” 


Take a look-at the tool display in our west 
ant A. 
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No. 4—Featuring tool quality 
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setting off the cuts nicely. This ad is a proved busi- 
ness getter and we suggest that you pattern your 
next stove ad along the line of this one. Note the 
store slogans, especially the bottom slogan: “What 
you buy we stand by.” This strikes us as being a 
very effective and euphonious phrase. And we would 
suggest using it or something similar, provided you 
don’t do business in Mobile. 


Featuring the Brands 


No. 4 (2 cols. x 5 in.) This is another ad sent 
us by Mr. Partridge. The features here are the 
novel layout and the mention of well-known brands. 
The fact that only high-grade tools are carried in- 
spires confidence right away. Many mechanics who 
have bought inferior tools have discovered that it 
was poor economy and these mechanics have definite 
trade names in mind when they set out to add to 
their tool equipment. Hence an ad of this sort will 
attract the best type of tool user. The bottom line 
makes the ad tie up with the window display, which 
is always a proper advertising plan. Mr. Partridge 
states that results from this particular ad were dif- 
ficult to trace because of the great number of tools 
sold all the year. Mr. Partridge asks us if he should 
send more of his ads. We will be glad to have more 
ads from Mr. Partridge. Send them in at any time. 


It Disposed of Gas Burners and Mantles 


No. 5 (2 cols. x 9 in.) H. T. Nock, secretary for 
Nock & Kirby, hardware merchants of Sydney, Aus- 
tralia, sent us this ad and states that it brought 





INCANDESCENT 


GAS BURNERS 


CHEAPER AND BETTER THAN ANYWHERE 
ELSE IN SYDNEY AT 


Nock and Kirby’s Noted Low Prices. 
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Our Special New Cap 





2/9 
Our Wonderful Burner 2/9. 
4 6 Complete h Mantle and Chimney 
/ Burner. A feature of this UPROGHT BURNER is the 
Complete with Mantle and Globe age ay Gas Regulator, which permits s 
ne atjustmen 
It enables you to instantly and @ nve —_ 
any upright burner into an tiny erted light, with be CaP -UANTS 
undeniable alvantage to your eyesight and y e « t-ecyle 
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EVERYTHING NEC ESSARY x. the change 
ie included in t price, ‘oct ! MPLET 
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ables us t tly recommend this BURNER < AOE : 





as an abeolute wonder 


Special Points of this Burner:—( 
point Gas Controller, giving you such fine ad 
justment that thé tap on the bracket or po 
dant need caly be slightly turned on. (2) Air 
Regulator that invests you with complete com 
tmand of the light (3) Patent Spring ‘ lasp 
to securely hold the Globe, and yet render it 


Gas Mantles. 


GOOD UPRIGHT STYLE, & cach 
BETTER GRADE UPRIGHT 
mt 


INVERTED STVLE i, at each 





the heat prevents any pomibility of burning 
your fingers. 


4/6 


Or with Fancy Coloured Globe, 5/9 each. 
POSTAGE EXTRA 


Rin Gas Lighters. 


CHEAPER | THAN MAT HES, SAFER. AxD 
LEANER jon 
h@bte ~-"y ar Ry a ry oi fom on 
REFILLS only cost 34 each 
POSTAGE EXTRA 


Complete with first-class 
Mantie, and either Clear Glass, 
Half-frosted, or Opal Globe. 











"PHONE—City 9980 (Six Lines). 
All George-Street Trams Stop At Our Doors. 


NOCK & KIRBY, LTD., 


“THE HOME OF NUTED LOW PRICES, POR CENERAL HARDWARE AND DRAPERY.” 
188, 190, 19%, 194, 10a GROROE-STREET (hear Circular Quay), SYDNEY. 




















No. 5—It moved goods quickly 
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excellent results. Now is the season for burners 
and mantles, and therefore this productive ad may 
be studied with profit. The heading tells the whole 
story in few words and the cut of the burner leads 
the reader into the descriptive text easily. The best 
burner is featured in detail, stress being laid on 
the ease in which any upright burner may be con- 
verted into an inverted light. The greater economy 
of the light is a point brought out as is the gain 
in lighting efficiency. We think this last point 
could be emphasized. Point out that the inverted 
light casts its rays directly down, thereby making 
a distinct gain in power and extent of illumination. 
Many people do not realize this difference between 
the upright and inverted mantle—they think it 
simply a matter of individual preference. Note the 
first point made in favor of the 4/6-burner in re- 
gard to the gas adjustment being so fine that the 
tap on the bracket or pendant need only be slightly 
turned up. Anyone who has used an upright mantle 
knows this cannot be done and the best light se- 
cured, hence the point is a most important argu- 
ment in favor of economy. It is text of this char- 
acter that makes an ad sell goods as this one did. 
Two lower-priced burners are featured, making the 
price appeal complete. This ad was the ideal place 
for mention of the Pyro gas lighter. 


A Self-Demonstrator for 
Pencil Sharpeners 


[NX one of the recent issues of HARDWARE AGE Daw- 

son Black discovered that pencil sharpeners can 
be sold much more easily if the customer is allowed 
to do the demonstrating on his own hook than if 
the salesman does the pencil sharpening. One 


dealer who sells pencil sharpeners has gone Dawson 


Black one better and allows anyone who has a pencil 
to sharpen it free of charge on an instrument that 
is kept outside the door. The sharpener, as shown 
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Hacdware Ave 


in the cut, is mounted on a pipe that is screwed into 
an iron base. The sign tells its own story. 

Another merchant built a display of sharpeners 
in his window and in connection with it securely 
fastened one of them on the outside of the window 
casing, together with a sign inviting people to 
sharpen their pencils free of charge. Both methods 
have proved successful in selling sharpeners of this 
kind. 


A Reeord for Lost Sales 


ON Aug. 24, 1916, there appeared in HARDWARE 

AGE an article entitled “Meeting the Want Book 
Problem,” in which was described a method of re- 
cording lost sales and the reasons for the loss of 
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A card of this kind is a big help in keeping stock 
complete 


them. The Manchester Hardware Company, Man- 
chester, N. H., utilized the idea in a somewhat dif- 
ferent form than originally presented. A quantity 
of 3 x 5 cards were printed similar to the illustra- 
tion and the salesmen instructed to make a record 
on them of each sale that was lost. The number 
of cards that were turned in to the manager sur- 
prised him and the value of their use was apparent 
at once. From them it was found that a number of 
sales on certain items was lost because the stock 
was exhausted. Within a very few days the cards 
recorded calls for several items not in stock—in 
some instances sufficient calls for a particular item 
to cause it to be installed—one or two instances of 
prices being high, still another of a defective ar- 
ticle which was the last in stock. Each day’s use is 
‘proving more and more conclusively the practical 
value of these records. 


THE RICHARDS-WILCOX COMPANY, Aurora, IIl., an- 
nounces the appointment of A. J. Eggleston as man- 
ager of the engineering service department. This 
department of the company bears a particularly 
vital relation to the hardware dealer, rendering en- 
gineering service on special installations, such as 
garage sliding-door equipment, automatic fire-door 
fixtures, industrial overhead carriers, elevator-door 
installations, sliding partitions for schools, churches 
and buildings of every description. Mr. Eggleston 
has been in the hardware specialty field during the 
whole of his business career, having spent nineteen 
years with the present company, and has seen serv- 
ice in every branch of the organization. He has had 
charge of the company’s interests in the northwest- 
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ern section of the United States during the past two 
years, with headquarters at Minneapolis. Under his 
direction the Minneapolis organization developed 
into a strong sales unit. L. 8S. Starks takes the man- 
agement of the Minneapolis branch. This territory 
remains under the advisory supervision of Mr. Eg- 
gleston, who has paternal interest in its development 
and will visit the trade there from time to time. 
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By having o pencil sharpener mounted in this way out- 
side of the store, one concern secured a decided increase 
in sales 








Office of HARDWARE AGE 
New York, Feb. 15, 1917 

be store business last week a representative New York 

jobber noted a marked falling off, owing to the hard- 
ware exhibit in Madison Square Garden under the 
joint management of the Pennsylvania and Atlantic 
Seaboard Hardware and the New York State Retail 
Hardware Associations. In this case, however, what 
was missed downtown was greatly compensated for at 
the exhibit, where customers were entertained and sold 
from New England, New York, Pennsylvania and else- 
where. Orders, large and small, on one day alone 
reached well up into three figures. This house, which 
did not expect much, but was pleased to help the ex- 
hibit, concentrated nearly 20 of its road salesmen at 
the Garden. At the end of the exposition it was found 
that the first day’s business was good; the second day 
it doubled, and the third day much more than doubled 
the second day. 

An old establishment traveling a score of road sales- 
men covering the United States, representing over 15 
well known manufacturers, says it is buried with busi- 
ness. Orders taken from jobbers last fall have been 
largely resold, and specifications now are to replenish 
depleted stocks, the volume now, we are informed, 
exceeding that of last autumn by over 25 per cent. 
In various cases orders have been refused by this house, 
especially when offered for delivery eight months ahead. 
The head of this concern looks for a large business 
throughout 1917. 

One manufacturing company, a pronounced leader 
in its line at home and abroad, making a universal 
household article, says that January was big, and 
buyers are purchasing very freely without urging. 
Many of them seem to fear that they are not going to 
get what they should have in certain much wanted lines. 
In this particular instance the factory, located in a 
Middle Western State, has an abundance of goods made 
and ready for delivery, but cannot secure cars to take 
them away. Recently when asking for four cars east 
bound, they got but one, and that they begged for. 
This is their great embarrassment in making deliveries. 
Other factories in the same region, but making different 
and bulky wood products, are practically tied up for 
lack of transportation, which is holding in suspension 
large consignments for’ lack of cars. A vice-president 
and sales manager of a leading manufacturing com- 
pany expects all the business that can be handled for 
six months, but beyond that is not expressing an 
opinion. 

Another official in an old and leading concern, making 
staple lines of fine shelf hardware, including locks, 
reports plenty of business, and that if it is taking any 
unprofitable orders it does not know it; it can book 
all the goods that can be handled at a proper profit, 
and the trade is coming from the entire U. S. A. and 
such foreign markets as can be reached. 


Wire NAILs.—Daily business in wire nails is quite 
good for the mid-winter season, but many of the cus- 
tomers ordering large quantities have already been 
taken care of, and in such cases there is less urgency 
in the demand. With the approach of spring, however, 
wants are quickening. In some quarters we hear of 
many carloads, well up to 100, booked for shipment 
direct from the mills, which are much behind, and 
producers are not catching up on this class of business 
as well as they want to. 


ga vite nails, in store, are $3.60, and carted by the jobber. 
4.65 base per keg. 

"ae NAILS.—Manufacturers of cut nails are very 
short of necessary stocks and are not working to 
capacity despite good orders on hand. They do not 


produce their own nail plate, which is costing more and 
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harder to get. The wastage on scrap is very large, 
and some of this material is said to be so high that 
there is much less margin than usual. 


Cut nails, in store and out of store, range from $4 to $4.25 
per keg because of depleted stocks and the views of those who 
have them. 

WINDOow GLAsSs.—Window glass manufacturers are 
short of materials and fuel, the latter both natural gas 
and coal. There are more idle plants than ever, not, 
however, from lack of orders. In West Virginia cold 
weather has diminished the natural gas supply, but 
this shortage will improve as temperatures go higher. 
Some factories are using coal at $6 per ton, when it 
can be had, and there are plants idle for lack of melting 
sand, some of which has been obtained from distant 
points where freight alone is from two to three times 
the entire cost of the sand previously bought under 
regular contracts. There are indications of higher 
prices soon, and as factories have substantial balances 
due on contracts at October prices and a good volume 
of business at the December discounts, they are not 
desirous of accepting more orders at the present levels. 
If there is an upward movement the presumption is that 
it will become immediately effective. Glass merchants 
in local territory have a good many figures out and 
look for better building conditions. 

Prices still current at present are as follows: 


Window glass prices are as follows A, single thick, first 


three brackets, 86 per cent; B, single thick, first three brack- 
ets, 88 per cent; A and B, single thick, larger than the first 
three brackets, 85 per cent; A, double thick, all sizes, 86 per 
cent; B, double thick, all sizes, 87 and 5 per cent 

Ropre.—Oil well drilling cables on Feb. 10 were ad- 
vanced 2c. on the base price of 29c. per lb. The differ- 
ential formerly was 3c. and now becomes 5c. per lb. over 
base. Rope manufacturers are greatly embarrassed 
by the lack of fiber to work into rope. One establish- 
ment has the equivalent of 50 carloads or more en route 
from the Philippines, all of which is long overdue; a 
quarter of it has been about 4 months in transit from 
the Pacific Coast and is still on the way. Manufac- 
turers generally complain of shortages in fiber, which 
greatly retards production and is particularly aggra- 
vating because they have much more business than 
they can handle under existing circumstances. Spring 
trade is already well under way and stocks are light 
from which to fill orders. Thé bulk of Manila hemp 
has for some time been coming via Pacific Coast ports 
and rail overland. Freight cost alone from Manila is 
over 4c. per lb., which by steamer to New York in 
normal times was approximately %c. per Ib. 


Manila rope, first grade, is 24c.; second grade, 23c., and 
third grade, 21c. base per Ib. 

Sisal rope, first grade, is 20c., and second grade, 19c. base 
per Ib. with prices well maintained in all lines 


NAVAL SToRES.—Cold weather at primary southern 
points is holding back receipts and the demand for over- 
seas is light, owing to the increasing difficulties in ob- 
taining cargo space and the consequent high freight 
rates. In local territory trade is extremely quiet and 
prices seem to sag from their own weight. 


Turpentine, in yard, is held at 52%4c. per gal. 


Rosins do not vary much, but the business is of hand-to 
mouth character. 

Common to good strained, in yard, on the basis of 280 Ib 
per bbl, is $6.45, and D grade, $6.50 per bbl 

LINSEED O1L.—There is but slight change in the 


actual situation of linseed oil. Trade is dull and there 
are sellers who will shade prices rather than lose 
orders. But the stronger crushers say that the cost 
of seed, coupled with other factors entering into the 
cost of linseed oil, will compel higher prices later when 
trade at the right time begins to pick up. Therefore, 
they are content to occasionally forfeit orders to com- 
petitors who make concessions, confident that later their 
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own oil will bring better than present prices. The trade 
situation is alluded to as strong, but with a dull 
market. 


Linseed oil, raw, city brands, card rates. is 98c. for 5 or 
more bbl., and 99c. for less than 5 bbl, from which conces- 
sions are made which occasionally amount to several cents 
per gal. 


State and Western oil, in carloads, is quoted at 95c. per gal. 


SHoT.—Effective from Feb. 9, the following quotations 
are current on shot made by the United Lead Co., 111 
Broadway, New York City: Drop, sizes smaller than B, 
25-lb. bags, $2.50; drop shot, B and larger sizes, $2.75; 
chilled $3 and dust shot $3 per bag of 25 lb. Five-pound 
bags are respectively 55, 60, 65 and 65c. per bag. 


SHELF Boxes.—The A. H. Green Company, 97 War- 
ren Street, New York City, manufacturing locked corner 
wood boxes, polished hardwood, small basswood and 
wooden boxes of all kinds, has advanced its list as fol- 
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Office of HARDWARE AGE 
Chicago, Feb. 13, 1917. 
T HE below zero weather has had a tendency to slow 
down retail trade and dealers report that their sales 
for the last week have been below normal. 

There have been inquiries in this market for cer- 
tain supplies that, no doubt, are intended for national 
purposes. There have been no large contracts let at 
this writing; however, an effort has been made to locate 
the various products so that they could be had promptly 
in case of emergency. 

Manufacturers are very cautious about accepting 
orders for future shipments and in most cases the 
prices are quoted subject to immediate acceptance. 
Traffic managers representing some of the largest 
plants in Pittsburgh have been in Chicago this week 
trying to arrange with the railroad companies for 
better transportation. No carload shipments have been 
accepted at Pittsburgh for the last ten days and only 
less than carload lots have been moved. 

The shortage of coal has become very serious and 
unless some relief is offered immediately, several of the 
leading plants will be forced to close down for the lack 
of fuel. 

The metal market remains strong, deliveries in the 
mills are reported very slow. The prices on tin and 
lead have started to climb and tin sheets are practically 
unobtainable in this market, while a premium is being 
paid for immediate shipment of steel plates and shapes. 


RorE.—The jobbers state that they have a very | 


satisfactory stock on hand, but the manufacturers re- 
port that they are delayed in getting Manila hemp from 
the Pacific Coast owing to the shortage of cars; an 
advance of from one to two cents per lb. is expected. 

Chicago, as follows: No. 1 
24%c. per Ib. base; No. 2 Manila rope, 23%c. 


No. 3 Manila rope, 21% per lb. base. No 1 
‘No. 1 sisal rope, 20%c. 


We quote to retailers, f.o.b. 
Manila rope, 
per lb. base; 
sisal rope subject to stock on hand. 

per lb.; No. 2 sisal rope, 1914c. per Ib. 


CASTERS.—The Payson Manufacturing Company has 
revised its prices on casters, and quotes as follows: 
45 per cent: iron 
furniture, brass 


iron truck, 
25-10 per 


Anti-Friction: Iron furniture, 
fiber wheels, 35 per cent; iron 
Iron truck, 60-10 per cent; 
solid brass furniture, 


Payson 
furniture, 
wheels, 45 per cent; 
fiber wheels, 45 per cent; 
cent. 

Ball-bearing : 
solid brass, fiber wheels, 

Stationary truck: Iron, 
45 per cent. 


Iron or solid brass, 55-10 per cent; iron or 


40 per cent. 
60-10 per ccni, iron, fiber wheels, 
O1Ls.—We quote wholesale price in single barrel 


lots f.o.b. Chicago as follows: 
Gasoline, 19c.; naphtha, 18%c.; turpentine, 60c.; 
denatured alcohol, 70c.; wood alcohol, $1.25 per gal. 
SoLpER.—Owing to the sharp advance made in tin 


and lead, solder has advanced 5c. per lb., the new 
quotation being as follows: 


XXX guaranteed % and as 34%c.; 
32%c.; No. 1 plumbers’, 30c 


CopPer.—The copper market is very strong and the 


commercial % and \%, 
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lows: Nos. 1, 1lc.; 2, 13¢.; 3, 16c.; 4, 21¢.; 5, 30c.; 7, 
42c.; 22, 22c.; 28, 24c.; 24, 30c., and 25, 48c. each, 
subject to a discount of 50 per cent. 


SoLpER.—Solder prices are strongly held owing to 
increases in the prices of tin and lead. Half and half 
solder is 36%c., No. 1 33%4c., and refined 29c. per lb. 


CopPpER AND Brass.—There is a continued scarcity 
of these metals and much of the wanted material is 
difficult or impossible to get. In some instances parts 
of mills are shut down for the lack of raw stock to 
work. We are told of better inquiries lately, with the 
prospect of some buyers running short of their re- 
quirements. 


Sheet copper is still 42c. at mill and 44c. base per Ib. out of 
stock. 


Bare copper wire, for electrical purposes, carloads, mill 


shipments, ranges from 36% to 37c. per Ib. 


market very unsettled. There has been a rumor of a 
large advance. We quote electrolytic at 34%c. per lb.; 
casting at 30%c. per lb. 


Tin PLatTe.—There is a heavy demand for tin plate 
and the market is very strong and stocks are extremely 
low. Prices are quoted only on specification. 


APPLE PARERS.—The price on apple parers has ad- 
vanced and the Reading Hardware Company is quot- 


ing the following prices for the season of 1917: 
No. 78, $8 per doz.; No. 72, $6 per doz.; Advance, $7 per 
doz. ; Baldwin, $6.25 per doz 


LAWN Mowers.—The lawn mower manufacturers 
are anticipating one of the largest years and are busy 
trying to accumulate a stock for emergency orders. 


We quote jobbers plain bearing 8-in. wheel, 3 blade mow- 
ers, 12 in.. $2. 25 ea.; 14 in., $2.35 ea.; 16 in., $2.50 ea., and 
18 in., $2. 65 ea. ; ball- bearing 8-in. wheel, 4 blade 14 in., $3.20 
16 in., $3.35 ea.; 18 in., $3.50 ea.; ball- bearing 9-in, 
4 blade 14 in., $3.65 ea.; 16 in $3.80 ea. 
ea.; 10-in. wheel, 4 blade light machine, 14 in., 
in., "$4.45 ea.; 18 in., $4.70 ea.; 10-in. wheel, high grade ma- 
chine, ball bearing, 14 in., $6.75; 16 in., $7; 18 in., $7.25 ea. 


ea. ; 
wheel, 


Bui.pEers’ HARDWARE.—The price on builders’ hard- 
ware remains the same as last week; however, reports 
from manufacturers indicate that there will be another 
advance in the very near future. 


BARB WIRE AND STAPLES.—There has been no change 
in price since last report. Jobbers claim their stocks 
are below normal and heavy demands for spring are 
expected. 

We quote painted barb wire to retailers f.o.b. Chicago, in 
less than car lots, .60 per 100 Ib.; galvanized. $4.30 per 
100 lb.; polished fence staples, $3. 60 per keg; No. 9 plain 
wire, $3. 40, and galvanized $4.30 per 100 lb. Regular ad- 
vances for the smaller sizes. 


Nuts AND Bo.ts.—Jobbers report very light sales 
the last week and claim their stocks are about normal. 
We quote to retailers, from jobbers’ stocks f.o.b. Chicago, 
as follows: Machine bolts up to % x 4 in., 50-5 per cent dis- 
count. Larger sizes, 40 per cent discount. Carriage bolts up 
to % x 6 in., 50 per cent discount; larger sizes 35 per cent 
discount. Lag screws, 50-5 per cent discount. Hot pressed 
nuts, square and hexagon, $3 per 100 Ib. 

Wire Naiits.—Sales on wire nails the past week 
have been very slow and jobbers report no change in 
price. 

We quote to retailers f.o.b. Chicago from jobbers’ stock, 
$3.45 per keg base in small lots; larger quantities on speci- 
fications only. Wire coated nails $3.45 per keg base. 

Cut Naits.—Prices on cut nails remain firm and 
jobbers claim their stocks are up to standard. 


We quote from local jobbers’ stock, steel ne nails at $3.55 
per keg base; iron cut nails $3.65 per keg base. 


SasH Corp.—An advance in sash cord is expected. 
Jobbers state they are receiving satisfactory specifica- 
tions for spring shipments. 

We quote from local jobbers’ stock f.0.b. Chicago, as_fol- 
lows: Common sash cord, No. 7, $7.15 per doz. hanks; No. $ 


common sash cord, $8.50 “ doz. hanks. Spot cord, No. 7, 
$11.65 per doz. hanks ; No. 8 spot cord, $14 per doz. hanks. 
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BuILpDING Paper.—There has been no change in the 
condition of the market and jobbers report that their 
stocks are extremely low. We quote from local jobbers’ 
_ stock, 78c. per roll on the “C” red rosin. 

Wire CLoTH.—Sales on wire cloth are reported by 
the jobber as being extremely slow the last week; how- 
ever, manufacturers report that there will be a short- 
age when the season opens up and “fill in” orders are 
required. 

Prices are as follows: 
Galvanized 
5 per 100 sq. ft 
0 per 100 sq. ft. 
5 per 100 sq. ft 
5 per 100 sq. ft. 


12 $2.4 
14 2.8 
16 mes d 3.3 
18 mesh 5 4.2 

BaBBITT METAL.—Orders are accepted only with the 
understanding that the market price ruling on day of 
shipment will prevail. 

Pouttry NETTING.—Jobbers are receiving very sat- 
isfactory orders and their stocks are in fair condition. 

We quote poultry netting galvanized before weaving, 70-20- 
10; poultry netting galvanized after weaving, 70-10-2%. 

Woop Screws.—There has been no change in the 
price since last report and very satisfactory sales have 
been recorded. 

We quote from local jobbers’ stock as follows: Flat head 
bright screws, 75-10-10; round head blued, 7244-10-10; flat 
head brass, 471%4-10-5; round head brass, 45-10-5. 

MIXED PAINTS.—The demand for mixed paints has 
been beyond expectations and jobbers report their 
stocks extremely low. 


We quote from jobbers’ stock f.o.b. Chicago, as follows: 
No. 1 house paint, $2.25 per gal.; second grade, $1.70 per 
gal.; third grade, $1.40 per gal. 

SHOVELS, HOES AND RAKES.—Owing to the severe 
weather which we have been having, jobbers report 
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Office of HARDWARE AGE, 
Cleveland, Feb. 14, 1917. 

T HE most interesting feature of the local retail hard- 

ware market during the past week has been the 
unprecedented demand for oil heating stoves, this being 
brought about by the unusually severe weather and the 
scarcity of natural gas, upon which a large share of 
the people depend for fuel for heating. The supply of 
oil heaters was well cleaned out all over the city and 
hundreds more could have been sold had they been 
available. One downtown retail hardware store sold 
over 300 in about a week. The demand for coal stoves 
also has been fairly active for the same reason and 
would probably have been much heavier except for the 
scarcity of coal. 

The volume of retail business in other lines is very 
good, most dealers reporting a larger trade this month 
than in January, although the volume of business dur- 
ing January was heavier than usual for that month. 
People have money, and the higher prices that are pre- 
vailing are not affecting hardware sales. The demand 
for machinists’ tools is remarkably heavy. Carpenters’ 
tools are not moving very freely at present because of 
the weather, which has put a stop to exterior building 
work. The demand for gas cooking stoves is good in 
spite of the price advances, which have amounted to 
30 per cent during the past year. 

In the line of seasonal goods some inquiry is being 
made for incubators, but it is too early in the season to 
tell whether the demand for these will be heavy. Some 
dealers think that keeping poultry in the city has to a 
large extent been a fad and that the demand for in- 
cubators will come more largely hereafter from people 
who make a business of raising poultry. Retailers are 
having some trouble in keeping their stocks replenished, 
but can usually find what they want by shopping around 
among the different jobbers. 

Local jobbing houses report a very good volume of 
trade, but some of their stocks are in bad shape because 
of the car shortage and railroad embargoes. Some 
goods are badly wanted which were shipped weeks ago 
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that sales on garden utensils have been reduced to the 
minimum. 


We quote No. 2 Greenleaf’s shovels at $8.25 per doz.; No. 
2 Greenleaf’s spades,°$8.25 per doz.; malleable iron garden 
hoes, all sizes, $5.50 per doz.; 12-in. malleable rakes, $2.40 
per doz.; 14-in. malleable rakes, $2.60 per doz.; 16-in. mal- 
leable rakes, $2.80 per doz. Electric welded, 12-in., $3.30; 
electric welded, 14-in., $3.50; electric welded, 16-in., $3.80. 
GALVANIZED PAILS AND TuBs.—An advance of about 
10 per cent has been put into effect and we quote from 
jobbers’ stock as follows: 
Common galvanized water pails, 12-qt., $3.20 per doz 
Common galvanized water pails, 14-qt., $3.60 per doz. ; Com- 
mon galvanized tubs No. 0, $6.80 per doz.; No. 1, $8.35 per 


doz.; No. 2, $9.35 per doz.; No. 3, $11 per doz. 


HAMMERS AND HATCHETS.—Owing to the increased 
cost of labor and raw material, hatchet and hammer 
manufacturers have been forced to advance their prices. 

We quote from jobbers’ stocks No. 2 broad hatchet, $9 20 
per doz.; No. 3, $10.40 per doz.; No. 1, 20-0z. hammers, $7.45 
per doz.; No. 1%, 16-oz. hammers, $7.05 per doz.; No. 2, 13 
oz. hammers, $6.60 per doz. 

Guass.—Very satisfactory sales are reported and 
jobbers state that they are in a position to make im- 
mediate deliveries on all usual size orders. 

We quote from jobbers’ stock as follows: Single strength, 
A, first 3 brackets up to 40 in., 87 per cent off; all sizes over 
40 in., 86 per cent off; all sizes of double strength, AA, 87 
per cent off. 

LINSEED O1L.—The price on linseed oil has slumped 
again and the market does not seem very strong. 

We quote in strictly carload lots, f.o.b. Chicago, raw lin- 
seed, 91c. per gal.; boiled, 92c. per gal.; in single barrel lots, 
96 and 97e. 

ScrEEN Door Sets.—Jobbers state that unless the 
dealer anticipates his wants at once, they will be unable 
to meet the demand. 


We quote screen door sets japanned cast iron, $1.20 per 
doz. ; steel japanned, $1.80 per doz. 


LAND 


and have not yet reached their destination. Jobbers 
are finding it almost impossible to get deliveries on 
forks, hoes, shovels and other farm garden tools which 
they should be shipping out at the present time to 
their trade. Deliveries on horse shoes and calks are 
very slow. The same is true of electric lamps in 25 
and 50-watt sizes. Price advances are not as numerous 
as they were a few weeks ago, but the tendency is still 
upward on some lines. 

The retail trade is apparently somewhat divided in 
its views as to future conditions. Some are buying 
quite heavily, thinking that prices will go no lower 
for some time and may go higher, and wish to be sure 
of having their stock. Others are following the policy 
of buying in small lots to meet their early requirements. 
Manufacturers generally are as far behind on de- 
liveries as ever and the output of many plants has been 
curtailed because of the car shortage, causing a scarcity 
of fuel and raw material. One company making 
wrenches, twist drills and lawn mowers reports that 
its three factories are oversold for a long time ahead 
and that it can scarcely take care of its old customers 
and has practically cut out its foreign business. 


Twist DriLts.—The demand is very heavy and manu- 
facturers are from three to nine months behind on 
deliveries. Prices have not been changed recently, but 
these are quoted only for immediate acceptance. 


CARBORUNDUM PrRopUCTs.—The Carborundum Com- 
pany has issued a revised price list making advances 
on some of its products. Sharpening stones, however, 
are not affected. 


Saws.—The Simonds Manufacturing Company has 
made an advance of about 10 per cent on cross-cut 
saws and E. C. Atkins & Co. have advanced prices 
about the same amount on cross-cut and circular saws. 
Hand saws are reported to be harder to get at the 
present time than almost any other hardware line. 

SANDPAPER.—An advance from about 5 per cent off 
the list to 20 per cent above the list price has been 
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made on sandpaper. This sharp advance is attributed 
partly to the high price of glue. 

Botts, NuTs AND RIvETS.—Deliveries are still slow 
on bolts and nuts and jobbers are unable to get reason- 
able shipments on all sizes. We quote prices to retailers 
as follows: 

Machine bolts, small sizes, 40 and 10 per cent off the list; 
large sizes, 40 per cent off; carriage bolts, small sizes, 45 
and 5 off; large sizes, 35 off; rivets, 40 per cent to 40 and 10 
per cent off. 

NAILS AND WIRE.—Small lots are in good demand, 
but there is not large buying for future delivery. Job- 


bers’ prices are as follows: 
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Wire nails, $3.40 per keg; No. 9 galvanized wire, $4.10 per 
100 lb.; galvanized barb wire, $4.25 per 100 lb.; No. 9 an- 
nealed wire, $3.40 per 100 Ib. 

Jobbers’ prices to retailers have been advanced on steel 
bars to 4c.; for structural material, to 4.10c.; for plates, to 
4.75c.; and hoops, to 5c. 

SHEETS.—The demand for sheets is only moderate, 
but jobbers are having trouble in getting shipments 
from the mills. One local jobbing house announces 
that it will advance prices this week $5 a ton on black 
and galvanized sheets. Jobbers’ prices at present to 
retailers are 5c. for No. 28 galvanized and 5c. for No. 10 


blue annealed. 
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Office of HARDWARE AGE, 
Boston, Feb. 14, 1917. 

HE extremes of weather which have characterized 

the last ten days have pushed the sale of cold 
weather specialties but have not been over helpful to 
general business. Transportation on the railroads has 
been marked by abnormally late trains while the trolley 
service—city and suburban both—has been almost or 
entirely stopped for days at a time. Drifts have been 
reported all over New England 15 and 18 ft. deep 
while the clearing weather which followed the blizzards 
brought temperatures ranging as low as 40 deg. belew 
zero in many localities. In Massachusetts the week 
has broken all weather records for the past 30 years. 
Worcester and other places have had embargoes placed 
against them on less than carload shipments due to the 
inability of manufacturers and merchants to move 
goods from the freight houses. 

The general railroad situation as far as deliveries 
is concerned shows no betterment; it is, if anything, 
worse. This condition has persisted for so long now 
that most dealers accept cars that have been two or 
more months on the road from Pennsylvania points 
with little grumbling. Heavy hardware and metals 
seem to be the hardest hit by slow deliveries as the 
jobbers on other lines generally report that they are 
able to keep their stocks up except on some of the 
most called for sizes of staple goods. 


There is the customary crop of price advances of 
which the following are the most prominent: 

Potter garden tools, 10 per cent; Yale rimlocks, latches and 
padlocks, about 5 per cent; sprayers, 10 to 15 per cent 
arsenate of lead, 1c. per 'b.; Paris sleds, 15 to 25 per cent 
Allen's flexible flyers, about 15 per cent; fiber ware, 5 to 10 
per cent on various items; sheet lead and pipe, %c. per Ib 


The Tuck Mfg. Company, Brockton, Mass., has 
issued a new list and has made the discount 33 1/3 per 
cent instead of 40 per cent as formerly. Part of the 
line of Gem casters, principally the heavy goods, has 
been advanced about 10 per cent. Shot has been again 
advanced 10c. a bag. Prices have been withdrawn on 
expansion shields and bolts. The new list on wheel- 
barrows was withdrawn almost as soon as issued and 
when it again appeared it showed a further advance in 
canal barrows. 


STEEL.—The scarcity of bar steel becomes accentu- 
ated as the days go by. No one seems to know what 
the next day may bring forth and the railroad difficul- 
ties add to the uncertainty of the situation. 


We quote from Boston stocks as follows: Soft steel, flat 
bars, stock lengths, $4 base, per 100 lb.; rounds and squares 
1% and under, stock lengths, $4 base; rounds and squares, 
2 in. and over, stock lengths, $4.50. 


IrRoN.—Norway iron is now quoted at $8, base, per 
100 lb., with National bar iron extra. 


TWIN CITIES 


TWIN Cities, Feb. 10, 1917 


A S last week the St. Paul Carnival held the atten- 
tion of the public, so this week the Automobile 
Show in Minneapolis is the attraction, vying with in- 


ternational affairs for everyone’s interest. The floor 
space used is 119,000 sq. ft., accommodating 238 dif- 
ferent exhibits worth more than $3,000,000. Three 
floors full of exhibits of good live interest for a person 
with red blood enough to enjoy the great outdoors or 
up to date enough to want modern equipment for work 
or pleasure, presented sufficient food for thought to 
keep one busy in spare moments many days. And when 
relaxation and refreshment were needed, a café with 
dancing floor and orchestra was found under the same 
roof. Saturday, Feb. 3, was opening day and the crowd 
was far ahead of any previous year. Part of the ex- 
hibits were snowbound, however, and did not reach 
Minneapolis until Wednesday, Feb. 7, but they rounded 
out to perfection an already wonderful display of up- 
to-the-minute cars of all classes. The attendance in- 
creased as the end of the week drew near. 

The merchants’ annual short course brings into 
Minneapolis a large number of dealers from all over 
the territory contributary to the Twin Cities. They 
took advantage of the opportunity to inspect all the 
stores of the two cities to learn storekeeping methods 
of value to them in the conduct of their own business. 
Trade, outside of the principal cities, is nearly at a 
standstill due to the excellent opportunity for study 
and recreation on the part of the dealers. Some, who 
have not completed their spring stocks, are buying 


cautiously to fill in where necessary. The jobber will 
be more popular than ever this season, as there is an 
indication of more “hand-to-mouth” buying than ever 
before. Conservative, cautious purchasing for imme- 
diate needs, with no attempt to cover for higher prices, 
seems to be the general line of procedure. No one ven- 
tures a decided opinion as to the outcome of negotiations 
with Germany and that, together with steady sub-zero 
temperatures, is not conducive to large stocks and buy- 
ing future requirements. 

The tremendous snowfall caused a complete blockade 
of railroads tributary to the cities and cost the two 
cities thousands of dollars to clear the streets. Minne- 
apolis alone spent over $32,000 and furnished work 
for eight hundred men and two hundred teams. Freight 
trains were stalled almost entirely and passenger trains 
were not running regularly. At the time of the storm 
some passenger trains were blockaded four and five 
days. Towns were isolated, receiving no mail or word 
from the outside world. Fuel famine was feared in 
many places and desperate work was necessary to re- 
lieve them. Food supplies ran low in the larger cities 
and practically no milk was received for several days. 

This condition did not relieve the car shortage. Rail- 
road yards were so banked with snow that it was diffi- 
cult to handle switching with anywhere near the usua! 
dispatch and consequently shipments were delayed and 
cars held much longer than would otherwise be neces- 
sary. Authorities here claim, however, that the real 
fault lies with the eastern people, who are using cars 
for storage purposes instead of transportation. A 
commission from the principal cities of the Northwest 
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is attempting to aid in the investigation of conditions 
with the hope of obtaining some relief. Meanwhile, 
delivery of goods continues slow or is halted entirely. 
- This is naturally having the effect of forcing prices 
upward to some degree, at least, with local jobbing 
houses. The condition of eastern markets aids in this 
respect, as no one is receiving assurance of better de- 
liveries, from the standpoint of more available material. 
Wire NaiLs.—Prices show no change and deliveries 
have not improved. Low demand only keeps the price 
stationary, as reference to market. quotations of basic 
metals would indicate that further advances are almost 
inevitable. 


We quote from local jobbers’ stocks standard wire nails 
at $3.60 base and coated wire nails at $3.50 base. 


WIRE AND STAPLES.—This item, of course, follows 
closely the changes of the nail market. Prices are the 
same as quoted before: 

We quote from local jobbers’ stocks: No. 9 black annealed 
smooth wire, $3.55 cwt.; No. 9 galvanized annealed smooth 
wire, $4.25 ewt.; polished fence staples, $3.75 keg; galvan- 
ized fence staples, $4.45 keg. 

Wire CLoTH.—Prices are holding firm without any 
improvement in delivery. Further advances may be 
looked for. 

We quote from local jobbers’ stocks: 12-mesh black, painted 
wire cloth at $2 per 100 sq. ft; 12-mesh galvanized wire 
cloth at $2.50 per 100 sq. ft., and 14-mesh bronze wire cloth 
at $10 per 100 sq. ft. 

Rope.—Since the recent series of advances in price 
no change is noted. The supply seems to be no better 
and it is impossible to anticipate what conditions will 
prevail when spring work begins. Sisal and Manila 
are both in the same class in this respect. 
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We quote from local jobbers’ stocks: Best grade manila 
rope at 241¢c. base, best grade sisal at 2044c. base and best 
grade cotton rope at 25c. base. 

Braps.—The local market shows a slight stiffening 
in price. We quote from local jobbers’ stocks wire 
brads at 75 per cent discount. 


BoLts.—A small advance shows in this class of ma- 
terial, amounting to about 5 per cent all along the line. 
We quote from local jobbers’ stocks as follows: 


Rolled thread machine bolts, small, at 45-5 per cent; rolled 
thread machine bolts, large, at 30-5 per cent; rolled thread 
carriage bolts, small, at 45 per cent; rolled thread carriage 
bolts, large, at 30-5 per cent; lag screws, 40-5 per cent; 


stove bolts, 60-10 per cent. 

Paints and paint materials are steady in price, 
owing entirely to the low demand. When this class of 
goods begins to move further advances may be looked 
for. 

There is just a rumor at the present time of a change 
in white lead, but only one manufacturer has made the 
announcement, The early part of the week will un- 
doubtedly see an advance of 50 cents per hundred on 
white lead. We quote from local jobbers’ stocks: 

Boiled linseed oil, at 99c. per gal. in barrel lots, and raw 
at 98c. per gal. in barrel lots. Turpentine, at 62%c. per gal 
in barrel lots. 

GLass.—No change has been made on glass and no 
difficulty has been met in the establishment of the new 
price. Demand seems to still hold strong, but local 
stocks are adequate for present needs. 


We quote from local jobbers’ stocks: Single strength, A 
grade glass, first three brackets, 85 per cent; remainder, 87 
per cent; double strength, A grade, 87 per cent. 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Feb. 14, 1917. 

ENERAL conditions in the hardware trade have 

shown no important change in the past week over 
those noted in this report for some time past. The 
volume of business is good, but is not as heavy as before 
the holidays. The zero weather of the past weeks has 
frozen up the country districts, and owners of retail 
hardware stores in these districts are not buying many 
goods. Hardware merchants still report a good deal 
of trouble in getting deliveries of goods from the manu- 
facturers, and on some lines their stocks are very low. 
Prices are still very strong, and in the past week have 
shown more signs of going higher than for some time. 
The reason for this is that there is a decided shortage 
in the supply of coal and coke, also of gas in many 
large steel manufacturing plants that use gas for fuel, 
and have been running short-handed for the past two 
weeks, and in some cases have been shut down entirely. 
One large steel manufacturer estimates that if present 
conditions last, the output of finished iron and steel in 
February will show a falling off of 26 to 30 per cent 
over last month. 

As fully illustrating conditions, we can state that 
on one day recently, the United States Steel Corpora- 
tion had no less than 30 blast furnaces idle and banked, 
for lack of coke with a probability that before this re- 
port reaches the readers of HARDWARE AGE many more 
stacks of the steel corporation, and also of other steel 
companies, will have been shut down. The car situation 
is worse, due largely to the extremely cold weather of 
the past two weeks, and the American Sheet & Tin 
Plate Company has over 35,000 tons of sheets and tin 
plate piled up in its warehouses awaiting cars for ship- 
ment. There is not only a lack of cars, but also of 
motive power and of men, and the railroad situation at 
present, and for some time, has been the worst ever 
known in the history of the steel trade. 

This condition is naturally having the effect of cut- 
ting down output of pig iron, semi-finished steel and all 
kinds of finished products in all parts of the country. 
There were some notable advances in prices during the 
week, mostly in wrought iron and steel pipe, sheets 
and some other lines of finished goods. The whole 
situation in everything as regards prices, is stronger 
now than for several months past, and all indications 





are that higher values on most lines of finished goods 
are going to rule in the very near future. 


WIRE NAILs.—The new demand for wire nails con- 
tinues very heavy and all the mills are away back in 
shipments. Specifications against contracts are coming 
in freely, and mills are back in orders from four to 
six weeks, and in some cases two months. None of the 
wire nail mills will promise deliveries on new orders 
inside of three months and some for a longer period. 
In the case of two of the larger makers, they insist 
that all new orders offered to sales managers in the 
various cities, be submitted to the home office for ap- 
proval before they are accepted. In this condition 
there is more chance for the long expected advance 
in prices to be made at an early date. In fact, many 
large orders for wire nails have been taken recently 
at $3.10 and up to $3.25, base, per keg at mill. Official 
prices in effect at this writing, but on which premiums 
of 15c. to 25c. per keg and more are readily paid to get 
fairly prompt deliveries of wire nails, are as follows: 

Wire nails in large lots to jobbers at $3 base; in carload 
lots to retailers, $3.05 to $3.10 base; less than carload lots, 
$3.25 to $3.35; galvanized nails, 1 in. and “larger, $2 extra, 
shorter than 1 in., $1.50 extra. 

WROUGHT PiIPpE.—Effective Wednesday, Feb. 14, all 
the mills making black and galvanized iron and steel 
pipe, oil country goods and line pipe, lowered discounts 
on all these goods two points, which is equal to an ad- 
vance of $4 a ton. All the pipe mills are crowded to 
the guards with orders, three of the larger mills stating 
they have their entire output of lap-weld pipe, line pipe 
and oil country goods sold up for this year. The de- 
mand for butt-weld pipe is not so active, and all the 
mills can make deliveries in from six to eight weeks 
from date of order. Prices on black and galvanized 
iron and steel pipe at present are more than double 
as high as they were at this time last year. 


NuTs AND BoLts.—Makers continue to report the 
new demand very heavy and while they are getting out 
all the product they possibly can, they are getting 
further behind in orders, due to slow deliveries of steel 
by the mills, shortage in supply of fuel and also in 
labor. Many hundreds of kegs of nuts and bolts are 
piled up in warehouses awaiting cars for shipment, 
and general operating conditions in this trade are very 
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unsatisfactory. An advance in prices may be made 
at anv ‘.me. Discounts in effect at this writing are as 
follows, delivered in lots of 300 lb. or more, when the 
actual freight rate does not exceed 20c. per 100 lb., 
terms 30 days net, or 1 per cent for cash in 10 days: 


rolled thread, 40 and 10 per cent; 
small, cut thread, 40 and 2% per cent; large, 30 and 6 per 
cent. 

Machine bolts, h. p. nuts, small, rolled thread, 50 per 
cent; small, cut thread, 40 and 10 per cent; large, 35 and 5 
per cent. 

Machine bolts, c. p. c. and t. nuts, small, 

—— 30 per cent. Bolt ends, h. p. nuts, 35 and 5 per cent; 
with c. p. nuts, 30 per cent. Lag screws (cone or gimlet 
point), 50 per cent. 

Nuts, h. p. sq. and hex., blank, $2.50 off list, and tapped, 
$2.30 off; nuts, c. p. c. and t. sq., blank, $2.10 off, and tapped 
$1.90 off; hex. blank, $2.50 off, and tapped, $2.30 off. Semi- 
finished hex. nuts, 50, 10 and 5 per cent. Finished and case- 
hardened nuts, 50, 10 and 5 per cent. 

Rivets 7/16 in. in diameter and smaller, 40 and 10 per cent. 


BARB WIRE AND STAPLES.—The new demand is still 
very heavy, all the mills being sold up for three or four 
months and are very much behind in shipments on orders. 
The export demand is also active, but very little export 
business is being accepted by local makers, as they can- 
not turn out enough product to take care of the domestic 
trade. Shipments are badly held up on account of lack 
of cars and motive power, and there is also a decided 
scarcity in labor. Prices in carload lots to the large 
trade in effect at this writing, but which may be ad- 
vanced at any time, are as follows: 

Bright basic wire is $3.05 per 100 lb.; annealed fence wire, 
No. 6 to 9, $2.95; galvanized wire, $3.65; galvanized barb 
wire and fence staples, $3.85; painted barb wire, $3.15; pol- 
ished fence staples, $3.15; cement-coated nails, $2.90, base, 
these prices being subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight added to the point 
of delivery, terms 60 days net, less 2 per cent off for cash in 
10 days. Discounts on woven wire fencing are 53 per cent 


off list for carload lots, 52 per cent for 1000-rod lots, and 51 
per cent for small lots, f.o.b. Pittsburgh. 


SHEETS.—Last week the American Sheet & Tin 


Carriage bolts, small, 


40 per cent; 


Coming Conventions 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Minn., Feb. 
20, 21, 22, 23, 1917. H.O. Roberts, secretary, 1032 
Metropolitan Life Building, Minneapolis, Minn. 

THE OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Dayton, Feb. 20, 21, 22, 23, 1917. 
Exhibition will be held in Memorial Hall. James B. 
Carson, secretry, Dayton, Ohio. 

CONNECTICUT HARDWARE ASSOCIATION CONVEN- 
TION, Bridgeport, Feb. 27, 28, 1917. Headquarters, 
Hotel Stratfield. Henry S. Hitchcock, secretary, 
Woodbury, Conn. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Sioux Falls, Feb. 27, 
28, March 1, 2, 1917. H. C. Parker, secretary, 
Murdo, S. D. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, New Orleans, La., March 
27, 28, 29, 1917. Headquarters, Hotel Grunewald. 
Arthur H. Chamberlain, secretary, Marbridge 
Building, New York City. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION, in conjunction with the SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION, Houston, Tex., April 17, 18, 
19, 20, 1917. Headquarters, the Rice Hotel. F. D. 
Mitchell, secretary-treasurer, Woolworth Building, 
New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the AMERICAN HARD- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20, 1917. Headquarters, the Rice 
Hotel. John Donnan, secretary-treasurer, Rich- 
mond, Va. 

PANHANDLE HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Amarillo, Tex., April 23, 24, 
25, 1917. E. P. Thompson, secretary-treasurer, 
Memphis, Tex. 


Hardware Ave 


Plate Company withdrew from the market entirely as 
sellers of black and galvanized, blue annealed and elec- 
trical sheets for delivery up to July 1. This concern 
has all the sheets sold it can possibly turn out to July 1, 
and if present conditions regarding fuel and car supply 
continue, the company is sold up for a longer period, 
as its output of sheets and tin plate is being very heavily 
cut down because of lack of fuel at many plants and 
shortage of cars. The minimum price in carload lots 
on blue annealed sheets is 4.50c. to 5c.; on Bessemer 
black, 28 gage, 4.75c. to 5c., and on galvanized, 28 gage, 
from 6.50c. to 7c., at mill, Pittsburgh. The Ford Motor 
Company of Detroit, Mich., has placed lately from 
180,000 to 190,000 tons of sheets of various grades, 
nearly all this business being taken by the leading 
interest, about 20,000 tons of special grades of sheets 
having been placed with another large sheet mill in the 
Wheeling, W. Va., district. 


WINDOow GLAss.—The new demand for window glass 
at present is lighter than at any time in the past year. 
This is partly due to the extremely cold weather of the 
past month, but also because building operations in 
nearly all parts of the country have been cut down 
very materially on account of the very high costs of 
labor and materials. It is not believed the building 
industry will become very active again until prices of 
materials and labor come down very considerably. 
Prices on window glass are firm, but without change, 
and are as follows: 


AA, picture glass, single thick, is 75 per cent, and AA, 
double thick, 78 per cent discount. 

A, single thick, first three brackets, is 86 per cent, and B, 
single thick, first’ three brackets, 88 per cent discount. 

All above the first three brackets, A and B quality, single 
thick, is 85 per cent; all above first three brackets A grade, 
double thick, is 86 per cent, and all larger than first three 
brackets. B quality, double thick, is 87 per cent discount 
from jobbers’ lists. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hot Springs, May 38, 4, 5, 1917. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 


FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Tampa, May 8, 9, 10, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Montgomery, May 22, 
23, 24, 1917, Walter Harlan, secretary 44 Boule- 
vard Circle, Atlanta, Ga. 


GEORGIA RETAI£Z HaRDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Macon, June 5, 6, 7, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Mo., June 12, 18, 14, 1917. M. 
L. Corey, secretary, Argos, Ind. 


Cleveland Association Installs 


Officers 


THE new officers of the Cleveland Retail Hard- 
ware Association, Cleveland, Ohio, were in- 
stalled at the regular monthly meeting Feb. 9. 
An interesting talk was given by Charles 0. Reh- 
burg, the retiring president, as he turned the office 


over to the new president, Frank M. Potter. The 
greater part of the meeting was devoted to the dis- 
cussion of the present condition of the trade and 
various other matters affecting Cleveland hardware 
dealers. 
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A Window Display that will attract the 
attention of Garage Builders to your store 


HIS window display “cut-out” has been designed as a center- 

piece for a window display of Stanley Garage Hardware and 
your other garage accessories. It will help you to increase your 
sales in these lines, especially in garage hardware. 


Your display shows how the Stanley Garage Door Holder 1774 keeps doors 
from slamming, how Stanley Garage Hinges 1457 and Latch 1264, Pull 
1266 and the 10-inch Stanley Chain and Foot Bolts 1055 and 1056 will look 
and work when applied to garage doors. 


Made of heavy cardboard and beautifully lithographed in nine colors, this 4 


. . . . . . ° ° ¢ 
cut-out is 28 inches high by 40 inches wide. It is provided with two  , + 
: of % 


easels which support it firmly. y 
oe 
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A blank for ordering this cut-out (it is sent free of cost) is enclosed with a booklet, ,¢ .~ 
“Selling More Stanley Garage Hardware.” This book illustrates and describes PP 
the complete series of selling helps we have prepared to assist you in increasing of of 
your sales of this most profitable line. Jif 
¢ e 
, " ° ~ m~ ” . t 
Your copy of “Selling More Stanley Garage Hardware” will be sent you y 
on receipt of the coupon. Cut out and fill in your coupon now, pin it y Mt 
to one of your letterheads and mail it today to ye 4 
¢ - x 
yy ff 
o so - 





no a" 
~ o Pa Rd - = 
A ‘ es Pd 

New Britain, Conn., U.S. A. PS 2 : . ; = .¢ 
oe + Ss 2 
ey» . ; x - 

‘i = - os - ¢?#<¥ 

New York, 100 Lafayette St. iis _ > os £ 
ie 


Chicago, 73 East Lake St. > a 







































NEW GOODS AND NOVELTIES 
Products Being Placed on the Market 
by Hardware Manufacturers 


‘“Nu-Way” Automatic Dish 
Washer 


The Dietz Mfg. Company, Cincin- 
nati, Ohio, has recently placed on the 
market the “Nu-Way” automatic dish 
washer. 

This washer is simply connected to 
a kitchen hot water faucet. The run- 
ning water operates the revolving 
sprays and simultaneously cleans the 
dishes. No definite water pressure is 
required. So long as the flow from 
the faucet is at least 3 gal. per min. 
satisfactory results will be secured. 

First the dishes are washed with 





The ‘Nu-Way” automatic dish washer 


used on a sink drain-hoard 
hot soap suds, then with a quarter 
turn of the soaper valve the soap sup- 
ply is cut off and clear, hot water 
rinses and sterilizes the dishes. The 
holder will accommodate a bar of 
ordinary kitchen soap. 

The tank is made of non-rusting 
metal, enameled light grey on the out- 
side. The soaper and other fittings 
are made of nickeled brass, giving an 
attractive, durable and sanitary finish. 


‘Russwin”’ Friction 
Hinges 
The Russell & Erwin Mfg. Com- 
pany, New Britain, Conn., recently ad- 

















At the left, No. 


Russwin friction hinges. 
400; at the right, No. 1400 


ded to its line of builders’ hardware 
two friction hinges of special design. 

‘A sash fitted with these hinges, 
whether opening in or out, can be se- 


curely placed at any desired angle 
without the use of casement adjust- 
ers. For right or left-hand sash open- 
ing in, the No. 1400 hinge is used. 
For right or left hand sash opening 
out, hinge No. 0400 is used. A fric- 
tion handle is provided for this lat- 
ter hinge which is fastened to the in- 
side of the casing and by means of 
which the friction is applied to the 
hinge. 

Both these hinges measure 354 x 4% 
In, 


KangarooSafety Hand-Car 


The Kangaroo Mfg. Company, 25 
East Washington Street, Chicago, 
Ill., has placed on the market recently 
the Kangaroo safety hand-car, a 
wheel toy that is made for children 
between the ages of 3 and 9 years. 

The Kangaroo produces an up and 
down, horsé-back motion, caused by 
the seat moving up and down 3 in. 
in each direction. In this way prac- 
tically all the muscles of the young 
rider are brought into play in addi- 
tion to giving the user the joy of a 
new sensation. 

The Kangaroo safety hand-car is 
made of strong material. The frame 














The Kangaroo safety hand-car 


is all steel. The joints are securely 
welded and riveted. The handle bar 
is of steel with wooden handles. 

The wheel base is 29 in. The 
sprockets are made of malleable iron 
and a chain is used to transmit the 
power to the wheels. The car is fitted 
with 8-in. and 12-in. enameled wheels. 
The rear axle has round steel ball 
bearings. The tires used are hard, 
%-in. rubber. . All steel parts are 
enameled. The seat is attractively 
decorated with a transfer design of a 
kangaroo in natural colors and is let- 
tered and varnished. The crankshaft 
is fitted with roller bearings. 


THE SweGc Auto Lock COMPANY, 
Evansville, Ind., has been incorpor- 
ated with $5,000 capital stock to man- 
ufacture a patented automobile lock. 
Frank Schwegman, Richard C. Wel- 
ler and E. App are the directors. 


THE Detroit Door & SASH Com- 
PANY, Detroit, Mich., has been incor- 
porated with $25,000 to manufacture 
sash, doors, etc. The stockholders are 
Roswell G., Edgar A., Edgar G. and 
Carrie G. Curtis. 
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“Aladdin” Strainer Cover 

The Cleveland Metal Products Com. 
pany, Cleveland, Ohio, is now fur- 
nishing the “Aladdin” self-locking, 
self-basting strainer cover with a 
number of its aluminum kettles and 
sauce-pans. 

A berlin kettle on which is a cover 
of this kind makes an excellent vege- 
table cooker. The illustration shows 
the manner in which the cover locks 
tight when the water is poured from 














The “Aladdin” strainer cover 


the vegetables. In addition to this 
the strainer serves the purpose of a 
colander. When the strainer slide jis 
closed the cover automatically bastes 
the roast. When the roast is to be 
browned the slide is opened to allow 
the air to enter. This berlin kettle 
is furnished with the special cover 
in 4 and 6-qt. sizes. 

In addition to this the special cover 
is furnished with a windsor kettle, a 
preserving kettle, and two sizes of 
double-lipped sauce-pans. 


Steel Settee 
The Dow Wire & Iron Works, Inc., 
Louisville, Ky., have recently placed 
on the market a steel settee, No. 765, 
for use in parks, houses, lawns, etc. 
This settee is practically indestructi- 














The steel settee, No. 765 


ble, the company points out, and will 
stand the weather and hard usage. 
The length of this seat is 4 ft., the 
height of the arm rest 9 in., the 
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POINTERS 
GRINDSTONE 
BUYERS 


OR nearly three-quarters of a cen- 

tury, stone from the deposit of close- 

grained sandstone, geologically 
known as “Berea Stone,” has been used 
for grindstones. ‘ 

The largest deposit of this stone is lo- 
cated near Amherst, Ohio, in Lorain 
County. Berea Sandstone, from which 
R-W grindstones are made, is taken 
from this district. 

It must not be assumed that every 
piece of Berea stone will make a: satis- 
factory grindstone. On the contrary, it 
is necessary to select the rock with great 
care. A stone that is not uniform in 
texture, or one that is too soft or too 
hard, will not give satisfactory service. 
Some kinds of grinding require a 
coarse-grained, soft stone, the particles 
of which will break down rapidly; 
others require a coarse-grained, stiff 
stone; while still others require a me- 
dium coarse-grained stone of medium 
hardness. The latter classification is the 
one best adapted for general grinding 
purposes, such as grinding scythes, 
sickles, axes, hatchets and other farm 
tools. 

Our Berea Grindstones are selected 
with the greatest possible care, with the 
end in view of giving the users the 
maximum amount of satisfactory service. 

As stated, R-W grindstones are se- 
lected with great care. After the stone 
is quarried and sawed into the desired 
thickness for grindstones, each piece is 
carefully inspected for defects; only the 
perfect stones are used, they being 
broken into squares and pass to the eye 
cutter. They are then placed on the 
lathe mandril or shaft which revolves 
them at a high rate of speed, and the 
Stone is turned into circular form by 
means of a soft steel pointed bar in the 
hands of a turner. Both the eye cutter 


and the turner can determine whether 
or not the stone is too hard or too soft, 
and those not coming up to standard 
are rejected. 
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No. 025 R-W King 


A The Best 
Grindstone Grindstones 
for are Richards- 
Every Wilcox 
Purpose Grindstones 
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“* A Hanger for Any Door thatSlides"’ 
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Many purchasers of grindstones have 
no idea about the proper care of them. 
The grindstone grinds by reason of the 
breaking loose of the grains or particles 
of sand. A grindstone that does not 
wear away with reasonable rapidity will 
not grind satisfactorily. A person can- 
not expect a grindstone to give good 
service if it is neglected and abused. A 
mounted grindstone should be kept under 
cover—not kept out in the weather. No 
dirty water, grease or oil should be al- 
lowed to get,on the stone. When this 
happens one immediately has in the 
grindstone a spot that will not wear 
away uniformly with the rest of the 
stone. The drip cup containing water 
should be detached as soon as the job 
of grinding is done. if the surplus 
water is allowed to drip on the stone in 
one particular spot, it will make that 
spot differ from the balance of the 
stone, and the user will eventually find 
that a stone is not wearing away evenly 
when this happens and might complain 
of a soft spot, or spots in the stone 
which are due to the above cause 


It is important that clean water—not 
dirty water—should be used on the stone 
when grinding, and that the speed at 
which the grindstone travels is not so 
fast that the water flies off the stone. 
This water contains the particles of sand 
or grit which do the grinding and should 
follow around the face of the stone in- 
stead of flying away from it. 


Users of power grindstones should 
note the foregoing carefully and caution 
the operators to keep the average speed 
of the periphery, the cutting face of the 
stone, about 2,500 feet per minute 
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height of the back 18 in., the width 
of the seat 14 in. and the weight 60 
Ib. It is constructed of %x%g¢-in. 
steel slats. The legs are 1x%g@ in. 


Enterprise Bottle Ca pper 


The Enterprise Mfg. Company of 
Pa., Philadelphia, Pa., has recently 
added to its line of products the En- 
terprise bottle capper with which it 
is said any size bottle from 3 to 14 
in. in height can be capped. It is said 
to be especially adapted for use in 
bottling establishments, drug stores, 
and the home for bottling grape juice, 
catsup, etc. 

The adjustment for height is ac- 
complished by loosening the clamping 
cross bar on the bottom of the ma- 
chine by means of the thumb nut. 
This will allow the side rods to be 
moved up or down in accordance with 
the size of the bottle. The rods are 
then adjusted to the proper height so 
that the height gage on the rear of 
the plunger at the top of the machine 
rests on the top rim of the bottle. 
Care must be taken to tighten the 
thumb nut after the proper height is 
obtained. 

When capping, the bottle is placed 
on the table so that the neck is direct- 
ly under the plunger before the lever 
is pressed. Inasmuch as bottles are 
not strictly uniform, no gage can be 
used for this purpose. 














The Enterprise bottle capper 


The height of the Enterprise bot- 
tle capper is 23 in. The height above 
the table is 16 in., the width 7 in., 
depth 12 in. and the weight 8% lb. 
The price is $3.50. 


Cyclone “Silent Salesman’”’ 


The Cyclone Fence Company, Wau- 
kegan, Ill., has recently added to its 
line of display fixtures the Cyclone 
“Silent Salesman” rack, which can be 
used for the display of garden tools, 


snow shovels, brooms, coal 


scoops, etc. 


mops, 


The frame is made of 1-in. heavy 
channel steel with smooth ball foot- 
pieces. The racks are constructed of 
%-in. heavy channel steel frames 




















The Cyclone “Silent Salesman” tool rack 


with heavy 2-in. mesh galvanized wire 
filler. The rack is so constructed that 
dust or dirt cannot collect in it. The 
handles of the tools, mops, brooms, 
etc., are placed through the upper 
wire, as shown in the accompanying 
illustration. Short-handled shovels, 
spades, etc., are held by means of 
special holders on the sides of the 
rack. 

The rack is shipped to dealers 
knocked down. It can be set up in a 
very few minutes. 


New “ Victor” Bolt 
Clipper 


The Roberts Mfg. Company, Somer- 
ville Station, Boston, Mass, has re- 
cently announced to the trade a new 
“Victor” 12-in. bolt and rivet clipper 
which will cut a 4-in. round rod. It 
weighs only 26 oz. and is 12 in. in 
length. The jaws are made of tool 
steel 5/16 in. thick. This allows a full 
30 per cent bevel which makes the 
clipper cut easily and stand a great 














The “Victor” 12-in. bolt clipper 


deal of strain. There is an adjust- 
ment of more than % in. for each 
jaw. One wrench will fit all the set 
screws. Rubber buffers are used be- 
tween the handles to prevent jar on 
the wrist, as well as to proetct the 
operator’s hands. A patent is pend- 
ing on this new clipper. 
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Pennsylvania Lawn 
Mower Helps 


The Pennsylvania Lawn Mower Com- 
pany, 1615 North Twenty-third Street, 
Philadelphia, Pa., has recently pub- 
lished a little booklet entitled, “Bigger 
Business Helps,” describing its adver- 
tising activities. In this book also is 
illustrated a display card, 181x254 
in., lithographed in colors that can be 
used for either window display pur- 
poses or as a wall hanger. It shows 
an attractive scene in which the Penn- 
sylvania lawn mower is the principal 
feature. In addition to this, street 
car cards, electros for newspaper ad- 
vertising, package slips, and a book- 
let, “How to Care for the Lawn,” are 
described. 


“Simplex” Pole Jack 


Templeton, Kenly & Co., Ltd., Chi- 
cago, Ill., have recently added to their 
line of jacks the No. 318 “Simplex” 
pole jack for use in erecting and re- 
moving telephone poles. 

In removing old poles the I-beam 
base is placed beside the pole, the 
jack set upon it, the chains flung 
around the pole, one end of the chain 
dropped in the recessed cap and the 
lever operated. All this is done with- 
out the necessity of any digging 


The “Simplex” No. 318 pole jack in use 


whatsoever. The claim is made that 
the No. 318 will pull practically any 
pole quickly, cleanly and safely. 

The No. 318 jack is single-acting 
and operates on the down stroke of 
the lever. It has a capacity of 15 
tons, a lift of 24 in. and a height of 
39 in. The total weight of the tool 
is 189 lb. The standard and base are 
made of malleable iron; the lever 
socket is a drop forging; the rack bar 
is made of chrome, nickel steel; the 
pawls are drop forgings; the bushings 
and keys are made of steel. The price 
including full equipment is $28. 
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>) <€@That Old Trade Mark Stands for 

% fe “Satisfaction in Hardware” 
FROUTN 

Famous “Ten-Ten” 


Watershed Track 
and Hangers 










No. **Ten-Ten”™ No. **Ten-Twelve™ Ad- 
Adjustable In justable, in and Out 
and Out Up and Down 


ANOTHER INSTANCE OF A-P SUPREMACY 


The “Ten-Ten” door track is bird, ice, snow, dirt, rust 





rain and weight proof. It is simple in design and strong, ee Se ee See Se ane 

being made from one steel blank without rivets or welds. 

Jecause of the cylindrical wheel tread and watershed Since our first monthly shipment of $5,000 feet 

extension, the tandem-type hangers operate with least ee a, ae month Bag. eon agin 

possible friction. No service too hard. No door too large pepacity te s8 snnuel output of ever four million 

or too heavy. The only perfect watershed providing the peessen ia the world, Thic wonder rful press, especially 

swingout feature by the frictionless tilting of the hanger ee ge ge Aen Aly Be apt a o> eats 

wheels on the rounded tread of the track. Allows 44 feet per hour. It is one of the huge presses behind 

feet swin st on a foot opening. the “Ten-Ten” track This track weighs 254 lb. per 
gout o 9g toot op 4 foot. Compare it with others. 


MAIN ORricE “ANO- “FACTOR 


ooh: ILLINOIS, Uv. S.A. 











Portable Sewing Machine 


The Western Electric Company, 195 
Broadway, New York City, has placed 
on the market a portable electric sew- 
ing machine which weighs complete 
but 19 lb. The machine is well pro- 
portioned, and is finely finished in 
black enamel and nickel-plate. The 
arm is large and well proportioned 
with a large space underneath which 
permits the convenient handling of 
bulky material. Some of the features 
of this machine are an improved disc 
tension with an automatic release, a 
self-threading needle, an automatic 
bobbin winder, an improved stitch 
regulator, a positive cam-driven take- 
up and a needle bar protected by a 
polished steel cap that prevents the 
entrance of dirt and grit into the 
bearings. 

The oval cover has strong metal 
handles and is built of high-grade, 
hand-polished quarter-sawed oak. The 
wooden base on which the sewing ma- 
chine head rests is also built of the 





The Western Electric sewing machine in 


use 


same material. It has compartments 
containing the various sewing acces- 
sories. The cover can be locked to the 
base. 

A complete set of high quality 
nickel-plated steel attachments is sup- 
plied free of charge with each machine. 
These attachments with a book of in- 
structions, include a ruffler, tucker, 
binder, braider, under-braider, com- 
bination feller and hemmer foot, four 
hemmers of assorted widths, quilter, 
cloth guide, twelve assorted needles, 
six bobbins, thread cutter, filler oil 
can and two screw drivers. 

The compact Western Electric mo- 
tor operating this machine is securely 
attached to the arm of the machine in 
a convenient position. The motor is 
out of the way of the operator and, 


when the machine is not in use, is 
swung underneath the arm. The ma- 
chine is supplied with an insulated 


Illustrating the portability of the Western 


Electric sewing machine 


cord and plug. The latter fits into any 
standard electric lamp socket. The 
motor will operate on either alternat- 
ing or direct current. The speed of 
the machine is controlled by a pedal 
connected to the machine by means 
of an insulated cord. Hard pressure 
produces a high speed while low speed 
instantaneously follows light pressure 
on the pedal. 


The base is equipped with four rub- 
ber feet to protect any fine surface 
on which the machine may rest. The 
price of the Western Electric sewing 
machine complete with all attachments 
is $35. 


Cuts for Things Electrical 


The General Electric Company, 
Schenectady, N. Y., has recently issued 
a supplement to the Electrical Adver- 
tiser in the form of a booklet of news- 
paper advertisements for G-E  in- 
dustrial and household appliances. 
This catalog shows in miniature the 
best of the newspaper cuts available at 
the present time. .The company states 
in the announcement of this catalog 
that over 2000 dealers and central 
stations took advantage of the service 
during the past year, making use of 
more than 10,000 separate newspaper 
electrotypes and nearly 500,000 pieces 
of printed literature, all of which was 
furnished free of charge. It is further 
stated that if a dealer has any special 
advertising problem on which assist- 
ance is desired the advertising depart- 
ment of the General Electric Company 
is at his disposal. 

This new catalog is divided into 
classified sections under different head- 
ings. For instance, several pages are 
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devoted to electrotypes of electric fang, 
another section illustrates cuts for use 
in advertising heating devices such as 
electric irons, broilers, grills, stoves, 
etc., another features motors and 
motor-drive, still another is of elee. 
trotypes of transformer specialties 
and rectifiers, and the last section is 
devoted to the subject of wiring 
devices and house wiring. 


High-Low Bicycie Lamp 


A. C. Mannweiler Company, Inc. 
Fort Wayne, Ind., has recently placed 
on the market a high-low lamp for use 
on bicycles. This outfit is provided 
with a three-way switch, the high 
point of which produces 2 cp. and the 
low point 0.5 ep. The object of this 
arrangement is to allow the user to 
operate the light on low or half can- 
dle-power when a small amount of 
light is necessary and on full power 
when a brilliant light is needed. This, 
the company states, enables the bat- 
teries to give much greater service 








The Mannweiler high-low bicycle lamp 


than is possible if the lamp must be 
left continually in the full-point posi- 
tion. 


THE ALUMINUM Goops Mrc. Com- 
PANY has had plans completed by the 
Lockwood-Greene Company, Chicago, 
Ill., for a six-story reinforced con- 
crete building to be erected on a neW 
site which it has purchased at Bel- 
mont and Ridgewood avenues, New- 
ark, N. J. George Vits is president. 
The building will be 60x350 ft. and 
will cost about $250,000. 


THe TENNESSEE Nu-StyLe WIN- 
pow SasH CoMPANY, Memphis, Tenn. 
has been incorporated with capital 
stock of $10,000 by W. D. Galloway, 
Joseph H. Creath, C. D. Richards and 
others. 
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Actessoties 


Friestedt “Hydronizer” 


The Friestedt Rim Contractor Com- 
pan, 2934-2938 West Lake Street, Chi- 
cago, Ill., has recently placed on the 
market the Friedstedt “Hydronizer,” 
which is described as a combination 
economizer and decarbonizer. It is 
said that this device insures the satu- 
ration of the air that is drawn through 
a tube by the vacuum created by the 
engine. 

The Freistedt ‘“ Hydronizer” is 
claimed to operate automatically as 
long as the engine is running. Air 
and clean water alone are used. The 
“Hydronizer” is mounted upon the in- 
take manifold. The regular Ford in- 
take can be removed in a very short 
time and replaced, without machine 
work of any kind, by the “Hydro- 
nizer.” 

One pintof water is said to be suffi- 
cient for a trip of from 150 to 175 
miles, and should the water be ex- 














The Friestedt “Hydronizer”’ 
hausted only the decarbonizing fea- 
ture would be eliminated, as the air 
admitted to the engine, it is said, will 
still make for economy of gasoline. 

The shipping weight of the Frie- 
stedt “Hydronizer” is 6 lb. The retail 
price is $6; on the Pacific Coast the 
price is $6.50 


<se 
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« Koko ” Mat 


The Continental Motor Equipment 
Company, 18 Broadway, New York 
City, is distributing the “Koko” mat 
for use on automobile running boards. 

This mat is described as being made 
of woven cocoa fiber. It is set in a 
black-enamel, steel frame, with a pat- 


The “Koko” running board mat 
ent locking spring clamp on the under 
side, that is said to hold the “Koko” 
mat tight to the running board so that 
it cannot rattle or work loose. 

The “Koko” mat is intended to pre- 
vent the tracking of grease, mud, 
snow, road oils, or tar into the auto- 
mobile, and to eliminate the danger 
of slipping on the running board in 
icy weather. Because of the little 
wire clamp the mat can be attached 
with very little trouble The retail 
price is $1.25. 


THE ALL-SEASON Bopy COMPANY, 
Marshall, Mich., with offices at Jack- 
son, Mich., has been incorporated 
with $500,000 to manufacture detach- 
able automobile tops and accessories. 
J. A. McAvoy, Mansel Hackett, Ralph 
Trese and F. R. Bothwell, all of Jack- 
son, Mich., are the incorporators. 


THE Brisk-BLAstT Mrc. COMPANY, 
St. Louis, Mo., manufacturer of auto- 
mobile accessories, will move its plant 
to Monroe, Mich. The company has 
temporarily leased a plant and will 
take steps at once for the erection of 
a new factory building. 


THE FLexo TirRE PROTECTOR Com- 
PANY, St. Louis, Mo., has been incor- 
porated with a capital stock of $50,- 
000 by Cadwell L. Bishop, Palmyra, 
Mo.; Raleigh McCormick and Oscar 
H. Hentschel to manufacture automo- 
bile accessories and special devices. 
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“Monarch” Inner Tubes 


The Perfection Tube Company, 
Painesville, Ohio, is manufacturing 
“Monarch” inner tubes. These are 
made by the laminated process—by 
laying together thin plies or sheets of 
rubber. This construction is said to 
eliminate the possibility of small 
leaks in the finished product. They 
are said to be made of very fine, pure 
rubber. The valve patch is vulcan- 
ized into the tube. The tubes them- 
selves are made of extra thick ma- 
terial. 


“Pressurite” Tire Testers 


The Improved Gauge Mfg. Com- 
pany, 300-302 West Water Street, 
Syracuse, N. Y., is manufacturing 
the “Pressurite” tire tester, which is 
made on the same principle as a 
steam gage. 

This gage has German silver* bear- 
ings. No rubber or leather is used in 
the working parts. Each tire tester 


The “Pressurite” tire tester display card 


is packed in a leather case and is 
placed in a neat telescope box. 

A special display card which holds 
twelve “Pressurite” tire testers is 
furnished by the company. 








ir 
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Motor Car Accessories 


and Tires 


WHY OUR BUSINESS 
IS UNUSUAL 


The Gibson Company does business in an unusual way. 


We distribute motor-car accessories and tires throughout 





the whole United States 


and even abroad. 


There must be good reasons why dealers—regardless of 
distance favor us with their trade. And there are good reasons—reasons which 
tong ago brought an expansion of our activities beyond the limited territory ot a 
jobber, into the far-reaching scope, comprehensive stocks and complete facilities 


of a National distributor. 


Our business, founded 19 years 
ago, has become big, because of certain pol- 
icies—and our reputation for living up to 
them. 


The factors which have won the 
friendship and trade of dealers are these 
Quality, Fair Treatment and Service—plus 
genuine protection for the legitimate dealer 


Hardware dealers, everywhere, 
have found the accessory field a natural and 
profitable field for them to enter. We num- 
ber many hardware dealers among our good 
customers—for they have found it to their 
distinct advantage to buy their accessories 
from a house like ours, which SPECIAL- 
IZES in this merchandise and the service 
which must accompany it. 


We carry in stock our own line 
of high-grade tires and tubes. We have in 
stock, or instantly available, a complete line 


of motor car accessories, shop equipment and 
electrical supplies. No matter what you need 
~The Gibson Company will inant it, and 
promptly. That is Service 


We carry no obsolete, untried or 
unsalable materials. We catalog only articles 
which have a known reputation for service 
and efficient performance, and make our own 
tests before offering. dealers any device or 
accessory. That insures QuaALity. 


We treat every dealer who 
trades with us just as we should like to be 
treated. And we deal with all alike. That 
is Fair TREATMENT. 


Our new catalog will be off the 
press early in March. It is, we believe, the 
most complete and valuable publication of its 
kind ever offered in the accessory and equip- 
ment fields. We will be glad to send it to 
any legitimate dealer—anywhere! Write for 
it—Catalog G-5 


THE GIBSON COMPANY 
INDIANAPOLIS 





SA tf and 
Atenas ane 













































New “Lectroflater” 


The Black & Decker Mfg. Company, 
105-115 South Calvert Street, Balti- 
more, Md., has recently announced to 














The “Lectroflater”’ curb station 


the trade the No. 2 automatic “Lectro- 
flater” tank outfit for giving free air 
service. It is complete in every re- 
spect; even wiring and piping is done 
at the factory. The fuse block on the 
outfit is simply connected with the 
nearest electric light line of alter- 
nating or direct current. When the 
pressure in the tank reaches 150 Ib. 
an automatic pressure switch cuts off 
the current. 

To inflate a tire the “Romort” air 
‘huck at the end of the hose is pressed 
over the tire valve. The pressure in 
the tire will rise instantly to the num- 
ber of pounds desired. When enough 
air has been used to cause the pres- 
sure in the tank to drop back to 120 
lb. the automatic switch starts the 
“Lectroflater” again and brings the 
pressure back to 150 lb. The hose is 
25 ft. long and is of substantial con- 
struction. It is triple braided and is 
very flexible. All moving and elec- 
trical parts are inclosed and run in 
grease. 

The price of the No. 2 “Lectroflater” 
is $125 f.o.b. Baltimore. The length 
of the outfit is 44 in.. the width 16 in., 
the height 31 in. and the weight 140 
Ib. 

Another new product of this company 
is the “Lectroflater” curb station, 
which is arranged for permanent 
mounting on the sidewalk. The wires 
are brought under the sidewalk. It 
is equipped with a No. 2 “Lectro- 
flater.” It has a 4%-in., 150-lb. pres- 
sure gage, illuminated by a concealed 
lamp. The upper compartment con- 
tains the “Lectroflater” and is nor- 
mally kept locked. The lower com- 
partment contains a handy starting 
switch and a long hose, and is fitted 
with an ornamental coiumn, §sur- 
mounted by a large opalescent globe 
having white lettering arranged in a 
green hexagon shaped field. The 
words “Free Air” are in large type 
and “Lectroflater Station” in small 
type. The lower compartment can be 
kept locked if desired and keys fur- 
nished to regular customers. 


How to Measure Screw 


Threads 


The Greenfield Tap & Die Corpora- 
tion, Greenfield, Mass., has recently 
issued the first bulletin of a series of 
treatises on threading and gaging 
problems. It is entitled, “How to 
Measure Screw Threads,” and con- 
tains 16 pages, illustrated by photo- 
graphs and drawings. Among the 
subjects covered are: “The Wrong 
Way and the Right Way of Gaging 
the Tapped Hole,” “Pitch-Diameter 
and Lead,” “The Necessity for 
Gages,” “The Expensive Way and the 
Economical Way of Gaging the 
Screw,” etc. 


“‘Oxy-Igniter” Spark 
Plug 


The Oxygenerator Company, 1919 
South Michigan Avenue, Chicago, II1., 
has placed on the market the “Oxy- 
igniter” sootless spark plug. 

The company states that this plug 
can be taken apart easily for cleaning 
and for the replacement of parts when- 
ever necessary. The porcelain is in- 
closed entirely by the outer shell. The 
chamber, therefore, is said to be free 
from carbon and, according to the 
manufacturer, cannot become short 














The “Oxy-lgniter” spark plug 
circuited. The electrode terminates in 
four points. The circuit is completed 
by the shell which is tapered at the 
end. 


THE WESTERN HARDWARE MFG. 
CoMPANY, 858 Third street, Milwau- 
kee, Wis., specializing in tool grind- 
ers, is contemplating important ex- 
tensions to its plant and facilities. 
New capital has been introduced. 
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Steering Gear Safety 
Device 
The New York Coil Company, 338 


Pearl Street, New York City, has just 
placed on the market a safety device 














The New York safety device for the Ford 
steering gear 


for the steering gear of Ford cars, 
the object of which is to prevent the 
possibility of the steering wheel going 
past center when the wheel is turned 
too far and to prevent a like occur- 
rence when the car is_ traveling 
through deep sand or on muddy 
roads. 

The device consists of a clamp 
made in two sections. It is installed 
on the steering gear shaft directly 
above the steering gear bracket and 
turns with the steering shaft. It is 
adjusted and clamped into position 
when the wheel is turned full to the 
left, in which position it forms a stop 
on the bracket and prevents the wheel 
from being turned too far. 

The price of this attachment is $1. 


Ever Ready Prizes to Be 
Awarded April 5 


The award of $3000 for a better 
name than “Flashlight” which was ad- 
vertised by the American Ever Ready 
Works to be made on Dec. 25 has 


been postponed until April 5. This 
has been caused by the enormous 
number of suggestions that were re- 
ceived and which amounted to over 
530,000. The work of sorting and 
filing this material for examination by 
the judges has made it utterly impos- 
sible to complete the judging before 
April although a special crew has 
been detailed for this work. In the 
meantime, however, the American 
Ever Ready Works are sending spec- 
ial window material to 55,000 dealers 
so that their customers and friends 
may understand the reason for delay. 
This material explains the size and 
importance of the contest and gives 
the date on which the award will be 
made. 


JosePH A. MILLER, Rutherford, N. 
J., has incorporated in Delaware the 
Sterling Tire Corporation, with cap!- 
tal stock of $2,500,000, to manufac- 
ture rubber tires. Otto Basten, East 
Rutherford, and Bartlett Greene, Pas- 
saic, N. J., are also interested in the 
company. 
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Built Around 
This Famous Tire 
Red Side Wall- Black Tread 


E personal service of tire special- 
ists backs the dealer who sells the 
Firestone line. This kindof co-operation, 
with the big, Firestone advertisin?, and 
the special sales-makin} dealer service, 
makes your place of business a prom- 
inent, lastin}, fizure in the motorist’s 
eyes. Write for Book No. 82 expla‘n- 
ing, our direct co-operation with you. 
FIRESTONE TIRE AND RUBBER 
COMPANY, AKRON, OHIO 
Branches and Dealers Everywhere 
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NOTES OF THE RETAIL HARDWARE TRADE 


ST. JEAN BAPTISTE, MANITOBA.—Edward Comeault 
has commenced business here, dealing in the following, on 
which catalogs are requested: Baseball goods, belting and 
packing, buggy = builders’ hardware, building paper, 
churns, crockery and glassware, cutlery, dairy supplies, dog 
collars, furniture department, harness, heating moves, iron 
— kitchen housefurnishings, lime and < 
lubri. — oils, mechanics’ tools, oil cloth, paints, oils, var- 

nishes and glass, prepared roofing, pumps, ranges and cook 
stoves, shelf hardware, silverware and washing machines. 


ODESSA, SASKATCHEWAN.—Wagman & Hoffart have 
disposed of their stock to Fitch & Schroeder. 


ASHDOWN, ARK.—tThe Little River Hardware Company 
has changed its name to the Henry & Joyner Hardware 
Company, and requests catalogs on cutlery. 


SILOAM SPRINGS, ARK.—J. W. Foss is purchaser of the 
stock of automobile accessories, bathroom fixtures, children’s 
een, fishing tackle, builders’ hardware, etc., of Clement B. 

ate. 


HINDSBORO, ILL.—Thomas Lyons has sold his building 
and stock of automobile acc essories, bathroom fixtures, belt- 
ing and packing, bicycles, buggy whips, builders’ hardware, 
building paper, churns, cream separators, crockery and glass- 
ware, cutlery, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, harness, heating stoves, heavy 
farm implements, heavy hardware, iron beds, kitchen cab- 
inets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, sewing machines, shelf hardware, silverware, tin 
shop, wagons, buggies and washing machines, to E. Eversole. 
Catalogs requested. 


PEORIA, ILL.—L. P. Loughnane and William H. Ruhaak 
have opened a sporting goods store at 215 South Jefferson 
Avenue, under the name of the L. & R. Sporting Goods Com- 
pany. A retail and some jobbing business will be conducted 
in the following lines, on which catalogs are requested. 
Automobile accessories, baseball goods, cutlery, dog collars, 
fishing tackle, home barbers’ supplies, silverware, sporting 
goods and toys and games. 


ROCKFORD, ILL.—Charles G. 
ducted an implement business for the past 20 years, 
retire and dispose of his stock. 


ALBION, IND.—P. J. Stanley has disposed of his hard- 
ware business to A. T. Neidhardt and E. O. Himes. The 
firm will hereafter be known as the Albion Hardware Com- 
pany. 

ELWOOD, IND.—Rusk & Quillen have commenced busi- 
ness here, dealing in buggy whips, cream separators, fur- 
naces, lubricating oils, ranges and cook stoves, harness, 
heating stoves, shelf hardware, wagons and buggies, heavy 
hardware and washing machines. 


GREENTOWN, IND.—Herman Wagner has sold his stock 
of buggy whips, builders’ hardware, churns, cutlery, harness, 
kitchen housefurnishings, mechanics’ tools, shelf hardware, 
paints, oils, varnishes and one etc., to the L. & M. Hard- 
ware. New fixtures have been installed and improvements 
made in the firm’s office. 


HUNTINGTON, IND.—L. 
ing 22 x 66 ft. 


RICHMOND, IND.—The firm of Seaney & Brown, geteg 
business at 915 Main Street, has been dissolved. J 
Seaney has taken over the interest of J. S. Brown, who will 
hereafter conduct the business, and be known is the Seaney 
Hardware Company. 


ROCKPORT, IND.—Frederick W. Rimstedt has 
the interest of his partner, John R. Feigel, and wil 
the business under his own name. 


ST. PAUL, IND.—Clifford C. Upjohn has bought the inter- 
est of Charles F. Thompson in the St. Paul Hardware Com- 
pany, of which George Boling is also nag anne a ot 
requested covering automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, ch idren’s vehicles, churns, 
cream sepaiators, crockery an age ae cutlery, dairy sup- 
plies, dog collars, fishing tack furnaces, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heatin stoves, hea farm implements, heavy hardware, 
home barbers’ supplies, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
sewing machines, shelf hardware, silverware, sporting goods, 
wagons, buggies and washing machines. 


APLINGTON, IOWA.—Daniel J. Van Gerpen has succeeded 
Lindaman & Co. 


BAGLEY, 1OWA.—The partnership of Rider & Peterman 
has been dissolved. J. A. Peterman will continue the busi- 
ness under his own name. 


BLOOMFIELD, IOWA.—Horace King has purchased a half 
interest in the hardware business of J. M. Krewson and the 
firm name has been changed to Krewson & King. Catalogs 
requested on a general line of hardware and implements. 

RIVERSIDE, IOWA.—The Lear & Jordan hardware store 
and building is now owned by R. H. Heitzman & Co. After 
some alterations have been made the building will be ready 
for occupancy March 1. 

TOLEDO, IOWA.—W. H. Beem 
implement business at Belle Plains, have opene 
store here. 

DE SOTO, KAN.—William Oro has sold his interest in the 
Davis & Oro hardware store to Oscar Anderson. Davis & 
Anderson will be the new firm name. 


SUMMERFIELD, KAN.—C. P. Aul & Co. are successors 
to Garnett Brothers. 


NICHOLASVILLE, KY.—The hardware and implement 





McGlashan, who has con- 
will 


A. Smith will erect a new build- 


urchased 
continue 


& Son, engaged in the 
a branch 


firm of Von Grunigen & Sinypson has been dissolved. The 
business will be continued by Julius Von Grunigen, who will 
carry a stock of the following: Automobile accessories, base- 
ball 8s, belting and packing, bicycles, buggy whips, build- 
ers’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy sup- 
plies, dynamite, fishing tackle, gasoline engines, haness, heat- 
ing stoves, heavy farm implements, heavy ardware, lubric at- 
ing oils, mechanics’ tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and stoves, sewing ma- 
chines, sporting goods, toys, games and washing machines. 


BALTIMORE, MD.—C. D. Hubbard has retired from the 
firm of Hubbard & Eagleston, and disposed of his interest 
to his son, Joseph Kausler Hubbard, who, with Elmer E. 
Eagleston, will continue the business. No change will be 
made in the firm name. 


AU GRES, MICH.—The Cole Sproule Hardware Company 
has been incorporated as successor to the Cole Grimore Hard- 
ware Company, to deal in baseball goods, bicycles, buggy 
whips, builders’ hardware, building paper, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, fishing tackle, furniture department, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, iron beds, 
kitchen cabinets, kitchen housefurnishings, lime and cement, 
linoleum, lubricating oils, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, wagons, Duggies and 
washing machines. 


FLINT MICH.—Mr. Mossop of Marion, Ind., has purchased 
an interest in the aes W. Hubbard Hardware Company, 
established in 1865 


PETOSKEY, MICH.—A. E. Leismer is the new owner of 
Se implement stock of H. Leismer & Son, at 201 Mitchell 
street. 


STILLWATER, MINN.—The Stillwater Hardware Com- 
pany has bought the hardware stock’of John Boyum at Pine 
City. Robert Tilden is manager. 


LEETON, MO.—G. L. Hall has purchased an interest in 
the S. I. Major & Co. implement and hardware business, and 
will continue under the name of the Hall Hardware Company. 


POPLAR BLUFF, MO.—The hardware store of Noble 
Sigler will be enlarged and a complete stock of the following 
carried, on which catalogs are requested: Automobile acces- 
sories, ‘baseball goods, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, furni- 
ture department, heating stoves, heavy hardware, home bar- 
bers’ supplies, iron beds, kitchen cabinets, kitchen housefur- 
nishings, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and a, poultry oaeees. pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods 
and washing machines. 


SENECA, MO.—The McGannon Hardware Company is pur- 
chaser of the James F. McGannon hardware store. 


_ GERING, NEB.—The Gering Hardware Company has been 
incorporated as successor to T. 8. Rubottom and J. N. Payton. 
The new concern will carry a line of builders’ hardware, 
mechanics’ tools, cutlery, shelf hardware, also linoleum and 
shades. Catalogs requested. 


MURRAY, NEB.—The Murray Hardware & Implement 
Company has purchased a new building, and requests cata- 
logs on hardware. 


TECUMSEH, NEB.—J. A. McPherrin has sold his imple- 
ment stock to C. W. Jones. 


LINCOLNTON, N. C.—The Reid Hardware Company, Inc., 
has been incorporated to do both a wholesale and retail 
business in baseball goods, belting and packing, buggy whips, 
builders’ hardware, building paper, churns, cream separators, 
cutlery, dog collars, furnaces, gasoline engines, heating stoves, 
heavy farm implements, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
sewing machines, shelf hardware, silverware and sporting 
— The capital stock is $100,000. H. E. Reid is presi- 
ent. 


NEW LEIPZIG, N. D.—The hardware stock of August 
Johnson has been sold to the Pioneer Hardware Company. 


SYCAMORE, OHIO.—The implement stock of Kraft & Co. 
is now owned by M. O. Snyder. 


WATERFORD, OHIO.—The Waterford Hardware & Lum- 
S55 sawoeny has increased its capital stock from $25,000 to 


BLACKWELL, OKLA.—Edward Hockaday & Co. have 
bought the Ferguson Brothers & Vickery hardware store. 


INOLA, OKLA.—C. H. Landes has succeeded to the busi- 
ness of the Inola Hardware & Implement Company. 


WOODWARD, OKLA.—The stock of L. Shobs has been 
sold to Boyle Bros. It consists of a line of automobile acces- 
sories, mechanics’ tools, builders’ hardware, cutlery, kitchen 
housefurnishings, shelf hardware, washing machines, etc. 


AUSTIN, TEX.—A new ore front is being installed in 
the hardware store of the J. mpson Hardware Company, 
Inc., at 308-310 East Sixth Btrest. and several new lines will 
be added to the company’s stock. Catalogs requested cover- 
ing automobile accessories, bathroom fixtures, buggy whips, 
builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dog collars, fishing tackie, hammocks and tents, harness, 
heatin — farm implements, heavy hardware, 
home sat , lubricating oils, mechanics’ tools, 
paints, — ae ranges and cook stoves, 
shelf hardware, Cova, games, wagons, buggies 
and washing 























February 17, 1917 HARDWARE AGE 101 


_ 


“Sneaee 
hen dal 


ae - 


iARDWARE 
Diamond lires 


ee eee ee 


HARDWARE 


Diamond Tires 


All over the United States you will see these two 


signs together—Hardware—Diamond Tires. 


We could give you the names of hundreds of 
large first-class Hardware stores that would 
no more try to do business without Diamond 


Tires than without screw drivers. 


Diamond Tires have proved themselves in the 


Hardware trade. 


Diamond advertising constantly sends new cus- 


tomers into Hardware stores. 


The 1917 campaign of Diamond advertising will 
advertise you and your business in your 
community just as much as it advertises the 


tire. 


Ask your jobber for the 1917 Diamond advertis- 


ing campaign book or write direct to 


DIAMOND TIRES 


Factories AKRON, OHIO 
Distributors Everywhere 
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BANTAM 
Panel Running Board Mat 





Fig. 1020 ’ 
Enameled Steel Frame fastened to running board. 
Stiff brush cocoanut mat securely held in place. 
Instantly removable for cleaning. Keeps car clean. 
Prevents accidents by slipping. Packed in cartons 
of 12 mats. 


Consolidated Electric Lamp Co. 10 Silvan St., Danvers, Mass. BANTAM MFG. CO ’ 64 Pearl St., Boston, Mass. 


SAMSON HORNS The Vichek Valve Lifter 








ELECTRIC AND HAND OPERATED 


Line Up That Profitable Auto Accessory Business by Pushing | 
These High Grade Products Rctitionnestits 


Samson Tiger 6 - i 5 a i athitte . . 
The enly Shaft Driven Hera you can eafely recommend to has been selling for over two years. There is nothing 
your trade. One of twenty els. equal to it on the market. Keep your stock up on them 


ASK FOR LITERATURE AND DISCOUNTS by getting your orders placed now. 


American Glectric war The Vichek Tool Co., Cleveland, Ohio 


COMPANY 














KEEP IT MOVING 


When Hardware Age has been read by the buyers 
and the executives of your concern it has served a 
valuable purpose in your business. 


But it can be even more useful to you. Circulate this week's 
copy—and back copies, too—among your salespeople. See that 
they read each issue carefully. Paste a blank on the cover and 
have each clerk sign his name after he has read it. 


Your sales-force can’t know too much about merchandise; how 
to display it and how to sell it. The information they will get 
from Hardware Age is up-to-date and authoritative. 


Don't let your copy lie around on your desk or in the file—‘‘Keep 


It Moving.” 
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Garage Supplies and Equipment of Established Merit 


i 


BUICK TYPE 32%” 4%" Overland Type 


ALL MAKES 





PISTONS 





FORD TYPE 










Ford Connecting 
Rod and Main 


Bearing Reamer 


Cylinder 
Reamer and Jig 


Take out that knock, 
save oil and gasoline. 
Clean out the cylin- 
ders, fit new pistons 
and have a motor as 
good as when new. 


NO MORE SCRAPING 
A FUSSY JOB 
TWO ALIGNING GUIDES FURNISHED MADE EASY 
WITH REAMER. 








AE = =e :) | Removes 


Steering Knuckle | BUSHINGS 
ee a A Spindle Arm jr a JIFFY 



























=> Spindle 
— Made of Tool Steel and nicely 
finished 
Indispensable to the repairman or 
t oe | the owner that does his owr 
work 
When removing Steering Knuckle 
Bushings it is not necessary to 
remove wheel 
aumnieenn Pays for itself in a few minutes 




















Write for General Catalogue and Prices. 




















A TYPICAL PAINT OIL GASOLINE INSTALLATION 
INSTALLATION AT CURB 


What it means to the Hardware Merchant 


[he economical and safe storage and handling 
of expensive and often dangerous Paint Oils, Var- 
nishes, etc., is the problem that Bowser Service has 
solved for you. 

Bowser Paint Oil and Gasoline Storage Systems may b« 
purchased for any capacity, from the small unit, that may 
be added to as increased storage necessity warrants, to the 
most comprehensive and complete system ever devised for 





CELLAR UNITS the handling of all kinds of Paint Oils, Varnishes, etc 
Far nt Gam : Fell your oil storage troubles to our Engineering Ds 
partment—they'll help you out. 


S. F. BOWSER & CO., Inc. 


Engineers, Manufacturers and Original 
Patentees of Oil Handling Devices 





FORT WAYNE, INDIANA “RED SENTRY” 
} Sales Offices in all Representatives be 
FIRST FLOOR UNIT Centers verywhere Cut No. 241 


For Paint Oils, Varnishes, Etc. 
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MOTOR GLASSES 
Which Hold a Profit for You 








2300 Warren Avenue 


Every hardware man should consider the 
needs of his customers. Every machinist 
needs a pair of Goggles, for grinding, etc. ; 
every golf player, every auto driver needs 
Goggles; if you drive your eyes have 
burned. You know why. 

Safety—First and Always. 


Chicago Eye Shield Company 


CHICAGO, ILL. 











KING 
“HANDY-CAP” 


FOR 
FORD RADIATORS 


ELIMINATES ALL 
CAP TROUBLES 
SLIGHT PRESSURE AT BOTTOM OF CATCH 
RELEASES CAP. 
NO BURNT FINGERS—NEVER LOST. 


INTERESTING PROPOSITION TO 
DEALERS. SAMPLES POSTPAID $1.25 


PALMYRA MANUFACTURING CO., INC. 
PALMYRA PENNSYLVANIA 








Adams Auto Top Holder 


“‘Stops the rattle—saves 
your top’’ 
Neatest — Quickest — Strongest 


Dealers everywhere will find a ready sale 
for this best of all Top Holders. An 
ornament to any car. No unsightly pre- 
jJecting arms, nor dangling straps. Can 
be installed in two minutes, and operates 
quicker than any other. 


Two sizes—%” holes for small cars. 
%” for large ones. 


Price, $2.00 per pair 


Write for discounts to dealers. 


ROCK ISLAND MFG. CO., Dept. B, Rock Island, IIL 








SPARTON 


Dispels all dangers lurking on curves and hills of 


TITRE 
A 
“MASTERPIECE OF MILEAGE” 


The Road to Ruin 
is Paved With Bad 
Substitutions 


SAFETY 
FIRST 


YOUNT 


SPARTON 


MOTOR The Superhorn 


earthly highways. Their use ensures ractical 
preparedness for all road emergencies calling for 
warning. 
Regular equipment for 42 High-Class Cars, Quality 
the Reason. 

THE SPARKS-WITHINGTON CO. 


Price: 
$3.00 to $15.00 Jackson, Mich. 











- 


No. 299 


IL ND 
ASE CUPS 


EMPRESS ere 


Leather Packed 


BOWEN MFG. CO. 


AUBURN, N. Y. 
CATALOGUE ON APPLICATION 


The Cups 
shown repre- 
sent only a 
part of our 
line. 


A 


seve Ranches ne 


Short Pat. Marine 


Write for full 
information. 





Style Style 
“B™ OC. “70. “N” OC. Pay Oc. 





Ask for 
Catalogue L. 





ena ¥ 


“K" OC. 
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An Easy Way 
To Double Sales 


Sell two bumpers every time instead of one. Car owners are quick 


Gemco Bumpers pay a 
good profit on every 
sale. They are made on 
the correct End Thrust 
Principle, with channel 
cr diamond bars, to fit 
all cars. 


on the front. 


several days. 


to realize that they need a bumper on the rear end just as much as 
And every car owner knows that it’s cheaper to invest a few dollars 
in bumpers than to buy a pair of new lamps and a new fender every 


once in a while, to say nothing of having the car tied up for 


Ask your jobber about Gemco Bumpers, or write direct to 


GEMCO MANUFACTURING COMPANY 


672 SOUTH PIERCE STREET 


MILWAUKEE, WIS. 


Popular Automobile Accessories 








A PROFITABLE SAFETY DEVICE 


The wind is treacherous. A swinging garage door 
is dangerous. 

A bent mud guard, a broken lamp or radiator hurts your 
customer's heron just as much as personal lafesy. 
SAFETY FIRST—He must take certain pr to protect 
himself, and so he must do with his machine. 


The Griffin Garage Door Holder 


No. 1914—Patented 
is a simple, oeng serviceable article designed r ‘a 
HOLD THE DOOR OPEN. The only Practical article ever 
on the market. Just throw the door open im the or 
inary way and it stays there, firm. 
Get ready to demonstrate; there’s money in it fer yeu. 





Made by 
THE GRIFFIN MAN’FG CO. 
~——a—lC TFC 


It Is 
Holds Never 
the in the 
Door Way 
Open 
ame 












Plug 
Troubles 


FOULING ?—Sootless Points are 
protected — self-cleaning! They 
more than make good the name. 


CRACKING ?—Sootless Insulation is 
multi-wound mica. Twenty sheets forced 
into one. Many times the strength and 
resistance of a porcelain, stone or mica- 
shell. 

SHORT-CIRCUITING ?—Sootless Plugs 
are built by a process that we alone con- 
trol. Without it—a gas-tight, oil-proof 
plug can’t be made. And gas-leaks or 
oily deposits are the root of most spark- 
plug ills. 

Sootless sales mean better profits from 

your spark-plug trad 


Oakes & Dow Co. 


16 Chardon Street 
BOSTON 
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End Thrust 
BUMPERS 
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Horse-Shoe Brand 


Clothes Wringers 
Superior in Quality 
Superior in Workmanship 
Superior in Every Detail 
All wringers manufactured by us are 
furnished with a warranty tag, which bears 


the time of warranty. We stand back of 
every warranty. 


Have you received a copy of our latest 
catalogand pricelist? If not drop usa line. 


The American Wringer Co. 
99 Chambers Street, N. Y. C. 


Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue, Boston, Mass. 








Makes Good Display 


Put up in sets of four in neat boxes, they 
look well in your show cases. 

All built of steel. 

Smallest “Steel Gem” Caster carries 1000 
pounds. 

Roller bearing, they revolve at a touch. 

Write for catalog and prices. 


M. B. SCHENCK CO. 


MERIDEN, CONNECTICUT 











Encourage Him 


Some bright boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 


found in youngsters. 


This boy is of the stuff that makes 
real merchandisers. Properly tutored, 
he’ll develop into a big, broad-gauged 
man able to lift many of the burdens 
you now carry. 


Encourage his continued interest, 
add fuel to his ambition and make 
him more valuable generally, by giv- 
ing him a personal subscription to the 
Hardware Age. 


In many cases a Hardware Age sub- 
scription has been an important factor 
in bringing boys from the ranks. 
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Cobbler Sets 


This is the time to con- 
sider Cobbler Sets, Shoe 

Economical Lasts and Stands and 
Shoe Lasts and Stands Heel Plates. 


We happen to have The 
Best in the country. 


All good sellers that 
wr” bring repeat orders. 
ona Comparison is the only 


proof, and all we ask. 








One shipment will 
insure more of the 
same kind. Try it. 





Empire Ask for Catalog No. 15 


Heel Plates 


Star Heel 
Plate Co. 


LOUIS SACKS, Prop. 
Newark, N. J. 
U. S. A. 








THE OSCILLATOR 


Vacuum Washer 





** Ask the Woman Who Uses One’ 


THE EFFICIENCY WASHER 


The great objective in every washing machine 
built today is more efficiency. And efficiency merely 
means making one motion do what it took two to do 
before—making one hour yield up results that two 
gave you before. The “Oscillator” gives this service 
to its users. Wouldn't this efficiency please your 
trade? Let us tell you how to sell ten washers 
where you now sell one. 


We make Hand, Electric and Engine Power Washers 
Write for Prices and Our Exclusive Agency Proposition 


Kiel Manufacturing Co. 


Albert Lea, Minnesota 











BRIGHT WIRE AND 
BRASS WIRE GOODS 


SCREW EYES 
SCREW HOOKS 
GATE HOOKS AND EYES 





*s GROSS. 27s “INCH. 











No. 0 
Bright Wire 


GATE HOOKS AND EYES 


MADE IN U.S.A. 





MORGAN SPRING COMPANY 


WORCESTER, MASS. 











A COMPLETE LINE. 
PROMPT SHIPMENTS. 
WRITE FOR PRICES 



























That’s the argument to use 
wherever belt power is available 
This Peg Dolly, No. 11%, han- 
dles big family washings from 


{ first tub to clothes basket—it’s 
yo feprentecs to sell and satisfy. 
One Minute Mfg. Co. 


Newton lowa 
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“Keep Out the Dirt and Slush” 


Order Promptly Cary’s “Everlasting” 
Flexible Steel Door Mats 


The best quality steel Mat on the market. Made in 12 
stock sizes, also in rolls as illustrated. 


Cary’s ‘‘Everlasting’’ Flexible Steel Mats are made from 
the heaviest and best quality galvanized steel. Each Mat 
is equipped with our new solid end pieces. 


Guaranteed not to curl up at the corners—can be used on 
both sides—fold up like a rug. 


The United States Government has awarded us the 
SEVENTH consecutive contract for our steel Mats. 


A MIGHTY STRONG INDORSEMENT 


Send for prices and catalogue. 


CARY MANUFACTURING CO. 
126-132 Nassau Street Brooklyn, N. Y. 

















Arawana Hammocks | ||_,9fapeth, 
oe To Be The Best il i i HERRICK | 


1 \ \ Ball Bearing 
Tool Rack 


The problem of 








& 














good display for agri- 
cultural tools and im- 
plements has_ been 
solved in this large 
capacity, Revolving 


Tool Rack. 


The HERRICK holds 15% doz. tools and 
one dozen axes. Ball Bearing action, it re- 
volves to a touch. 


A “glib tongued” salesman that never over- 
looks an opportunity. You lose money every 
It is not only the American and International judges who ‘ 


have given the first awards to Arawana Hammocks that pro- dav a one. Write today. 
nounce them the best. It is the many users and dealers who lay you are without ome y 
find these hammocks built to last, of beautiful colors, fair in 
price and large in profit. 


A card will bring our catalog. The F. A. Herrick Co. 
THE I. E. PALMER COMPANY | |) )0e Fs A. ! Sg 


MIDDLETOWN, CONN. 























QUALITY plus SERVICE equals SATISFACTION 


In offering you our line of goods, we are offering you QUALITY and SERVICE, and 
complete Satisfaction comes only in the selection of goods that have stood the test of time. 
In stocking our goo. you get this SATISFACTION. 


EAGLE MOP WRINGERS and BUCKETS COMBINED and 
SUPERIOR FOLDING WASH BENCHES have the reputation of 
never failing to satisfy. You will find these lines quick sellers and 
big profit producers. 

All of our products are built of high grade material, and are 
guaranteed against all defects and imperfect workmanship. The in- 
creasing demand for these goods is conclusive evidence that they are 

Made in three sizes, the Standard of Comparison, the Highest point of Mechanical Skill, 
Casas Gee and the Acme of Perfection. 


The Eagle Woodenware Manufacturing Company 


Manufacturers Will hold a 10, 11 or 12 


HAMILTON, OHIO, U. S. A. inch clothes wringer 
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Pa CHICAC 


SPRING HINGES 
DISTINCTION 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers ano create the demand. 





The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the door is closed 


Chicago Spring Hutt Company 
CHICAGO NEW YORK 
Send for Catalogue H-32 

















' in 
NIAGARA VESTPOKIT RENCHIZ | || pont Wire Goods 


Fit the Pocket and the Pocketbook 





Brass Cup Hooks 
Cotter Pins 
“Hicks Belt Hooks 


Coat and Hat 
Hooks 


Wire Hardware 
Wire Mill Goods 
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NIAGARA VESTPOKITRENCHIZ 
HANOY USEFUL DURABLE 
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METAL STAMPING WORKS 
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12 aa eg 6 —e Fit Nuts 5” to 1}” 
iagara Universal Rench, Ten Tools in One 

These Renchiz fit all nuts, square or hexagon Special Wire 

Even the largest size is not cumbersome in the pocket 


Only high grade material used. Will not wear out 
Save the temper of the chauffeur and the bicycle rider Forming 


Called for by camper, sportsman and tourist 








Handy, Useful, Durable, Low in Price ; 
A we convenience at a little cost E. Jenckes Manufacturing Co. 
Folder 95-H showing all Renchiz and six sizes WORCESTER MASSACHUSETTS 
Vestpokit Skrudrivrs Mailed on Request Selling A. 
ing Agents 
MANUFACTURED EXCLUSIVELY BY JOHN H. GRAHAM & COMPANY 
Niagara Falls Metal Stamping Works 113 Chambers Street New Youk Cay 
HARDWARE SRECIALTIE 


NIAGARA FALLS, N. Y., U. S.A. 


8-102 


























FOR AN ENDURANCE TEST 


The Shelby “CHIEF” Double Acting Ball 


Bearing Surface Floor Hinge 


loaded with a heavy door was hitched to a machine. The machine swung 
it back and forth 23 times per minute, 1380 times per hour. This driving 
pace was kept up until the door had swung enough times to admit 1,560,000 
people,—one at a 
time. When un- ‘ 
; hitched, it was not a ene 
a lifeless, grinding, worn out hinge as any one would expect. IE |euteroneedneenived ‘oo ST 
2 a ay working quietly and performing the duties of a etree sal] a 
irst-class inge ————— a 
class floor hinge. F IY 


1,560,000 times was enough. Enough to show us, and if you could be EB ZF. ADJUSTMENT : 
at our factory 10 minutes, we could prove to you our statement, that CONSTRUCTION OF sl 
the Shelby Chief is the cheapest floor hinge on the market if quality ‘AUGNMENT PLAIES 
and efficiency are considered. 


We stand back of every genuine Shelby Chief you sell. Ask for Catalog and prices. 


The Shelby Spring Hinge Co., Shelby, 0. 
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A NEW TOOL 


YANKEE 
~ No. 135 


rT Ce 





A NEW “YANKEE” TOOL for eee & screws. 

convenient driver for carpenters, 

and all mechanics who — 

screws to drive. The spring in 

Oe Tae aa ar ko eee 
cellent tool for overhead work or in tight places where other 
screw drivers will not reach. Your jobber will supply you. 


A NEW TOOL NORTH BROS. MFG. CO. Philadelphia, Pa. 


YANKEE 2 | — 
No. - i ee Te 























"The Waterproofing Compound 
that has stood the test of ages 


UST the thing for calking 

J seams in vessels large or 

small. Used extensively by 

shipbuilders. Seals opened joints, 

closes cracks in wood and metal 
surfaces. 


Mends roofs, gutters, cornices, flashings, chimneys 
and skylights. 


In big mouthed cans—one pound and up. Sells like 
hot cakes. The dealer’s profit is 
good and the turnover is quick. 


Write today on your business 
stationery for free sample can 


yg THE PHILIP CAREY COMPANY 


ie 222 Wayne Ave., Lockland Cinci ti, O. 








BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 Py “A 


Twelve Medals of 
Award at 


INTERNATIONAL GOLD MEDAL 
Atlanta, 1895 


INCORPORATED 1895 
Special Grand Prize 
Expositions 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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VANADIUM CRUCIBLE STEEL BLADES 
THE MASTER ALLOY AND TOUGHEST STEZL KNOWN 
ORIGINATORS OF THE FIRST SIDE WHEEL LAWN MOWER IN 1869 
NEARLY A HALF CENTURY DOING ONE THING WELL 
BEARINGS BORED WITH RIFLE BARREL ACCURACY 
THE STANDARD BY WHICH OTHER MAKES 
ARE MEASURED 


THE MOST UNIVERSALLY ENDORSED 
HAND, HORSE and MOTOR 


LAWN MOWERS, BECAUSE THEY ARE 
MECHANICALLY PERFECT, DURABLE AND 

ALWAYS GIVE SATISFACTION. ACKNOWL- 
EDGED BY DEALERS TO = THE BEST GOOD 
WILL ASSET IN THIS LIN 


SEND FOR 1917 caraoa 


The Philadelphia Lawn Mower Co. ©” “Bearings Blt 


Styles “Grabam’’ and “A’’ All-Stee!. : P Philadelphia Roller Bearings posses 
7 Practically indestructible. 31st and Chestnut Sts., Philadelphia, Pa., U.S. A. eavantenes over old style ball — 


























When 
There’s Money for You Do You Want Your 
in Ideal Power Lawn Mowers 
Every lawn owner is your CHA IN 
prospect—the larger the lawn, e 
the liver the prospect. Your Shipped? 


parks, boulevards, cemeteries, In what Quantities? What Kind? 


need the Ideal. }’ou can make ih. Packed? In Coil or Specialties? 
the sales. 

Ideal Power Lawn Mowers are 
built to do the highest quality 
work with utmost speed and econ- 
omy. Simple, reliable clutch, 
throttle control, gearless differen- 
tial—among features that buyers 
appreciate. 

Get our 1917 proposition 

it includes the best brand of 

sales co-operation we have 

ever offered. Remember you 
don’t have to push the Ideal 

-—it pushes itself. 

The Ideal Power Lawn Mower 
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Company Bulldog Hodell Samson 
® © Olde Chaicmes 12 Sizes 11 Sizes 6 Sizes 


* . and Cleveland Pump in 2 sizes will 
409 Kalamazoo St. Lansing, Mich. meet the demands of all your trade 


The Spring demand will soon be opening up 
and we are prepared to make prompt shipment 
of patterns, sizes and quantities to satisfy your 
trade. And our Co-operative Dept. will! help 
you to sell chain. 


Write Dept. H. A. for Catalogs, 
samples and prices. 


WORKS ss. 








OHIO meee 
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[meg t errors and save time. The foot numbers are in the most convenient position, 
both horisontal and vertical measuring. 


Other exclusive features, such as KECO finish (to guard against rusting), 
ar Some Ray l. pt pf - 5G — 


Ask for our Trade Price-List of Measuring Tapes No. H 1398. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street | General Office and Factories, HOBOKEN, N. J. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
$16-20 S. Dearbern St. 817 Locust St. 48-50 Second St. 5 Netre Dame St. W. 


aids Wiaenesitadniam ad taken ants, Measuring Tapes 
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Your Trade 


will value the features of 
Simplified- Reading and 
Top Graduations which 
are embodied into 


DIETZGEN 


Measuring Tapes 


These practical and advanta- 

geous features will bring “re- 

peat orders’ on a profitable line. 
Send for Tape Catalog ‘‘H’’ 


Eugene Dietzgen Co. 


Manufacturers 


Chicago New York SanFrancisco New Orleans 
Philadelphia 
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American Brand 
QUALITY SERVICE 


Screen Wire Cloth 


Lasts Longer — Looks Better 
also 
American Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 
All Meshes and Widths 


American Wire Fabrics Co. 
Chicago, Ill. 
FACTORIES : 


Clinton, Iowa Mt. Wolf, Pa. Niles, Mich. 
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sell better because they are 

Ibuill better for the better 
ee Gclass trade. Write for Catalog 18 
RW : Sold by LEE RICHARDSON & CO. 4 


Agricultural Implements, 
Hardware, Tinware, etc. 
114 S. Washington Street 


fm wA\ Vicksburg, Miss. 








An Aid to Better 


Hardware Advertising 


E have a book ready to mail 
V \ you (on receipt of $2.00) that 
is going to put an end to your 
advertising problems. You probably 
don’t like to write ads yourself and you 
may not feel justified in hiring someone 
to write them for you. But why worry 
over advertising when 


Hardware Advertising 


By William Borsodi 


can be obtained so easily ? It’s a collec- 
tion of selling phrases, descriptions, and 
illustrated ads as used by successful ad- 
vertisers. It will be a big help to you, 
and it’s yours for Two Dollars. 


Hardware Age Book Department 


239 West 39th Street New York City 
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Whatever Your Grind- 
stone Needs We Can 
Supply Them 


When you sell a “Cleveland Grindstone’ 
you sell a stone that will grind. This is the 
essential thing if you want to hold the trade 
in your territory. Tools sharpened on a 
“Cleveland Grindstone’’ are sharp enough 
to know what they are supposed to do. 

Our mounted grindstones are equipped 
with selected stones and constructed of best 
material with latest improvements. 


Write for catalogue and prices. 


THE CLEVELAND STONE CO. 
Leader-News Bldg. CLEVELAND, O. 


SUCCESSFUL 


Sold by Dealers Everywhere 


The SUCCESSFUL line of INCUBA 
TORS and BROODERS is an old-estab 
lished product. Has been on the market 
for over 25 years. It is complete and is 
advertised EXTENSIVELY for the bene- 
fit of dealers. Right now is the time to 
reserve YOUR territory. Write for catalog 
and discounts. 


Des Moines Incubator Co. 
Des Moines, lowa 











Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 





Made a little difterent— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and  adapta- 


bility. 














HAYES PUMP & PLANTER CO. 


CALVA , ILL. 











Glass 


Novelties 


| ff | 

C id 
the attractiveness and variety of 
glass novelties, put up in individual 
cartons—so easy to handle, and so 
easy to sell—and you will write 
immediately for the catalog of the 


Lancaster Glass Company 
Lancaster, Ohio 
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Every Williams’ 
Ad Aids You 


J.H. WILLIAMS & CO. 
SURGE BROOKLYN, N.Y. CHFY 
THE WRENCH PEOPLE - 


This wrench reference appears in 
every message we address to tool 
buyers no matter what other prod- 
ucts we emphasize or if our reader 
be an importer, a manufacturer or a 
mechanic. 








We thereby insure that a portion 
of every dollar we expend for adver- 
tising space directs attention spe- 
cifically to the line of “Grand Prize” 
Wrenches which all our dealers 
carry in stock. 


We believe you prefer us to 
pportion our appropriation to 
bring you new customers rather 
than to attempt to instruct you in 
the treatment of the customers you 
have yourselves acquired. 


POPULARITY 


means just as much to a ma- 
chine tool’s success as to that 
of a man. 


“Morse” ‘Tools 


are justifying their popularity 
by their performance. If you 
wish to stock the tools that 


bring trade to you, STOCK 
““ MORSE.” 


(MTOsMCO. i ae > <a 


Morse Twist Drill & Machine Co. 
New Bedford, Mass. 














Just the Socket Wrenches 
that Sell—Just the Way 
to Sell Them 


Nobody doubts the worth of socket wrenches. 
Their value has been proved in service and their 
good points are known far and wide. 


We make a full assortment of socket wrenches 
and our No. 300 Socket Chest is offered free with 
the assortment of sockets, handles and accessories 
that best fits your requirements. 


Write for special offer. 


FRANK MOSSBERG CO. 
ATTLEBORO MASS. 

















Leather Goods for The 
Electrical Worker and 
Lineman 


)} Dependable in ev- 
ery seam and rivet 
—Made of the best 
of leather. 
Specify KLEIN’S 
and be SURE. 
4 We manufacture 
H a complete line of 
electrical workers’ 
— , mee and linemen’s 
Harness Leather Tool Bag tools. 


Write for catalog 17 just off the press. 


M.KLEIN & SONS 
Canvas Bag 


Mathias Klein & Sons, Tool Mfrs. 
Canal Station 21—Chicago 
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Bommer Floor Surface Spring Hinge 


ONLY 


DOUBLE ACTING " 
SPRING BUTT HINGES & 


have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 
breakage and increas- 
ing spring power, 
preventing unequal 
wear of the barrels, 
and giving practically 
unlimited durability. 

















Has Release and Holdback Features and 
Ball Bearing and Alignment Device 


Suitable for either double-acting or single-acting doors 


The most durable hinge of its type; holds the door 
open when swung to 90 degrees. The spring-action can 
be entirely released so door will swing free, with- 
out spring-action, by inserting a wire nail (when 
the door is open) into a hole provided in the side 
plates. The spring- 
action can be restored 
by withdrawing the 
nail, 







No. 18 Type 


BOMMER BROTHERS, Mfrs., Brooklyn, N. Y. 

















MORE PROF its | 


FROM Our complete manufac- 


turing facilities enable us 


to offer SASH CORD of 


good finish and dependable 

quality at lower prices 

than other manufacturers. 
This is a broad sstate- 


ment to make—prove it by 
a trial order. 

“ALBA” brand, a ster- 
ling, high grade, unspotted 
cord, free from imperfec- 
tions and, by actual test, 
proven to be as durable as 
other brands that cost more. 

“STAR” brand, a more 
popular grade; our second 
quality but equal in 
strength and durability to 
many so-called “first qual- 
ity” brands. 

Won't fray, break or 
catch in pulley. 

Let us tell you more 
about our line and prices. 
A postal brings full infor- 


mation. 


Ga = as 


ESTES MILLS 
FALL RIVER, MASS. 
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~ INVISIBLE 
HINGES 


are made in numer- 
ous sizes and vary in 
aJ@} construction to suit 
1 each particular re- 
@'@ quirement for an in- 
= visible Hinge. 
ee Hardware Dealers 
who carry this line do not limit their 
sales and profits but meet the require- 
ments of all classes of mechanics, car- 
penters, builders, architects, owners, 
Cc. 

* Write for Catalogue H 


it is interesting and instructive end contains the 
key to more profit and larger sales 


SOSS MANUFACTURING co. 
435-443 Atlantic Avenue, Brooklyn, N.Y. 


BRANCH OFFICES: 
CHICAG —- 160 North Fifth Ave. 
SAN FRANCISCO—164 Hansford Bldg. 
LOS ANGELES—224 Central Bldg 
MINNEAPOLIS—3416 2nd Ave.. South. 
DETROIT—922 David Whitney Bldg 


CANADIAN REPRESENTATIVES: 
J. E. Beauchamp & Co., Montreal, Canada. 
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DAMMAM AAT 


(Patented) 


THE CHAMPION 


Acting 


Acire -loor Hinge 


This handsome hinge of few parts has 
the “call,” and deserves it. 


The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 


And all a carpenter has to do to attach 
this hinge, is, simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells, 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 


GENEVA, OHIO 
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P k 4 Compe \/; 
ar er S nation ipe 1se 
You can’t sell a more convenient, stronger, or more serv- 

iceable vise for pipe work. This one has a Patented Expansion 

Ring Swivel, operated from side of vise, handy to the work. 

A great improvement. 

Made also with Parker’s Patented Solid Steel Bar running 
entire length of side. This feature gives greatest possible 
strength and makes the slide practically unbreakable. Has 
Semi-Steel Castings. The Steel Faces are milled, correctly 
fitted to jaws and renewable. Three popular sizes. All good 
sellers. Liberal profit. Send for Vise-Catalog No. 5. 


The Charles Parker Company 


N. Y. Salesroom, 32 Warren St. Factories, Meriden, Conn. 
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The Neverip Stitcher A TIME AND MONEY SAVER 


‘ . , . Set of needles 
The greatest invention with which the un- earried in handle 
skilled man can repair leather goods or any } under metal cap. 
heavy material. 


A Miniature Sewing Machine 


Packed % dozen in attractive counter dis- 
play box. 


Show cards and circulars in 4 languages. 
Foreign and domestic trade solicited. 


WRITE FOR PRICES 


Stewart-Skinner Co. 


420 Herman St., Worcester, Mass., U.S.A. 








Headquarters for CHAIN 


Here shown are but a few of the many dif- 
ferent kinds of chain we make. All our Chains 
are made of A-1 stock by Automatic Machin- 
ery and are therefore uniform and of the best 
quality. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog 
and Trade Prices. 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. U.S. A. 











Simpson Quick Acting Vise 


Here’s a vise possessing all the strength of the old-fash- 
ioned vise combined with a quick adjusting feature that in- 
sures speedy work wherever the vise is used. 

To set this vise the front jaw is lifted, slid to approximate 
adjustment, then dropped back in place and gripped tight by 
a single turn of the screw. It’s very simple, speedy and 
strong. There is no intricate mechanism involved. 

“Simpson” Vises are made of the best vise steel, with check 
or smooth faced tempered jaws. They are dependable in 
every respect—fully guaranteed against defects and breakage 
under ordinary use and conditions. 

wig Catalog No. 31 will aid you in selecting a suitable 
stock, 


Athol Machine Co. Athol, Mass. 


S.A 


MACHINE CO 
ATHOL. MASS. U 


ATHOL 






















February 17, 1917 


Tn 


Order STANLEY No. 3000 


ni 


“TWINROLD” SELF TIGHTENING 


COILED DOUBLE 


See Page 89 


HARDWARE AGE 


BOX STRAPPING 


Pat. Sept. 26, 1911 
Nov. 5, 


1912 











HIGHEST QUALITY 


REASONABLE PRICES 


MAKES 


SATISFIED CUSTOMERS 
PROFITABLE SALES 


Gueranteed Deliseries 


Successors to 
Union Caliper Co. 
Bates Mfg. Co. 
Tool Business of Hill Standard Mfg. Co. 


MANUFACTURERS OF 
CALIPERS pevinass) TAP ~Eeacuns, 
AIL SETS, NTER PUNCHES 
TEMPERED STEEL RU LES. 
COMBINATION SQUARES, 


HACK SAW FRAMES, KEY SEAT RULE BIL, - KS, 
THREAD GAUGES. THICKNESS GAUGES 


Complete Line of Tool Holders for 


Turning, Planing, Boring, Shaping, Slotting, Cutting-Off, Side 
Outting, Threading, Key Seating, Lathe Dogs, Drill Holders, 
Machine Vises and Screw Muchine Products 


Selling Agents—Surpless, Dunn & Co., 74-76 Murray 8t., 
N. Y. City; 84 N. Clinton St., Chicago, Ti. 


e 
SNe “ASE ~ 
Every Tool D lable 











WHITAKER -GLESSNER 
COMPANY 


Manufacturers 


BILLETS, SLABS, 
SHEET BARS, 
BLUE ANNEALED 
SHEETS, BLACK 
and GALVANIZED 
SHEETS AND 
FORMED ROOF 
INGS. 


PORTSMOUTH PORTSMOUTH 
WORKS: * OHIO 
ms 

















BIFURCATED RIVETS 


Established 








RIVETS 








Main Office and Factory 
JUDSON L. THOMSON MFG. CO. 
Waltham, Massachusetts 


Bifureated and Tubular Rivets, Meta! Specialities and Rivet Setting Machines. 
Write for Catalog and Prices 


Sininin 


OUTSIDE PRONG RIVETS 
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100 Years S\ This Mark 


with but little change in method 
of making is the history of the 


broom ul O4,/ Means Money 
Re 








TheModernBroom 


electrified the public and trade 
at large. 


s 
Something New You'll find this mark on every genuine PROTECT-A- 


LITE Safety Wire Gas Globe, the mark of perfect satis- 
in broom construction. Quality faction that insures easy sales. No gas axture is gom- 

plete without the protection a ese globes afford 
high, price moderate. Selling Neither is any hardware stock complete without them. 
rapidly as salesmen and litera- 


ture reach the dealer. Write. + 
LEE BROOM & DUSTER The Safety Wire Gas Globe Company 


COMPANY winkieek Columbus, Ohio 








“WALL | OILERS” 4 When the Trunk 


of Brazed Steel Write us before - : Comes Down 
Construction placing your hates se. from the Attic 


in tion for the vaca- 
Guaranteed & orders. One 0S ae S. 


_. ing upon the scene with Acme Bal) 
for order means i) Bearing Trunk Casters. 
ge )\ ma, 2... combination casters and 


mn c7 MEG. YL and can be fastened se- 
5 years uf another HE SCHATZ A carely by five No. 0 rivets elther to 


or wood bot- 
toms, no slat required. 


— - 
P. WALL MFG. SUPPLY CO. 3 The Schat as 


PITTSBURGH J.C. MeCarty & Ca, 29 Marray St, N.Y, 








y M. Bteapieh Line 


HARDW ARE JOBBERS : : creablished 1860 still’on the job. 


The “SUPERIOR” Balers have many Steel 
points of superiority over all other Balers, r ~ 
ones are easily shown in our illustrated J he \ and 
reular. yp \ 
The No. 30 “SUPERIOR” Baler is the > \ \ Brass 
Baler to order, for it is the merchant's } 
favorite size, most economical Baler in Ss lit 
the use of wire, is built the proper height | j | Pp 
for the ease and convenience of the oper- j K. 
— pas ime eteeee ———— clamp \ ey 
encircling entire Baler and contains more : / b 4 
baling space than Balers sold at higher 4 Rings 
prices. The large capacity in which we (i 
ee joes Rage enables us to give 
such good quality for the money. The 
above statements are verified by thousands All sizes, % to 3 
and thousands of satisfied customers, in. This actual 
Order from your jobber, or if he is unable sise of %, 11/16, 
to supply you write us for name of job- 1% and 1% in. 


ber who can supply you and information 
regarding service bulletin as to how to obtain highest prices for gg 1 and Brass Snaps, ewtnt Boy tte Fae 


baled paper. Brass us Silver Plated Candlesticks, Ball and Fancy 
Key Rings, Furniture Trimmings, Glass Knobs, 
G. WENZELMANN Glass Prisms, paseo, eae Brass and Carved 

Oak Bellows. Cut 


Prop. Galesburg Paper Press Factory, Drawer 49, Galesburg, Ill. J. R. M. ADAMS, importer ‘and Jobber, Baltimore, Md. 

















Spreads 80% A Third Reason For J. B. 


Kugil, Scales Pre-eminence 
urt er J. B. Scales succeed not only because they are accurate and 


meet the law’s demands (which is all that you can ask of 
scales), but also be- 
cause they are built 
to last indefinitely and 
are not regulated for 
only temporarily cor 
rect weigh'ng 


Isn't this worth telling your cus- 
tomers in these “high cost’ days? 


Many dealers have played up this 
spreading poet with great success. 


Hilo Flat Finish is a specialty—and 
a profitable one. Ask for proof. 


Moller & Schumann Co. 


53 Years Making Hilo Varnishes 


Japans, Enamels Jacob Bros. 
BROOKLYN, N. Y. 
Co., Inc. 


CHICAGO SAN FRANCISCO 78 Warren St., New York 
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Sell Satisfaction 
F. Dieckmann Elbows sell solely on merit. Made all 
angles, all designs, square, round, plain, corrugated. 
The Ferdinand 
Dieckmann Co. 
Cincinnati, Ohio 










A Profitable 
Hose Mender 


Of which patents belong to us ex- 
clusively 





You can see from its construction that this hose 
mender makes a permanent union quickly. The 
kind of goods that makes customers and holds them. 
Made in all diameters. 

Get our catalogs on Hose Couplers and Lawn 
Sprinklers. There’s profit in it. 


STUBER & KUCK CO., Peoria, Ill. 


New York Office: 154 Chambers 8t., 3. M. Sherwood, Mar. 
San Francisco Office: Rialte Bidg., Wm. P. Hors, Mgr. 














<> 


COLDROLLED STEEL 
BOX STRAPPING 


300 feet to a coil. 20 coils in a 
case. Great Tensile Strength. 
No Sharp Edges or Rivets. 
Write for Catalog. 
Manufacturers of 
Flexible Steel Door Mats, 
Corrugated Fasteners 


ACME STEEL GOODS 





COMPANY 
Acme “Dot Embossed” 2840 Archer Avenue, CHICAGO 
Atlanta, Ga. New York City SanFrancisco Montreal, Quebec 





Coldwell Lawn Mower Co. 
Offers New and Improved Models of 


Motor Lawn Mowers ©. .......ccccccees Ride Type 
Motor Lawn Mowers ............... Walk Type 
Horse Lawn Mowers .......... Threesome Type 
Horse Lawn Mowers ............§ Standard Type 
Horse Lawn Mowers ......... Demountable Type 
Hand Lawn Mowers .......-c.e.. Roller Type 
Hand Lawn Mowers .........Side Wheel Type 


Send for price list and full description 


COLDWELL LAWN MOWER CO. 


Chicago Office, 62 E. 
Factory and Offices at yA . bs 
Newburgh, New York Chicago, Mlinois 














The “Original” ‘Gutter Hangers 
Made by Berger Bros. Company 


are the strongest, neatest and 
handiest made; 2c different styles 
to suit any requirement. 


Look for the “BB” on 
every piece. 






Send for free samples 
No. 10 and No. 8 Catalog. 


BERGER BROS. COMPANY 


Office: 229-31 Arch St. Store: 237 Arch St. 
Warerooms and Factory: 110-114 Bread Street 


PHILADELPHIA 

















Quick-Set Steel 
Drive Posts 


These are some of the 
reasons why the demand 
for these posts is grow 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing, 
wire strung easily and 
quickly. 





It will pay you to 
handle these posts, The 
appeal to farmers and all 
property owners. Send for 
our catalog. It is free 


Buffalo Steel Co., Tonawanda, N. Y. 

















Genuine NEY Haying Tools 
STANDARD FOR FORTY YEARS 

THE COMPLETE LINE WRITE FOR CATALOGUE 

THE NEY MFG. CO. Canton, Ohio 
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Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 


Perfect Clinching 
Hose Coupling 


1 =D 


Brass Body and Galvanized Steel Clamps, 
Complete in one article. The Lowest Priced 
Quality Coupling on the Market. Also fur- 
nished in all brass. It makes a Strong, Tight 
Job—as Neat as a Factory Inserted Coupling 
Special Clamp Construction Prevents Cutting 
of the Hose. 
Send for Catalogue of Hose Accessories. 


L. R. NELSON, PEORIA, ILL. 


Exclusive Licensee Under Patents. 








Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 


The Storm King 


Lantern 


WIND AND RAIN PROOF 
250 Candle Power 


Operates 15 hours on one quart of gaso- 
line or kerosene. Automatically cleaned 
cannot clog. Can be turned high or low 
Will stand more rough usage than the 
ordinary lantern and has no wicks to 
trim, no chimneys to wash, no smoke, no 
smell and no dirt. Just the thing "for 
farmers, dairymen, shows, fairs, sports- 
men, motor boats, construction work, 
railroads, etc. 

The Storm King weighs 34% pounds net 
and is 14 inches high Put up in single 
cartons. A sample will be sent on trial 
to any rated dealer. Order a sample to 
day, or send for further particulars. 


National Stamping & Electric Works 
416 S. Clinton Street, Chicago 








A STAPLE ARTICLE 


with a BIG PROFIT 


rade SIMPLEX en 


Reg. U. S. Pat. Office 


ROOFING NAILS 
The Only Satisfactory Nail 


The bia demand for this Nall has made 
it a staple seller and yet it carries the 
big profit of a high class speciality. 

Have four times the head area of ordinary roofing nails— 
and head area is the all important point in laying pre- 
pared roofing or sheathing. 

Don’t buy prepared roofing unless Simplex Nails are 
packed in the rolls 

FREE Samples and Circular on request. 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. 


“HOLD 
FAST” 


Ask your Jobber 
ONE YEAR 
GUARANTEE 


of the heaviest 
Chrome 


atts. 
Retail Price - $1.50 
E. T. RUGG & CO., Newark, O. 


y) Double and stitched 














NORCROSS 


Garden Cultivator Hoes 


“Superior to Imitations’”’ 


From the tip of the haste to the 
Shovel Points — a ORCROSS 
shows its Excellence. 

More than a 

Million are in 

ase. 

Get our Special 

Sample proposi- 

tion to new 

Dealers. 

Manufactured 

only by 


C.S.Norcross 
& s 


Bushnell, Ill. 
U. S. A. 


Sold by most 
Jobbers 

















THE PEN DAR CONSUMER 


A NEW.AND SAFE IDEA 


Made entirely of Galvanized 
‘ Wire and Iron, almost inde- 
structible, used for BURN- 
ING WASTE PAPER and 
other combustible material; 
also a neat Basket for Waste 
Paper, etc. The 


i A 
1 vndueniant Ht 
VANDER ALANA 
|, hnasnevenennnttt 


material or 
clonic effect, 
as the open  mesb allows of a 
perfect draft from all — 


AMAA Made in four () 


Ail. i we for description and 

i l ces. 

HHMI Pennsylvania Wire Works 
Edward Darby & Sons Co., Inc. 
235 Arch Street, Philadelphia, Pa. 
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When It’s Zero Weather 


and you have outside work to do, 
which requires the use of a Gasoline 
or Kerosene Fire Pot or Torch, re 
member that the C. & L. Fire Pots 
and Torches are guaranteed by the 
maker to work perfectly indoors or 
out, in either wind or extreme cold. 
The powerful generators produce in 
tensely hot blue flames, which burn 
steadily, and their economy is so 
marked, that they will soon save their 
cost in the saving of fuel alone. You 
an do your work quicker and better 
with Cc & L. Fire Pots and Torches 
than with any other make Jobbers 
supply at factory price Send for 
Catalog— it's free. 


Clayton & Lambert 
Mfg. Co. 





No. 32 Torch 
Lit Poem, Ram, = 9.08 Detroit, Mich., U. S. A. 
Discount e es 








You Get the Biggest Return 


in all the desirable elements of Hose 
Service when you buy “YEKDON'S" 
CAST BRASS HOSE BANDS 

Made of a Special RUST-PROOFP, 
composition metal, exceptionally 
strong and durable, they held the 
hose firmly with a double, all-round 
“grip’’ assuring a permanently tight 
connection. They can be used re 
peatediy and will be right on the 
job doing Efficient work long after 
others are scrapped and forgotten. 

ALL sizes for hose 4%” O. D. up 
to the largest Section Hose. Most 
satisfactory on automobile hose con- 
nections. Made in Fort Plain, U. 8 
A. Used everywhere. Unequalled by 


by. 

We solicit your stock orders. If 
you don't know them write for sam 
ples Both Home and Foreign trade 
supplied. 


WILLIAM YERDON 
BOX 102 FORT PLAIN, N. Y. 








DID YOU EVER SEE 


Wagner's KANT-SUK Calf 
and Cow Weaner? 


IT’S A WONDER 


A perfect humane and effec- 
tive device that sells the whole 
year round. 

The hinge construction of this 
article allows the calf and cow 
to graze in the same pasture, 
xt effectually prevents sucking. 
t is easily applied. Once used 
always used. KANT-SUK Wean- 
ers have no equal. 

We make a complete line of 
Saddlery Hardware, also Hard- 
ware Specialties. 





MANUFACTURED BY 


Imperial Bit & Snap Company, Racine, Wis. 
All the leading jobbers carry them in stock 



















REASONS WHY YOU SHOULD STOCK 


“Red Devil’ Auger Bits 


© Yield liberal profits 
© Have 10°; greater clearance 
© Bore with or against the grain 
in hard or soft wood 
€ Pull themselves in 


without pushing 


~ 






Made 
in single and 
double twist, 
all hand forged. 









in any kind 


»f wood 
Every one has a full- 
polished worm andred shank. 








Smith & Hemenway Co., Inc. 


9S Chambers Street NEW YORK Crry 




































Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 


Conn.,U.S.A. 








a 





- tablished ong Established 


'G & B'" 


ronee! brand re) \merican 





P lve} 

1 netting and wire cioths 
a ho * nm continuous 

existence for neal a century 


[THE GLLBERT & BENNETT 
MANUFACTURING COMPANY 




















THE HAMMER 
HOLDS 
THE TACK 











Robertson‘ Horse Shoe Magnet Hammers 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request 
Silver medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 144 Oliver St., Boston 

















: soe Drivers, Counter 
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LEBANON St? is BIT 


This bit will do 50% more 
work because of the Rapid 
Lead Screw Point, and the 
center of the Dit being made 
thin and the sides thick. The 
Lebanon High Speed “Z” 
Twist Bit will not choke. This 
is a decided improvement in 
auger bits. You should inves- 
tigate. 


THE LEBANON MACHINE CO. 
Lebanon, New Hampshire, U. S. A. 


SATISFY 


your customers 
DIXON’S SOLID BELT DRESSING 


sells itself after the first trial. It 
has to be good to come up to the 
Dixon standard of quality. Repeat 
orders follow naturally. 


How is your stock? 


Made in Jersey City, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 


DOS ESTABLISHED 1827 Os 


0-36 











WRIGHT’S 
PATENT 


Expansive Bits 


Small size bores beat 

in. Large size 

to 3 in. Have grenteat 

strength and ease of bor- 

ing. Cutter accurately 
usted and absolutely 

can not slip. 


CLARK 


Expansive Bits. 
size bores % to 1 
Large size bores 
in. Well known every- 
where. 

Manufactured by 


The Conn Valley 
Mfg. Co. 
Centerbrook, Conn. 














ARMSTRONG TOOLS 


ee 


Tools bearing the name of the Armstrong Mfg. Co. 
are superior made tools. Perfect in construction, ac- 
curate and dependable. 

The name of Armstrong has ever stood for the best 
in service, quality and workmanship. 


Tools With an Enviable Guarantee 
Send for our catalog of Genuine Armstrong Stocks 
and Dies, Water, Gas and Steam Fitters’ Tools and 
Pipe Threading Machines. 

THE ARMSTRONG MFG. co. 


290 Knowlton Street ridgeport, Conn. 











If its DROP FORGED 
WRENCHES you're 
after, remember 
that P-S Quality 
is Guaran- 

teed, 


Ask fer 
Booklet A 


Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 





—— el) 








“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


lili 


ang See bag Screw oe 


i Se ee season BOLT COMPANY 
120 W. Lake Street, CHICAGO  147-149}Cedar St., NEW YORK 








‘=> American and 


Griswold 


Bale Ties 


— OLD AND TRIED ties have passed 
through years of refinement in manufacture 
and trial in actual use until they are now standard 
of the world 
Complete descriptive catalogue sent free for the asking 
Made by 


* “™ * 

American Steel & Wire Company 
Chicage New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U.S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 

San Francisco Los Angeles Portland Seattle 











Trade Mark 


BILLINGS and SPENCER COMPANY 
HARTFORD, CONN. 


Manufacturers of Machinists’ 
Wrenches and Drop Forgings 
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“Challenge” ‘‘Rival” 


“Reliable” 
EVERYBODY KNOWS THESE 


UFHAIN MEASURING TAPES 


Distinctive in Quality—The Very Best 


SEND FOR CATALOGUE 


Nex, THE [UFKIN fpULe (0. Saginaw, Mich. “esi33: 
PLIERS 
NIPPERS 
AND 
PUNCHES 


Send for Catalog 


February 17, 1917 































‘ 
“Banner” 








ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C.S. Osborne & Co. 
Newark, N. J. 

















AMERICAN 


; 

Sickle Edge Hay Knife. é 
The original sectional edge F 
hay knife. Write for : 
prices. They are in- ‘ 


teresting. 


gee J 


THE NEY MFG. CO., Canton, Ohio 





vee one 





Use No. ] Extra Quality for filling deck and hull seams of Yachts and Motor Boats. 
Use No. 2 First Quality Ship Glue or No. 3 Special Navy Glue for filling deck and hull seams of x 
merchant vessels. " 
Use No. 7 Soft Quality or Waterproof Liquid Glue for Alling and waterproofing canvas for 
covering boats and canoes, cabin tops, decks and flyixg boats t 
No canoeist should be without an Emergency Cau of our Special Canoe Glue. 

For Sale by all Hardware and Sporting Goods Dealers ih 


Send fi Free Booklet, 
ces ear Wein! LL, W. FERDINAND & CO. _ tostonrass..usa. 


Snell's Star Bits bore quickly and satisfy every user. 

They sell best, because best known—over 120 years on the market Guaranteed 
right in every way. Get our terms and catalog. 

All sizes, kinds and styles of augers and bits. 


SNELL MANUFACTURING CO., Fiskdale, Mass. 
Selling Agents - JOHN H. GRAHAM & CO., 113 Chambers Street, NEW YORK 


4JEFFERY’S MARINE GLUE 
































Nlack and Galvanized Sheets|2** 


APOLLO-KEYSTONE Copper Steel Galvanized Sheets euribikes | 


Demand this material costeivelt FOR CULVERTS, vio. TANKS, ROOFING, SIDING, and all foume of ex sheet metal 

vor biaheee in quality, durability and rust-resistance. also manufacture APOLLO Corrugated and Formed Roofing Products, « t } 

Black Sheets of every lescription, Electrical Sheets, Special Sheets, Bright Tin Plates, Keystone Copper Steel Rooting Tin, Etc. | 
General 


AMERICAN SHEET AND TIN PLATE COMPANY, Offices: Frick Building, Pittsburgh, Pa.} =” 5 


























e 4 

44-Caliber Men A 

not 22’s—are the sort who give and =| : 
get positions through our Want Sec- == 





tion. Do you wish to establish con- 
nections with these top notch firms 
and individuals? They are worth 
knowing—and having. Of mutual 


Prompt Shipment on , Receipt of 
Your Order 


Ferrules, Copper; Bars, Coppers Bottoms, Copper; Barns, Oop 
; Conductor Pipe, Cop ‘Orimped Sheet, Copper; Maves 


’ r; Elbows, pber; Gaskets, Corregated Co 4 
eae - Hommers, Ges ©; Mitres, Copper; Nails, ; Rivets, ji 
; Roli Copper; Shoes, Copper ; Sheets, pper ; Soldering, ’ 


The Want Section 


HARDW ARE AGE 
239 W. 39th St. New York 


ae r; Spikes, Copper ; Washers , Copper. = ‘ 
ts our selling needs are listed above, write } 
Pittsburs Copper and Brass a aw ilis : 


C. G. HUSSEY,CO., "at: ™ 
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“VICTOR” BOLT CLIPPER 


Send for Catalog 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


Morton's Cable Chains 
BRONZE AND STEEL 


For hanging sash and suspending doors, gates, 
weights, etc. Very easy to apply. Strong and 
durable. Some have been in use over 25 years. 


Thomas Morton, 245 Centre St., New York 








THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 
up—now? 


Cloth Containers 


for all kinds of Tool Sets 


Send us your special patterns and 
we will submit duplicates of our 
construction. 


Ask for Catalog “Tool Rolis” Dep’t T, 
The Troy Carriage Sun Shade Co, 
Troy, Ohio 


























THE (HAPIN-STEPHENS (20. 











oe _ 


PORTER’S ‘“‘NEW EASY”’ BOLT CLIPPERS 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Good profit. Write for prices. 


H. K. PORTER Everett, Mass. 


3 3 


HARDWARE 
STORE 
FOR SALE! 














ERY simple matter—the 
Opportunity Exchange 
is read every week by 

men looking for the opportun- 
ity to get into business for 
themselves. It’s an easy and 
ecorfomical method of reach- 


ing them. 
Opportunity Exchange 
HARDWARE AGE, 50 words $1.00 
239 W. 39th St., N.Y. and the replies will follow. 











C. E. Jennings’ Arrow Head 
Tool Chests, Tool Cases, Tool Kits 


Tool Oase Ne. 75 Teel Case No. 85 


Write for our new catalog of Tool Chests, Tool 
Cases, Tool Cabinets, Boys’ Tool Chests for Holiday 
Trade. Write for our new booklet of Machinists’ 
Tool Cases. 


C. E. Jennings & Co., 71-73 Murray St., New York 





Estas.isneo 1850 
—_— fe pee 























op =< 
a] JOHN HASSALL.ne. f 
0 Rivets. if 
2 ESCUTCHEON Pins rt 
SpPecIAL WirR_E NAILS 
: we ee Md 
Iw Ace Meracs 

















oe] Boe) 8 


NITROJECTOR NO lOO 


Hawthorne Mfg. Co. ,Inc., Bridgeport, Conn. U.S.A. 














No Contagion 


high grade merchandise. 


is more sure than.your own 
belief that you can turn out 


Put that belief into your ad- 


vertisement in Hardware Age, and our readers will not 


fail to “catch” it. 
business for you. 


Right there is the beginning of 


HARDWARE AGE 


239 West 39th St., New York City 
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SAMSON CORDAGE WORKS rea Fence ead Gate 
MANUFACTURERS OF SASH CORD, CLOTHES Settees 


BRAIDED CORDAGE 
AND COTTON TWINES 


LINES, SMALL LINES 
ETC. S£40/08 CAVALOG 









4 NN, 
OF _UUMUEUUUEL 


General Iron 
& Wire Work 


AGENTS WANTED 


Teer eee eee Ce eee ae ee ee ee 


ee een) Send forCatalog 











BSOSTON MASS. THE | STEWART IRON WORKS CO. 23 Cincinnati, Ohio 
~~ 
Rr cHEN KNIVE S OvSTER MORRILL PRODUCTS 
PAPER RUBBER 
PATTERN Saw Sets id Seap Dispen: 
PAPE MAKERS’ Ai Beech = tesa ssc sers A 
Openers 
Resend i 
Pet Nail Pullers Sune oy | 
gees ". The apex of que resting upon sound advertising, sat- 
un isfactory service, good construction and merit. 
ROBERT a. SONS CO. 


CHAS. MORRILL 


102 LAFAYETTE ST: NEW YORK 








O. LINDEMANN & CO. 


Manufacturers of 
BIRD she Mes 
CAGES ™ 


Established 1863 
New York 





35-37 Wooster Street 





SommERS Peentess FAUCETS) 


BEST BLOCK TIN K 







MAPLE Woon BODY t HIGHLY POLISHED 
“Mtemmne 1B nur we csnuuis anu STANDSD te wes Ween WitE 
MARK MALTESE CROSS 


ed . BEWARE OF IMMITATIONS 
noes SUCH AS FAUCETS SIMMAR IN SMAPE WITH KEY 
{J MADE OF LEAB,IRON,OROTWER INFERIOR METALS, TINNED OR HICKELED. 


— Pee cur) 








Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 








PRIEST’S 
Clippers 


The world’s standard ‘‘back- 
o’-the-neck"’ shaver deserves 
your serious investigation as 
a profitable item of stock. 

Write. 





American Shearer Mfg. 
Company 
Nashua, N. H., U. S. A. 











BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 
M. S. BROOKS & SONS 
CHESTER, CONN. 








THE WINSTED EDGE TOOL WORKS 


Manufacturers 
Chisels, Gouges and Drawing Knives 
Established 1827 Winsted, Conn. 








“GEM” Nail Clip 


The famous ‘‘Gem’’ is 
mounted twelve on a hand- 
some counter card. 
25 cents each. Big 
profit. We also 

Make a ten - cent 
nail clipper. Write. 
H.C. COOK CO. 
Ansonia, Conn. 













ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in position 
by any carpenter. 

Send for Catalog No. 24 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 





STERLINGWORTH 


“INSECTICIDES 


Bordeaux Mixtures, Scale Killers, Sulphur Sprays, Bug 
Killers, Agricultural Sprays, Lice Powders, Powdered 
Tobacco, Roach Killers, Sulphur, Copper Sulphate, Ant 
Killers, ‘Bed Bug Killers, Weed Killers. 


Send for Sterlingworth Bug Book (32 pgs.) and dealers price list 





STERLING CHEMICAL Ce? Cambridge,A Mass. 





This mark is destined to become 


one of the most far-reaching 
factors tp the automobile field. 
[he comprehensive sales and 
advertising campaign which is 
. bow ander way to assist dealers 


‘, a is one of the most unusual that 

Motor Specialties nae ever come to your atten- 
nen We invite well equipped, 

ere@-eanive hardware dealers to 

communicate with us promptly 


Crew Levick Company, 2227-51 Land Title Building, Philadelphia 














ICE TOOLS biscar 
DESCRIPTION 
Used by large harvesters, 
dairymen, butchers, cream- 
erles, etc.; also for peddling 
and in hotels, restaurants 
and wherever ice is used. 
Write for Catalog and prices. 
Works: Hudson, N. Y. 


° lew York Rochester, N. Y. 
Gifford-Wood Co., “#22... 


Scranton, Pa. 
Philadelphia 

























Send for new catalogue No. 10 
WILMINGTON, OHIO 
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Me 





Hardware‘ 
Age 

Business 

Exchange 


You may be a hardware merchant or manufacturer and in need 
of aclerk or salesman. You may be a clerk or traveling salesman 
and want a better position or a new line of goods to sell. 

You feel that somewhere there is a firm or an individual able to 
supply that want. But the problem is how to locate the party. 


The Business Exchange 
—of Hardware Age is the One Point at Which they all meet. 


It offers you an inexpensive means of communicating your want 
to a great audience of over 17,000 dealers, jobbers and manufac- 
turers of hardware throughout the United States. 

Write for information and find out how moderate our prices are. 


Business Exchange 
Hardware Age 
239 West 39th St., New York 
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TUBULABUARR GLINCH RIVETS 


TUBULAR RIVET AND 


THE MATERIAL 


used in the manufacture of 
our wrenches is the best that 
All steel 
parts with the exception of 


can be obtained. 


the springs are forged in our 
own plant, every piece pass- 









ing a rigid inspection before 
advancing to the next opera- 
tion. 


F.E. WELLS & SON CO. 
Greenfield, 


Mass., U.S.A. 


PMN 


Zz 
IU = 











* ligt 
wa 
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TUDCo., BOSTON MASSACHUSETTS, U.S.A. 


Evans “Almetl” Fire Doors 


(Patent Pending) 


















View of Evans ‘‘Almetl’’ Fire Doors fitted with Metal Trim 
to harmonize with interior. 
PERMANENT — DURABLE— FIRE-RESISTING 


Evans “‘Almetl” Doors are of rigid, all-steel and asbesto 
construction, light in weight, durable and cost nothing to 
maintain. 


Wherever installed they secure the lowest insurance rates 


Approved by Underwriters’ Laboratories, Chicago, and 
Factory Mutual Laboratories, Boston. 


Illustrated Booklet upon request to Dept. “B-14.” 
“Merchant’s Old Method” Roofing Tin. 
Fire Retargding “Star” Ventilators 


MERCHANT & EVANS CO. 


PHILADELPHIA 


New York Wheeling 
Baltimore Chigago 
Atlanta St. Loui 
Cleveland j Kansas City 






































Sold at Your Store? 





nails are needed. 


In the best 


shops throughout the Country they are used. There’s profitable business 


The best horse nail in the world at a 
fair price—not cheapest regardless of 
Be sure of the brand—the 
rade Mark is on each nail head. 


The Capewell Horse Nail Company 


Largest Makers of Horse Nails in the World Conn U Ss A 
9 -o. . 


The 
| Largest 
Demand 
in Wherever horseshoeing is done “Capewell” 
Horse for the Dealer who stocks this brand. 
+ Sh di d | that to 
Nails get ag at Senchoter 1 the nail 
is for which drives easiest, holds best and is quality. 
“Th safest they need The Capewell. 
e 
| Capewell” 
| Hartford, 
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may be listed in one 
ads on this page. 


know your want. 





A Good Position for You 


Better read 
them all over and find it. 
not—an ad will let the others 


minimum rate. 


of the 


If Dispia 


These A 


Help Wanted and 


Business Opportunity 
Advertisements 2c. per word—$1.00 


Situations Wanted 


2c. per word—50c, minimum. 

rates on request. 

ertisements are Payable 

in Advance. 

These advertisements go to press 
every Wednesday at noon. 


Allow seven words for keyed address. 





AKE IT A POINT 
every week to 

read these pages. 
a part of the service you 


are paying for. 


February 17, 1917 


It is 








Help Wanted 


Help Wanted 


Situations Wanted 


Situations Wanted 





Original letters of reference should 
not be inclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently mislaid 
and lost. A copy of the reference 
will serve the purpose. 


IF YOU ARE DESIROUS of in- 
creasing your earnings, write for 
terms on Sollers Self-Calculating 
Scales, something that every carpen- 
ter and stair-builder will be glad to 





get and use. Write early and secure |*‘T. 


exclusive right to territory that you 
will be able to handle. Address R. 
Cc. Smyers, Mt. Union, Pa. 





WANTED—Salesmen to sell on 
commission the best and cheapest 
Waste Paper Baler made. Every 
merchant needs one. Commission 
large. Address Hercules Baler Co., 
Mifflinburg, Pa. 





HERE {8 THE PLACE ree 
¥ E E 


TO HOM YOU MUST SELL 
your SERVIGES. 








WANTED 
YOUNG MAN _ WANTED, 
PREFERABLY FROM 18 TO 
20 YEARS OF AGE, WITH 
RETAIL OR WHOLESALE 
HARDWARE EXPERIENCE 
TO TAKE POSITION WITH 
LARGE MANUFACTURER 
OF HARDWARE, 

THE POSITION WILL 
LEAD TO UPPORTUNITIES 
FOR IMPORTANT _POSI- 
TION IN THE_ SALES 
FORCE OR AT THE FAC- 
TORY, APPLICATIONS 
FROM NEW ENGLAND JOR 
VICINITY WILL ALONE 

BE CONSIDERED. 
ADDRESS DRAWER Q, 
N. 





NEW HAVEN, CON} 








W. ANTED—2 An experienced man 
to do plumbing, heating 2nd sheet 
metal work. To come at once, steady 
employs ent for the right rian. 
Alkire & Fiagg, Hoopeston, Ill. 


WANTED—A few good salesmen 
to sell on commission Rainfall Lawn 
Sprinklers. A new fast seller. Fits 
on anv nozzle, Fine side line. Good 
commission. Territory given. No 
competition. Write now. Hardware 
Specialties Co., Springfield, Oh®. 


WANTED—A window trimmer 
and card writer; one capable of tak- 
ing entire charge of the newspaver 
and store publicity of one of the 
most up-to-date hardware stores in 
New England. Address Box 1104, 
Springfield, Mass. 


MAN WITH SEVERAL years’ 
exper'ence in the retail hardware 
and paint trade. Prefer some one 
who has been in the metropolitan 
district. Steady sition for right 
man. Bedford shevdeece Co., 182 
Main St., New Rochelle, N. Y 

















WOULD a substantial increase in 
this year’s earnings appeal to trav- 
elers calling on the ane nd im- 
plement and harness trade? Th’s 
side line netted one of our men 
$4,700 in commissions last year. 
Product a staple one, fully guaran- 
teed—customers repeat. There are 
just seventeen States open for ex- 
clusive contract to men with estab- 
lished connections. If you call on 
this trade, state line you represent, 
territory, age and references. Ad- 
dress “T C.,” care Harpware Ace, 
New York. 


WANTED — Young’ experienced 
hardware man to trim windows and 
show cases, write show cards, and 
arrange samples on Warren shelving. 
Special consideration will be given 
to men who can also handle other 
advertising, including newspapers, 
circulars, circular letters and fol- 
low-up correspondence. Moderate 
salary to start, exceptional opportu- 
nity in big concern with definite 
plans for rapid expansion. Address 
A.,” care Harpware Ace, New 
York. 


WANTED—Salesman who is call- 
ing on retail hardware trade to carry 





cialties as a side liné. Liberal com- 
mission. Address with references 
Ammidon & Company, 31 S, Freder- 
ick St., Baltimore, Md, 


PERMANENT POSITION WITH 
good prospects is offered to a Hard- 
ware clerk with two to three years’ 
experience. Give copies of refer- 
ences. Address P. O. Box 1095, 
Hartford, Conn. 


SIDE LINE SALESMAN, callin 
on hardware, implement, electric an 
department stores. Can earn an at- 
tractive commission selling a com- 
plete line of Washing and Wringing 
Machines. Give territory covered 
and lines now handled, The Easiest 
Way Mfg. Co., Sandusky, Ohio. 


urn we FURNACE SALES- 
{AN. First class man who knows 
< Western game and can get the 
business with a high class line. 
Minnesota, Dakota and Montana ter- 
ritory. Salary and commission. Ad- 
a care Harpware Ace, New 
ork. 

















Situations Wanted 





SALESMAN OF EXPERIENCE 
and ability wants position with man- 
ufacturer. Eleven years’ experience 
in the Middle and Southwest calling 
on wholesale and retail trade. Best 
of references; age 38, and well ac- 
quainted. Address “B. R.,” care 
HARDWARE Ace, New York. 

ATTENTION 
TO RETAILERS 

A hustler and wide awake hard- 
ware man, age 27, acquainted with 
all sides of the hardware field, 
wants position as manager, with a 
retail hardware merchant. Am a 
shrewd buyer, a capable executive, 
an organizer and a producer. Will 
only consider an association that 
offers a career as well as a fair com- 
pensation. Address “P. A.,” care 
Harpware Ace, New York. 


AN EXPERIENCED BUSINESS 

MAN endowed with a fair share of 
common sense, energy, tact and fore- 
s‘ght, has been doing a number of 
beneficial things to an old time 
wholesale and retail hardware busi- 
ness. would recommend him to 
any emplover look'ng for a forceful 
and exnerienced executive. Address 
“S. C.,” care Harpware Ace, New 
York. 
IF YOU WANT A_ POSITION 
WHY DON’T YOU SAY 80 TO 
THE THOUSANDS OF EXEC. 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 











HARDWAREMAN EXPERI- 
ENCED in builders’ hardware, tools. 
pipe fittings, factory, contractors’ 
and painters’ supvlies. Fifteen vears 
as buyer and manager. Address 
“S. S.,.” care Harpware Ace, New 





York. 


high grade line of kitchenware spe-|A 


HIGH-GRADE SALESMAN, at 
present employed but owing to 
present market conditions desire to 
take up a new line. Specialties con- 
sidered. Have large acquaintance 
with retail hardware and department 
store, also some jobbing trade in 
Middle West States. Ten years’ ex- 
perience. Address “S. X.,” care 
Harpware Ace, New York. 





THERE SEEMS TO BE AN 


ER? WE RECO 
THIS SECTION FROM “PAST 
PERFORMANCES.” 





POSITION AS MANAGER of a 
wholesale hardware business is de- 
sired by a party thoroughly capable 
of filling such a place. His record 
and references will satisfy as to his 
ability. Address “T. > care 
Harpware Ace, New York. 





DOES YOUR BUSINESS need 
aman of experience and ability as 
executive and salesman, one who 
knows the retail hardware, paints, 
sporting goods and automobile ac- 
cessory business, one with a com- 
plete knowledge of modern business 
methods, also has had mechanical 
training; one who can produce re- 
sults and be trusted for responsible 
work? Now employed but will con- 
sider a proposition that offers a 
career as well as a satisfactory com- 
pensation. Address “‘T. B.,” care 
Harpware Acz, New York. 





CAPABLE AND SUCCESSFUL 
salesman and executive. Services 
now available. Long experience in 
manufacturing, jobbing and _ retail- 
ing of hardware. Address “T. F.,” 
care Harpware Ace, New York. 


A YOUNG MAN OF WIDE ExX- 
PERIENCE wants position as office 
or sales manager. T tow not only 
had several years in actual selling 
experience and office management, but 
have also been in business for myself 

arfd am therefore in a position t 
serve the best interests of any one 
seeking a man for either of the two 
positions mentioned. Am not par- 
ticular as to locality but am looking 
for an opportunity of the right sort. 
Full particulars upon request. Ad- 
dress “T. 1,” care Harpware Ace, 
New York, 


SPECIALIST 








IN SELLING 


SALESMAN SOUTHERN TER- 
RITORY. What have you to offer 
experienced and practical man fa- 
miliar with Hardware Trade, Build. 
ing Line and Architects, especially 
Roofing, Sheet Metal, Steel Ceiling 
and Specialties. Can plan, sketch 
and estimate. Will travel; com- 
petent to handle branch offic e and 
a warehouse. Address 
“, Fal care Harpware Ace, New 

or 








IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “‘R. W. S.,” care 
Harpware Ace, New York 


FOR SALE — Long established 
hardware business, located in the 
heart of the corn belt in Illinois. 
Stock and fixtures will invoice about 
$13,000; $25,000 yearly business 
Good clean stock. Wilt give 10 per 
cent discount to cash buyer. This 
is a real bargain and will not be on 
the market long. Reason for sell- 
ing, failing health. Address “E. D.,” 
care Harpware Ace, New York. 








PROSPEROUS STORE in up-to 
date Middle West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 

int, stoves, furniture. Undertak- 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address “B. F.,” care Harp- 
ware Ace, New York. 


FOR SALE—Stock of hardware 
and plumbing materials; located in 
Eastern New York; will sell or rent 
the building with dwelling. Only 
hardware store in town located in a 
large dairy section, nearest business 
of the kind in ten miles. Have been 
here fifteen years; poor health rea 
son for change. An excellent of 


ortunity to take up a well estab 
fished |B Witt inventory 
$5,000. Address “C. L.,” care Hare 
ware Ace, New York. 





“WE GOT THE MAN WE 
PATE... 


ALUMINUM WARE wants posi-| TOLD TO U 


tion with reliable house manufac- 


turing high grade aluminum prod-| THA 


had 15 years’ experi- 
of aluminum ware 
devoted a great deal 
specializing on this 
one product, ot particular as to 
locality or field of operation. Will 
gladly give full details as to salary 
and other * tae upon request. 
Address J..” care Harpware 
Ace, New York. 


SIXTEEN YEARS OF EXPERI- 
ENCE in the wholesale hardware 
business, CAN YOU USE IT? 
Willing to start as salesman or stock 
clerk providing a good future is 
offer New York City territory 
preferred. Age 38, single; unim- 
peachable suveined habits. ‘an give 
best of references. Address “S. W.,’ 
care Harpware Ace, New York. 


EXPERIENCED SALESMAN 
wants position with hardware or 
tool firm for New York or vicinity, 
on salary or commission basis. Per- 
fectly acquainted with the French 
trade and French corresnondence 
Address “R. care Harpware 


ucts. I have 
ence in sellin 
of all kinds oad 
of time to ony, 











Ace, New York. 





CHEAPEST METHOD TO GET 
COMPETENT MEN. 





FOR SALE—A prosperous, grow 
ing hardware business in one 0 
the best sections of South Carolina; 
an excellent opportunity for anyone 
| & an investment. Apply to 

H. id a ag 10 South 14th St., 
Sleacod 





EXPORT TRADE — An English 
house with representatives and show- 
rooms in Australas‘a, Africa, West 
Indies is desirous of acting as manu- 
facturers’ exclusive export agents in 
above markets. Commission basis. 
-s povmests from own New York 

Address “S. M.,”” care Harp- 
wae Ace, New York. 





FOR RENT—Space aaa and 

third floor in our new store build- 

11 Madison St. 

Present address, 279 N_. Clark St., 
Chicago. 
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SALE—Good clean stock of 
salpeare and stoves in a splendid 
county seat near Indianapolis. Old 
established business in building 
erected especially for same. Net 

ofits 1916 60 per cent on invest- 
at Cash proposition only. Ad- 
dress ‘“T D.,” care Harpware Ace, 
New York. ol 
ce. we aie 

PARTNERSHIP WANTED — I 
am a young man, 37 years of age, 
full of ambition and looking for an 
opportunity to invest money in a 
weil established hardware store. Not 
particular as to locality, but am most 
anxious to obtain an opportunity to 
develop a_ business. Address __ , 2 
G.,” care HarDWARE Acs, New York. 
“ENERGETIC YOUNG MAN 
wants to purchase partnership. I 
am a young man full of pep and 
have accumulated enough money to 
buy 2 partnership in a hardware 
store. 1 say hardware store be 
cause all my experience has been in 
that line. Have already been in 
business but am looking for a bigger 
opportunity. Locality is mot im- 
portant. 1 would like to tie up 
with some other young men who 
believe they have an opportunity and 
are ambitious to develop a business. 
Full particulars furnished upon re- 
quest. Address “T. H.,” care Harp 
ware Ace, New York, 











FOR SALE—$7,000 stock of hard 
ware. The stock is absolutely 
“clean.” Concrete gore, situation 
couldn’t be better. In a Northwest- 
ern city of 6000 with 1000 on tac- 
tory payroll, Good opportunity for 
the right man. Have to sell whole 
or managing interest in the com- 

ny. This is a “rush” proposition. 
Address “S. F.,” care Harpware 
Ace, New York, 








FOR SALE—Hardware business 
in a city of 8000 population, being 
the County Seat, located in the best 
farming community in north central 
Illinois. This business has been in 
one family for over forty years and 
will mad the closest investigation. 
Will invoice at from $10,000 to 
$12,000. Address C. F. Hurburgh, 
Galesburg, Ill. 


For Sale or Trade 


Best paying hardware store in West- 
ern Indiana. Invoice about $7,000 
or $8,000. Implements, harness and 
eneral hardware. All the leading 





ines, as it is the only store. Town 
of 500. Good school, churches, good 
roads. Did $36,000 cash business 
1916. If you want good business 
write, Address “R. I.,” care Harp- 
ware Ace, New York. 


MANUFACTURERS — ATTEN 
TION! An established manufactur- 
er’s agency now covering retail hard- 
ware and department store trade in 
Chicago and suburbs, with offices in 
the loop, is in position to handle 
one or two more lines on commis- 
sion basis. Address “T. L.,” care 
Harpware Ace, New York. 
nla teeta 


When You 
Need Men 


consult the Opportunity Ex. 
change of the Hardware Age— 
men—the right kind—are al- 
ways open for opportunities te 
Advance themselves. Do you 
want the ambitious kind—the 
kind that can do things? 


# words at one dollar per in- 
tertion will put you in touch 
with such men. 


Oppertunity 
Dept 


THE HARDWARE AGE 


HARDWARE AGE 





Simplifying Your Bookkeeping 


BERNHARDT’S DATE NUMBER INDEX SYSTEM 

AND BILL BOOK enables you to keep track of your es 
debts, stock and bills; instantly recognize your siow 
moving stock from your quick sellers. Tell when you 
bought it, on what bill number and what you paid for 

it, by a glance at the index number and code on the 

stock. Price §0c. M. Bernhardt, 31 Curtis Pl, New | 

Brighton, N. Y. 











Bettering Business by 
the Elbow Touch | 











You may recall the story of the front| 
line soldiers face to face with the Consid er 
enemy in the present war. The entire h 
line had an instant of stage fright! , 
because everyone knew that the ma- Blacksmith 
jority would soon be dead. Seeing 
their state of mind the Captain reached| 
out his elbow and touched that of the| 
soldier next to him. The soldier 
understood the act, reached out his’ 
elbow and touched his neighbor, and 
so they did all along that first line. 
The effect was instantaneous and the 
men plunged forward thrilled with the 
courage of the Captain's touch. | 
In just this way business is bettered. 
One fellow with the nerve to reach out 
and do something touches elbows with 
the fearsome fellow next to him. 
Fear closes no contracts. How can 
the man who shrinks from advertising 
expect that advertisement readers will 
credit him with courage and ability 
which he does not possess? | 
Have you the nerve to reach out? 
Isn't the building of business by con- 
sistent advertising far more profitable 
than waiting for something to turn up? 
In meeting the buying movement of 
1917 where will your courage place 


you? 
Let us tell you how Hardware Age 


Whether he 
fis underla 
spreading 
chestnut tree 
orin the highly 
efficient repair 
department of 
a garage, the 
husky black- 
smith is one of 
those steady 
users of Delta 
files who are 
worth while. 


Just spend a 
& few minutes to 
m@ drop in and see 
m3 what his work 
is. If he isa 
@ horseshoerhe’ll 
use a heap of 
@ rasps. Ifheis 
me working on 
B mechanical 
m® jobs he'll use 
the regular run 
of coarse files— 
“ flat bastards, 
half-round 
bastards, etc. 


But he pun- 
ishes them and 
there is no file 
that stands 

unishment 
ike the Delta. 
So talk service 
to him and ex- 
plain the Delta 
po licy of 
“money back 
if not satis- 


fied.”’ 
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> The Delta 
» File Works 


Philadelphia 
U. S. A. 
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990 W. 39th St., New York 
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can help you. 











HARDWARE AGE 


February 17, 1917 





The Classified Directory appears in the first issue of each month 





A 
Acme Steel Goods Co........++.- 119 
Adame, J. B.wessccccesces hi 
Alaska Freezer Co.....ss+e+5> 29 
Allen, S. L., & CO... 0 eee eens 31 
Allith-Prouty Co, ......ssceees 93 
American Chain Co. . «.+-+ee- 46 
American Elec. Co, ....seeeee- 102 
American Ever-Ready Works ... 43 
American Ring Co. ........++6- 32 
American Screw Co. ....++++++ 35 
American Shearer Mfg. Co..... 125 
American Sheet & Tin Plate Co.123 
American Steel & Wire Co..... 122 
American Wire Fabrics Co..... 112 
American Wringer Co. ......+-+- 106 
Ankyra Mfg. Co 39 
Armstrong Mfg. Co.........+6. 122 
Athol Meh. Co. ..cscccecsseccess 116 
iti. B.C Ee OOo 6c atscerans 11 
B 
Bantams Mig. Co.....+++- 102 
tarnett, G. & H., Co....seeeee 110 
Berger Bros. Co.....-seeeeeeee 119 
Bernhardt, Martin ..........+.-129 
Billings & Spencer Co.......++. 122 
Bishop, Geo. H., & Co.......... 37 
Black Silk Polish Works....... 31 
Sommer Bros 115 
Mawes BG C6... bene ce >> scan es 104 
Bowser, S. F., Co. 103 
Brenard Mfg. Co.. ....-+ese008 44 
Brooks, M. S., & Sons.......... 125 
Bridgeport Screw Co..........-+ 35 
Brown & Sharpe Mfg. Co....... 9 
Buckeye Aluminum Co......... 38 
Buffalo Steel Co..........se0 119 
Cc 
Capewell Horse Nail Co........ 127 
Carborundum Co, .é....+-+e00% 40 
Carey; Philip, Co... 6. ieviasiccs’ 110 
Cary Bite. Co. . vdccesdes cn sane 108 
Chalelion, John, Co.........00. 44 
Champion Hdwe. Co........... 115 
Champion Spark Plug Co....... 1 
Chapin-Stephens Co. .........+ 124 
Chicago Eye Shield Co......... 104 
Chicago Flexible Shaft Co...... 7 
Chicago Spring Butt Co........ 109 
Clark, George PB.) Cesc ccsee cites 45 
Clayton & Lambert Mfg. Co....121 
Cleveland Galvanizing Co....... 111 
Cleveland Stone Co...........-- 113 
Coan Weench Ces cs sivieces scene 
Coldwell Lawn Mower Co...... 119 
Conn, Valley Mfg. Co.......... 122 
Consolidated Elec. Lamp Co....102 
Converse Rubber Shoe Co...... 104 
Cae ia Mesy 0s sie’ d vvew es veer 125 
Corbin Screw Corp............. 40 
Covert’s Saddlery Works........ 120 


CHOW ENE C0. 6 cvickk vo benec.e 125 


D 
Darby, Edward, & Sons... 120 
De Laval Separator Co......... 23 
Delta File Works.........+200. 129 
Deming Co 42 
Des Moines Incubator Co....... 113 
SS Wa ves ca reenkearriee 119 
Dietzgen, Eugene, Co.......... 112 
Disston, Henry, & Sons, Inc.... 1 
Dixon, Joseph, Crucible Co..... 122 
a ea 5 rere 103 
E 
Eagle Woodenware Co.......... 108 
dee: Bias, Co..ccncsccdaseses 95 
Ee srr es 106 
Energy Elevator Co............ 125 
Ensign Bickford Co............ 121 
Enterprise Mfg. Co. of Pa..... 32 
Re TD bein os ddd axes es 115 
F 
Pee, Bia Wes Sct ete ens 123 
Firestone Tire & Rubber Co..... 99 
G 
Galesburg Paper Press.........118 
ey a ee eee re 105 
SI OMIOG. 4.5. xg oa nthe & oo oes 97 
Gifford-Wood Co. tsseecdee 
Gilbert & Bennett Mfg. Co..... 121 
Goodell-Pratt Co. ........0.00. 41 
aie Bo Ga ds «ck iecwee bak 101 
Oe Be OO bos hci ces dcavac 36 
Greenfield Tap & Die Corp..... 6 
ees We 8s s 6 eae s sine ibees 105 
Guernsey Earthenware Co...... ,29 
H 
ee a Sk eee 30 
eon, Jol; Tees.c.céctsiess 124 
Hawthorne Mfg. Co............ 124 
Hayes Pump & Planter Co...... 113 
Saat, WT, Cas BO ctscdwsces 45 
Heteion, F.. As, Ce. is sec ceveuas 108 
Homey, C. Gig S Cos ercvcsivess 123 
I 
Ideal Power Lawn Mower Co..111 
Imperial Bit & Snap Co........ 121 
Sabiond - DhG Sos... cacesvivided 37 
Irwin Auger Bit Co............ 125 
J 
SE SG eck bacdiosccdekoar 118 
Jenckes, E., Mfg. Co..... op eens 109 
PUN, Cie Ws vcnees ve tnevnees 124 
Tennings, Russell, Mfg. Co...... 121 

















K 
Keuffel & Esser Co.....cccces 111 
bet BGs, CD. cv ccdenesvecdeuse 107 
Klein, Mathias, & Sons......... 115 
L 
Lancaster Glass Co......-ceeeee 113 
Eapawen TER. Ce, occ icssvevies 122 
Lee Broom & Duster Co........ 118 
Lindemann, O., & Co........... 125 
ete: BERGE Clb. boos ns conics 46 
Ludlow Saylor Wire Co........ 110 
Re TED  Ciciciccccaddene 123 
M 
McKinney Mfg. Co......... 18, 19 
Martin Semeur Co... c.ecevcsec 47 
Merchant & Ewans...........05 127 
Millers Palle. Cou: .... 00000 16, 17 
Miller Rubber Co.............. 131 
Milwaukee Corrugated Co....... 34 
Moller & Schumann Co........ 118 
Morgan Spring Co..... -107 
Py (CRO... wits.<d <vevawrnows 125 
Morse Twist Drill & Mach. Co..114 
oo a Pere rere rey 124 
Mossberg, Frank, Co.......... 114 
Murphy, R., & Sons...........125 
oe ee ey er: 
N 
National Cash Register Co...... 28 
ationt BEGs: Ce iicssices ctces 50 
National Stamping & Elec, Wks.120 
Ra. ME 6 ced eile a.0d.e ae pele 120 
New Jersey Wire Cloth Co..... 119 
New York Wire Cloth Co...... 21 
ie Ok + Sees 119, 123 
Niagara Falls Metal Stpg. Wks.109 
Nicholson File Co. i... .cscee8 10 
Norcross, O. S., & Son......... 120 
North Bros. Mfg. Co........... 110 
North Wayne Tool Co......... 25 
Oo 
Oakes & Dowe Co....csccceeee 105 
One Minute Mfg. Co.......... 107 
Opportunity Exchange ..... 128, 129 
Cahoene,  (,B.5 Re Gei's osc dense 123 
P 
Page-Storms Drop Forge Co....122 
Palmer, I. B., CovscscccccersekO@ 
Palmyra Mfg. Co.....200+0.0+ 0104 
Parker, Charles, Co........... 116 
Parker Wire Goods Co......... 125 
Peerless Freezer Co..........- 39 
Philadelphia Lawn Mower Wks. .111 
Plymouth Cordage Co.......... 8 
UO: Ms Whe ba kaweas arexeeeok 124 
Progressive Mfg, Co............ 34 








Richards-Wilcex ( 
Roberts Mfg. Co. 
Robertson, Arthur R 
Rock Island Mfg. Co 
Rugg, E. T., & Co 


o 


Sacks, Louis 
Safety Wire Gas Globe Co 


Samson Cordage Works 
Sargent & Co........ 
Schatz Mfg. 
Schenck, M. B., Co... 
Shelby Spring Hinge Co 
Sherman, H. B., Mfg. Co 
Simonds Mfg. Co.. 
Smith & Egge Mfg 
Smith & Hemmingway Co.. 
Snell Mfg. Co.... 

Sommer, John, Faucet Co 
Soss Mfg. Co...... 
Sparks-Withington Co 
Stanley Rule & Level Co.. 
Stanley Works 
Star Expansion & Bolt Co 
Starrett, L. S., 
Steel Scaffolding Co.... 


Co 


Sterling Chemical Co... 
Stewart Iron Works Co. 
Stewart-Skinner Co. 

Stimpson, Edwin B., ( 
Stuber & Kuck 
Sturgess & Burn Mfg. ( 


Oo. 


T 


Thermoid Rubber Co... 


Thompson, Judson L., Mfg. Co. 


. 91 
--124 


104 
120 


107 


117 
Townsend, S. P., Co.. .120 
Trimont Mfg. Co.. ‘oun 
Troy Carriage Sun Shade Co...124 
Tubular Rivet & Stud Co. 127 
U 
Union Hardware Co er 
a © ee sotae 
v 
Van Cleef Bros. ooukee 
Vichek Tool Co......... . 102 
WwW 
Walls, P., Mfg. Co... 118 
Walworth Mfg. Co... 4 
Warren, J. D., Mfg. Co . 45 
Waterman Motor Co... s- 6 
Wells, F. E., Sons Co........+127 
Wheeling Corrugating Co... 33 
Whitaker-Glessner Co 117 
Wickwire Bros., Inc.... . 20 
Williams, J. H., & Co.......+++ 114 
Winchester Repeating Arms Co. 3 
Winsted Edge Tool Works... . 125 
Worcester Lawn Mower Co...-113 
Wright Wire Co........-.-+-++ 2 
7. 
case 121 


Yerdon, Wm. 
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when you have a job requir- 
ing one. 

The business of selling 
tires to-day has passed the 
tack hammer stage. 

Miller dealers are provided 
with sledges. We give them 
a quality tire that is brimful 
of mile muscle—we advertise 
it with strong, aggressive 
page advertisements in a big 
list of national magazines. 
Then we give the dealer real 
sales and advertising helps 
that localize 


Miller 


GEARED-TO-THE-ROAD 
TIRES 


But the Miller Selling Plan 
doesn’t stop there. It is new and 
different and complete. It gives 
the dealer all the profit,—from all 
the tires sold in his territory—not 
a mere slice of it. 

But write for the Miller Selling 
Plan. A genuine surprise is in 
store for you—and write to-day. 


The Miller Rubber 


Company 
Akron, Ohio 


HARDWARE 
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y—_— in 


HARDWARE AGE 


February 17, 1917 q 








Attractive Specialties for Your 
Motoring and Cycle Trade 


TROUBLE-CHASERS 


he Dealer who meets the demand for the specialties that come under 
the head of DUTCH BRAND PRODUCTS will quickly find his store 
the center for every motor car owner, bicycle rider and motorcyclist in 
his section. 

Don't delay, but reap the waiting harvest by stocking these staple 
products that are big helps to your customers when they are in trouble 
touring or around town 


This page shows but a few of the 73 different products we make 
Dealers not already familiar with our line, write to-day for 


sur handsomely illustrated catalog showing qoods 


m actual 
colors of labels and order from your jobber 


Jobbers: Write at once for our interesting and profitabl 
proposition ‘ 


7701-7711 Woodlawn Avenue, CHICAGO 
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